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Robert Lienert 
Associate Editor 
new-car market was more 
evenly shared 1959 than 
year since 1946, final registra- 
ion figures show. 
other words, the big got 
smaller and the small got bigger. 


Final count for the year 
new cars, including rec- 
609,539 imports. This compared 


Top Cars 


New-car registrations for 


details Pages 14, 16, 44. 


9959 1958 
‘os. Make Pos. 
360,008 Olds. 306,566— 
157,830 Mercury 136,295— 
135,113 Cadillac 122,651—10 
133,080 Stude. 47,798—13 
64,269 Chrysler 
Edsel 
615,234 Misc. $84,574 
Total All Makes 
6,026,500 4,654,514 


1959 vs. 1958 


60% 90% 120% 150% 180% 
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with 4,654,514 cars, incl 
imports, 
Registrations com 


bined with 609,539 the 
1,213,523 small and compact\units 
accounted for 20.12 the 

1958, compact and small cars 
accounted for 12.33 percent 
market. 

* 
THER features the 1959 new- 
car market, revealed the 
registration totals: 

Despite the steel and glass 
strikes, the year was the third 
best history, topped only 

(Continued on Page 4, Col. 2) 


Compacts Hit 24%, 
Offset Cuts 
Big-Car Output 


Martin Whitmyer 
Staff Writer 

compacts made another pro- 
duction gain the expense 
big cars last output was 
estimated 157,210 cars, only 
1,848 units below the previous week 
spite continued big-car cuts. 
record total 38,350 com- 
pacts was scheduled last week, 
amounting peak percent 
the entire flow. The week 
ended Feb. saw 37,586 junior 

sizes produced, 23.6 
With February car output now 
rolled back estimated 664,000, 
contrasted with the original goal 

(Continued on Page 53, Col, 3) 
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Dealers See New 
For Small-Car Market 
Compacts Take Hold 


compact cars already en- 
trenched the market, 
dealers predict that sales such 
units will continue grow. 

Automotive News, there were 
wide shadings opinion 


Big Step Ahead 


For Magnesium 


Coming Models Due 
Increase Use 


Joseph Callahan 
Engineering Editor 

NEW deal pricing, under 
which metal supplier sub- 
sidizing part the development 
costs for the five auto makers, has 
plunged them all into accelerated 
magnesium development programs. 
The revival interest mag- 
nesium, now being spearheaded 
Chevrolet, will probably 
substantial increase mag+ 
nesium parts for the ’61 
with the big move coming with 
Among the components re- 
ceiving the most consideration for 


magnesium are instrument 
interior trim pieces, 
housings, transmission parts (espe- 


cially where inertia 
and horn castings. 
* / 
parts that have been 
found structurally suitable for 
production magnegium are win- 
dow lift mechanisms, convertible 
top mechanisms, headlight brackets, 
steering columns and other steering 
parts, defroster turn signal 
parts, gearshift engine 
fans, generator dnd starter end 
plates, oil and fuel pumps, trans- 
mission parts and brake shoes. 
Three are giving 
deal serious consideration 
engine. 


how much the new offerings 
affected sales 
new cars and used 
was also dealer 
what might happen the 
future this regard. 

for the size cars, most 
dealers consider the gurrent crop 
compacts about would 
practical, some say that 
sell $1,500 $1,600, entire 
new market wuld opened up. 

Dealers doubt that the 
American 
pricing 
are willing surrender 
this the imports. (How- 
ever, import sources say they hear 
that the makers are not will- 
ing surrender this market.) 

* 


DISCUSSING gross profits 
compacts, dealers reported they 
ged from “whatever you can get” 
nder $100 per deal some cases) 
high $500. The average ap- 
pears $150 $175. 
Some dealers say the gross 
compacts about the same 
that big cars; others report the 
compacts exceed big-car profits. 
predicting increasing mar- 
ket for the compacts, dealers note 
that most sales far have been 
one-car families. That is, the 
compact being purchased the 
family’s only car, rather than 


second car for supplemental trans- 
portation. 

Compacts now, according re- 
ports from dealers widely sep- 
arated locations, are taking from 


Imports Page 
See Page for complete run- 
down 1959 import sales 
makes—55 all. 


Overall, the compacts’ share ap- 
pears running about per- 
cent. Dealers believe that for all 
1960 this market share may rise 
percent and climb few per- 
centage points per year after that. 
* * 
GROWING number dealers 
believe that the compacts are 
somewhat responsible for the leth- 
argic used-car market. 
“Everybody wants new car, 
regardless what they tell you,” 
said one dealer. “So with pay- 
ments the way they are the 
compacts, customers prefer them 
used cars.” 

Another dealer said prospects are 
“not even looking high-priced 
used cars now.” 

* 
quoted that “specialty” cars, 
such hardtops, have not been 
affected “at all” compacts. 
Other dealers say that good, 
(Continued on Page 4, Col. 1) 


Dealer Profit 


1.4 Pet., 


Percent Red 1959 


Kenneth Kelley Jr. 
Staff Writer 


EW-CAR dealers closed out 1959 

with pretax profit $70 per 
new unit sold, according the 
NADA Business Management Sur- 
vey. was the best profit showing 
since the auto industry’s banner 
year 1955 when dealers earned 


Incidéntally, magnesium not $80 per unit. 


considered suitable present for 
engine heads because they’re too 
complex. 

General Motors has been oper- 
ating magnesium engines the 
Tech Center for several years and 
has purchased considerable quan- 
tity equipment for casting mag- 

(Continued on Page 21, Col, 2) 


The 1959 pretax profit, express- 
percent sales, was 1.4 
percent. The figure sharply 
above the percent earned 
sales recession-riddled 1958. 
The recent record this respect 
the 1.7-percent profit 1955. 

NADA noted that the year-end 
profit figure fell below the 1.8-per- 
ak 


Six-Year Dealer Profit Trend 


1.7 


1960, Automotive News 


profit dealers were showing 
through the first nine months 
1959 but added, “It was better than 
many had anticipated when the 
steel strike forced drastic cur- 
tailment new-car production.” 

The survey showed 12.1 percent 
dealers operated the red dur- 
ing 1959 but NADA said “for the 
most part, these losses were not 
heavy ones.” the end the first 
nine months 1959, dealers the 
red amounted 11.7 percent while 
percent lost money 1958, 

+ * 

ILE 1959 and 1955 stand out 

the best years the recent 
past, they are not record years 
any means. The best auto-dealer 
profits were made the period 
from the end World War until 
the supply caught with demand 
1953. 

Once the supply new be- 
came adequate, profits auto re- 
tailing fell. Here the record 
how the average dealer’s percent- 
age profit sales has moved 
the last years: 

6.3 


0.8 
2.2 0.2 
0.6 


NADA commented that disrup- 
tions auto production, due the 
steel strike, benefitted dealers 
some ways. The association said: 

“Production difficulties the 
later months did present the op- 
portunity for better deals those 

(Continued on Page 52, Col, 1) 


ture One Sale During 


Imports Again Smash Records 


tured 8.13 percent total sales 
with 378,517 registrations. Both 
represented record levels that 
time. 


new car out every sold 
the last year was 
import, foreign cars totalled 
alltime high 609,539 registrations 
and accounted for record 10.11 
percent the market. 


year earlier, imports cap- 
* 


* * * 


How Imports Ranked Sales; 
vs. 1958 


1959 1958 1959 1958 
Pos. Make Pos. Pos. Make 

’ 
12— Austin- 40— 385 Wartburg 141—39 
18— 14,974 Morris 8,957—13 42— 361 Berkeley 
Benz 205 Morgan 166—37 
16— 12,330 Peugeot 4,459—18 46— 133 
17— 105 Bentley 97—41 
19— 5,839 Jaguar Maico 
20— 4,625 Saab 50— Aston Martin 
23— 3,201 NSU Prinz Facel Vega 
24— 3,187 Porsche Messerschmitt 50—4 
26— 2,364 Citroen Bristol 
2,261 DKW Total All Makes 
2,085 Alfa Romeo 2,009—25 609,539 378,517 


Blank spaces indicate make either was not imported for period indicated or was 
included in miscellaneous total. 
Re-use prohibited. 


Hambro, Nine BMC Outlets 
Consent Price Reforms 


WASHINGTON. Hambro Auto- 
motive Corp., importer 
British Motors Corp. vehicles, and 
nine distributors have consented 
discontinue practices “in conflict 
with antitrust laws,” accord- 
ing Attorney General William 
Rogers. 

civil complaint against the 
importer and distributors, the 
charged that Hambro fixed 
prices which distributors charge 
for motor vehicles and vehicles. 

Prices charged the ultimate con- 
sumer also were fixed agreement 
among Hambro, the distributor de- 
fendants and BMC dealers, the 
complaint added. 


© 1960, Automotive News. 


Other charges were: 

Territories within which BMC 
products are sold were allocated 
among BMC distributors and deal- 
ers agreement among them. 


Defendants agreed refrain 
from selling BMC products oth- 
ers for resale. 

consent judgment requiring 
discontinuance these practices 
was agreed Hambro and these 
distributors: 

Arnolt, Inc., Chicago; 
British Motor Car Distributors, 
Ltd., San Francisco; Continental 
Cars Distributors, Inc., St, Louis; 
Co., Wellesley 
Hills, Mass. 

Falvey Motor Sales Co., Fern- 
dale, Mich.; Gough Industries, Inc., 
Los Angeles; Overseas Motors 
Corp., Fort Worth; Ship and Shore 
Motors, West Palm Beach, 
and Waco Motors, Miami. 

Inskip, Inc., New York, and 
Royston Distributors, Inc., Phila- 
delphia, did not consent the 
judgment. 

Robert Bicks, acting assistant 
Attorney General, said the case 
against these two distributors “is 
still pending and will presented 
promptly the court.” 

Similar charges against out- 
lets for Renault and Volkswagen 
have been denied and are pending 
Federal courts the East. 


American, Lark 


Reduce Automatic 


DETROIT.—Automatic transmis- 
sion prices for the Rambler Amer- 
ican and Studebaker Lark Six have 
been reduced. 

Automatic drive for the American 
now $164.85, down from $178.50. 
The Lark Six unit $178.50, reduced 
from $199.50. The Lark V-8 auto- 
matic remains $199.50. 

Automatic transmission prices for 
other six-cylinder compacts 
are: Corvair, $145.80; Falcon, 
$159.40; Valiant, $171.55; Comet, 
$171.70, and Rambler Six, $199.50. 


Discuss Economy Routes— 


Frank Meunier, right, products promotion 
‘department manager, Mobil Co., out- 
lines possible 1960 Mobilgas 
Economy Run for William left, 
Ford Los Angeles district sales manager. 
and center, president, South- 
ern California Ford Dealers Assn., center. 
Association entries the run, which will 
start Los Angeles Apr. and termi- 
nate Minneapolis Apr. include the 
compact Falcon, Ford Six and Eight and 
the Thunderbird. 


year-end surge imported-car 
registrations, which reversed 
three-month downward trend, help- 

+ 


boost the final marks bit higher 
than had been anticipated. 

Import’s share the market 
December was 12.71 percent, the 
best ever achieved. 

role pace-setter, with 119,899 

registrations for the year. thus 
became the first imported car ever 
sell more than 100,000 units 
year’s time. 

Volkswagen’s total was boosted 
record 15,434 registrations 
December, highest monthly vol- 
ume ever achieved any import 
the 

The previous monthly high was 
11,997, established Volkswagen 
last June. 

Renault and English Ford contin- 
ued second and third place, re- 
spectively for the year, although 
Renault ran closer and far- 
ther ahead English Ford than 
did year earlier. 

* * 


* 


PEL vaulted No. ranking 

from the tenth spot held 
year earlier, pushing Fiat down 
fifth. 

Simca rose sixth from No. 
while Hillman dropped two rungs 
the ladder, from fifth sev- 
Triumph climbed one notch, 
No. ranking, Vauxhall fell 

(Continued on Page 50, Col, 3) 


6.9 Million Cars 
Still Predicted 
For Cole 


Donald Lyons 
Staff Correspondent 


MINNEAPOLIS. Despite indi- 
cations that some manufacturers 
are backing down from their ear- 
lier predictions booming 1960, 
General Motors sticking with its 
forecast 6.9 million new-car sales 
this year, Edward Cole, general 
manager Chevrolet, said here. 

Cole said Chevrolet would pro- 
duce 2,650,000 units this year, sup- 
porting the estimate 6.9 million. 

However, Bendix President 
Malcolm Ferguson last week 
predicted sharper auto cutbacks 
March, with weekly output 
110,000 120,000 and 1960 total 
only million cars. 

Cole, who was here address the 
278 Chevrolet dealers the Minne- 
apolis zone, said his division has 
increased its production schedule. 
The assembly plant Janesville, 
Wis., which supplies cars for this 
area, has every possible hour 
overtime scheduled through March, 
declared, 

The Corvair hasn’t interfered 
with the division’s regular market, 

Admitting that the Corvair has 
had some “bugs,” Cole said “they 
are all behind now.” 


Business Barometer 
Automotive News Economic 


100.9 Percent Last Week 
110.4 Percent Like Week Last Year 


Percent of 
Percent of Like Week 
Last Week Last Year 
Auto Production ........... 159,058 103.7 131.5 
Truck Production ...... 31,138 104.4 122.6 
Auto Registrations—1959 complete. 6,026,500 129.5 
Truck Registrations—1959 complete 940,181 129.4 
Steel ........ 2,674,000 99.5 109.2 
Lumber Production—Board feet... 248,556,000 104.6 110.0 
Paperboard 329,793 101.3 108.2 
Soft Coal ....... 8,360,000 98.1 102.3 
Oil Refinery ..... 50,290,000 95.3 95.8 
Barometer Freight Car Loadings 349,424 98.6 103.6 
Department Store Sales Index 115 103.6 103.6 
Stock Market Price Index....... 407.6 101.5 99.8 
Spending 
—Fiscal year date .......... 99.4 
Commercial and industrial 100.4 
Savings Deposits ................ $30,148,000,000 100.0 100.3 
Used-Car $1,109 99.2 99.4 
Business Failures ................ 289 91.2 
Common Common 
Stocks Feb. 1959-60 Range Stocks Feb. Range 
Chrysler... 58% Mack...... 47% 46% 


(Feb. 29, 1960) 
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How They 


rington, Peterbilt, etc. 


Kenneth Kelley Jr. 
Staff Writer 


sales closed out 1959 
the downbeat contrast with 
the rising tide sales which mark- 
the end 1958 and the begin- 
last year. The chief culprit 
iwas the steel strike, which cut off 


production some lines and crip- 
pled the output other manufac- 
turers. 

However, the poor finish did not 
keep 1959 from going record 
one the best truck sales years 
history. The year’s new-truck 
registrations totalled 940,181, 
29.38 percent from the 726,704 sales 
1958, recession year, accord- 
ing figures from Polk 
Co. 

The 1959 total was the highest 
since 957,001 trucks were sold 
1955. Only five years topped 1959 
truck registrations— 1948, 1949, 
1950, 1951 and 1955. 

one respect, was good year 
for all truck producers, since all in- 
creased their unit sales over the 
1958 figures. Chevrolet stood off 
surge Ford the last four 
months remain the top-selling 
truck. 

* * * 
four were able 
increase their market pene- 
tration during the year. Seven pro- 
ducers saw their penetration slip 
and one held steady. 

The four producers with increased 
penetration, their unit sales 1959, 
their percent market and per- 
centage-point gains were: 

Ford, 292,338 units sold, 31.09 
percent the market, gain 
2.36 points; Dodge, 52,107 units, 
5.54 percent, 0.44 points; Wil- 
lys, 30,626 units, 3.26 percent, 
0.16 points, and Studebaker, 5,906 


Commercial Car Registrations 


Makes 


1959 vs. 1958 


Percent Percent Percent 

Share of Share of Point 

Make 1959 1958 Market Market Change 
247,470 32.53 34.06 
292,338 208,787 31.09 28.73 +2.36 
International 108,828 89,745 11.58 12.35 

37,037 5.54 5.10 

22,523 3.26 3.10 .16 

12,142 1.65 1.67 

11,865 1.43 1.63 

Brockway 1,195 959 
Miscellaneous 33,155 4.46 4.56 


* White includes Autocar, Freightliner, Reo and Sterling. 
** Miscellaneous includes imports, Corbitt, Diveo, FWD, Kenworth, Marmon-Her. 


Despite Year-End Letdown 


100.00 


from Polk Co. data, 
Pct. 


units, 0.63 percent, 0.06 points, 
Brockway maintained its 


units. 


* x * 


seven producers which suf- 
fered setbacks penetration, 

their unit sales, percent market 

and percentage-point losses were: 

Chevrolet, 305,837 units, 32.53 
cent, down 1.53 points; Internation- 
al, 108,828 units, 11.58 percent, down 
0.77 points; GMC, 69,431 units, 
percent, down 0.32 points; White, 
15,468 units, 1.65 percent, down 
points. 

Mack, 13,472 units, 1.43 percent, 
down 0.20 points; Diamond 
3,007 units, 0.32 percent, down 0.08 
points, and miscellaneous, 41,965 
units, 446 percent, down 0.10 
points. 

The miscellaneous group made 
largely imports. While this 
group has been increasing its mar- 
ket penetration recent years, the 
trend was reversed 1959 the 
imports and the small 

(Continued on Page 50, Col, 1) 


Sales Contests 
Set Pontiac, 
Dodge and Olds 


DETROIT.—In effort move 
big-size Matadors and 
Dodge has instituted 
program which pays salesmen 
$60 per unit for deliveries, Pon- 
tiac and Olds also have contests. 

Dodge has two-stage contest 
Until March 10, salesmen will 
$20 for the first Matador 
$40 for the second and $60 for the 
third and each succeeding 

From March Apr. 20, 
men will get $20, $40 $60 
Matador Polara, depending upon 
the level they reached during the 
“qualifying” stage. Men who 
Matadors Polaras the qual 
ifying period will receive $10 
unit the second stage. 

Dodge said last week that 
9,697 cars during the second 
February, compared with 
the year-ago period. Most the 
1960 sales undoubtedly were Darts. 

Elsewhere, Oldsmobile 
and sales managers can win 
three-month contest that ends 
30. Late-model used cars also 
included the event. 

There are prize points for 
onstration rides, and for each 
demo rides which show 
praisal, the salesman gets 
“sweepstakes” drawing. 

Top award the national 
stakes $1,000. There are six 
gional awards $500 plus 
$100, $75 and $50 each 

Pontiac also has 
contest which began Feb. 
closes Apr. 30. Salesmen get 
points after selling six qualifying 
units, Sales managers are 
ing for six-day trips Jamal 
and dealers who top their 
will receive the “Knudsen 


tion 0.13 percent sales 


tar 


AT’S coming auto dealer 

service? were chatting 
about this the other day with 
man who kept analytical 
eye dealer 
service trends for 
more than 
quarter 
tury. 

that every mod- 
ern dealer service 
shop has felt the 
touch his drive, 
for, from van- 
tage point the 
the 
industry, he has H. J. Howerth 
provided the push behind many 
modern service ideas. 

March will leave the Alemite di- 
vision Stewart-Warner where for 
many years has been Alemite’s 
representative the auto industry. 

For the next years, predicts, 
auto dealers are likely take 
increasing interest promoting 
owner loyalty through service, es- 
pecially the fast competitive serv- 


The so-called quick service 
operations, said Howerth, will offer 
the dealer the greatest opportuni- 
ties for building customer confi- 
dence, loyalty and service profits. 
own 

7.38 

nite More Contacts 

0.02 come? These services give 


the dealer the greatest number 
customer contacts and the great- 
est percentage the customer dol- 
lar spent service. addition, 
contends Howerth, they hold the 
potential the greatest profits 
from floor space, manhours and 
parts sales, with the least amount 
supervision and negligible come- 
backs. 


Howerth came the auto in- 


Dealer Forum 


Robert Finlay 


what really wanted 
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Auto, Truck Dealers 
Canada Total 4,068 


TORONTO.—There were 4,068 
auto and truck dealers Canada 
January, according the 
Canadian Automobile Chamber 
Commerce, 

The number employes the 
Canadian auto industry for the 
month totalled 36,754, compared 
with 33,908 the first month 
1959, the Chamber said. 


start his efforts give the 
grease rack touch glamor. 
then had been hidden 
away the back the shop. How- 
erth contended that should 
moved the front and given 
the center the stage, for was 
the inspection station which could 
feed all the other departments. 

This development led the use 
new equipment, colorful back- 
grounds, valances and the spread 
immaculate work benches, This 
trend helped clean the service 
shops generally. 

There sound reason why 
the lube rack can appeal the 
car owner inspection sta- 
tion, properly used. the 
average owner the modern auto- 
mobile pretty much mystery. 
has dread being clipped 

for needless services; yet, the 
other hand, conscious safe- 
aspects traffic and will wel- 
come true inspection service that 
alerts him work that really needs 
done. 

Another program Howerth push- 
the Gs—Gas, Gaskets and Glamor, 
educational program for women 
motorists which helped win good- 
will for dealers. 

* 


tell you about, though, pro- 
gram used get the sales force 
behind service, and service behind 


the sales force. This has come Ford dealer, looks on. 


NADA Oldtimers Honor Mallon— 


William Mallon (Pontiac), center, Irvington, J., was the guest honor the 
annual breakfast the NADA 30-Year Club during the recent NADA convention 
Washington. The club was organized 1952 Mallon, who served the club's first 
president, and the late Ray Chamberlain. Here Smith (Chevrolet), Ore., 
club president, presents portrait Mallon while William Hughson, San Francisco, 
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Norton Says Security 
Can Aid All 


the bill drafted Senator 
Mike Monroney “is designed 
assure better service new- 
car buyers and encourage deal- 
ers set proper service facil- 
ities,” said. 

Norton, founder the Author- 
ized Dealer Survival Assn., denied 
that territory security would pre- 
vent dealer from selling any- 
one pleases regardless terri- 
tories. 

The small-dealer group, the Free 

Enterprise Auto Dealers Okla- 
homa, hag charged that security 
bills are “fostered big-city deal- 
ers want destroy the small 
and his opposition.” 
FEADO insists that ter- 
ries are allowed, the buyer will 
more for new car and the 
big dealers’ profits will up. 

Norton, however, said many deal- 
ers believe prices can cut 
much percent and that cars 
will last longer “if can just get 
some sense into this territorial 
business.” 

Many dealers, continued, be- 
lieve that today’s high prices and 
criticism dealer service are 
due the abolition the terri- 
tory system number years 
ago. 

Norton argued that many dealers 
“develop the sale advertising, 
demonstration and showing the 
line, and then lose out-of- 
town dealer who willing make 
price concession.” 

The buyer then often finds too 
expensive too inconvenient 
return the out-of-town dealer for 


OKLAHOMA CIT Y.—Territory 
security isn’t the monster pictured 
homa dealers, Mead Norton, Okla- 
homa City Buick-Lark dealer, said 
here defense security bills 
before Congress. 

Territory security proposed 


many times, but point often over- 
looked—and the crucial one, 
Howerth believes—is that com- 
pensating salesmen for promoting 
service. 

This program was developed 
desperation back the depression 
days when Howerth was given 
days put the Flint Buick branch 
the black look for another job 
time when jobs were hard 


More Time 


COLUMBIA, C.—The executive 
vice-president NADA believes 


Moore Bids Dealers Devote 


service, and too ashamed re- 
turn his home-town dealer, Nor- 
ton added. 

“The net result then that the 
service business both dealers will 
suffer,” added. 

Under the Monroney bill, said, 
manufacturer could allow ad- 
ditional discount dealer when 
sells car his designated 
territory. 


support from South Carolina deal- 
ers from any the nation,” 
declared. 


come by. 

part the program in- 
crease service business, Howerth 
had the salesmen develop owner 
lists. Some had many 300 
Buick owners. 

The owners were contact- 
periodically, phone, card 
personal calls, Lists the con- 
tacts were turned in, any 
the owners showed for service 
within days the contact, the 
salesman was given percent 
the labor and parts bill. 

The job the salesman was not 
sell service. was simply sell 
the house, get the owner in. His 
role was that friend. 


* * * 
Mechanics Briefed 


EANWHILE, the service staff 

was trained check each car 
entering the shop for obvious serv- 
ice work and suggest the 
owner. Here again, the staff was 
cautioned not sell, but simply 
suggest. 

Some the salesmen did not ac- 
cept the idea. But soon became 
evident that the men who were 
doing the service selling were also 
recording marked increases car 
sales. Before long became popu- 
lar take.an interest owners. 

Howerth emphasized that 
not enough for the salesmen pro- 
mote service. There has 
dealer-wide program both serv- 
ice and sales. There point 
encouraging owners come for 
service when they are not properly 
served when they show up. 

Other methods compensation 


dustry trained engineer, yet 
his contributions have been 
service, promotion and selling 
Back 1935 the pages 
Automotive News record the 


Dealers Named 
Rotary Posts 


CHICAGO.—Three auto dealers 
are serving officers Rotary 
International. They are Wayman 
Cornelsen, Fairview, Okla.; William 
Blasberg, Tarrytown, Y., and 
Robert Langley, Jacksonville, Fla- 

Cornelsen wag appointed Ro- 
tary information and extension 
counselor. heads Cornelsen Mo- 
tor Co. (Chevrolet) and director 
the Oklahoma Automobile Deal- 
ers Assn, 

Blasberg heads Blasberg Motors, 
Inc, Dobbs Ferry, and 
Past president the Westchester 
County Y.) Chevrolet Dealers 
Assn. Langley president Lang- 
ley Oldsmobile, Inc. 


Index 


Advertising News 
Auctions, Used Import Cars 
Auctions, Used Cars 
Auto Market Reports 
Business Barometer 
Coming Events 
Court Decisions 


Engineering Highlights .......... some form compensation. Some 
Engineering Briefs .............. dealers pay salesmen cents for 
Engineering New Products ....... each owner contacted, Others pay 
Highway Safety News ......... flat weekly These pro- 


grams must reviewed periodic- 
ally make sure that barriers 
not develop. 


Import-Car News 
New Products 


auto dealers, like many other small 
businessmen, are inclined over- 
look political issues until they 
“begin pinch the pocketbook.” 

James Moore addressed the an- 
nual winter business and legislative 
meeting the South Carolina Auto- 
mobile Dealers’ Assn. 

The meeting was attended 
members the South Carolina 
General Assembly, Gov. Ernest 
Hollings, Lt. Gov. Burnet May- 
bank and officials the state tax, 
highway and insurance commis- 
sions, addition auto dealers 
from throughout the state. 

“The competitive system 
love, the independence 
businessman, and states’ rights— 
every day encroachments are 
being made these,” said Moore. 
“And sit idly until begins 
pinch the pocketbook.” 

native York, C., Moore 
challenged South Carolinians 
take active interest political 
affairs concern good citizen 
rather than just those that might 
directly affect his business. 

“Until this, will get 
just bad government 
willing stand for,” said. 

“We could get just good gov- 
ernment willing fight 
for.” 

The approximately 300 auto deal- 
ers, separate sesions, participated 
business seminar conducted 
two prominent dealers from other 
parts the country and moderated 
John Binns, director man- 
agement services for NADA. Chris 
Hogan, Rapid City, D., and Hugh 
Gibson, Cleveland, were the panel- 
ists. 

The dealers also heard reports 
from their own leaders state 
legislative activities 1959 and 


Robert Pulliam, Columbia, 
president SCADA, presided. 


Wortman Asks Senators 


Oppose Security Law 


AURORA, Neb.—An Aurora Ford- 
Mercury dealer has written Nebras- 
ka’s senators ask them oppose 
territory security legislation that 
the auto industry may remain “free 
and progressive.” 

Ken Wortman admitted that the 
auto industry has its problems and 
that the number dealerships 
declining. 

said the decline dealerships 
was line with the reduction 
the number outlets other lines 
and the declining number farms 
the nation. 


“a 


“If dealer can make price 

concession because this dis- 

count,” added, “the sales gen- 
erally can made the dealer 
who expects service the car. 

“And this dealer knows he’s 
going service it, then can 
encouraged set the facilities 
right,” Norton said. 

also denied that the Mon- 
roney bill, which supported 
NADA, “big-city dealer’s bill.” 

“Four top seven offi- 
cers are from cities less than 
30,000 population,” said Norton, 
NADA director. 


Gulley Heads Chamber 
AUGUSTA, Louis Gulley 
(Chevrolet), was installed president 
the Augusta chamber com- 
merce. 


Parts Accessories News 
Prices, New-Car 
Production Makes ........... 
Registrations, Cars, Trucks 
Technical Personnel 
Used-Car Market Report 
Washington Column 


Incidentally, when Howerth cov- 
ers dealer convention, keeps 
check what products get the 
play the service show. notes 
that the recent NADA conven- 
tion Washington, dealer interest 
concentrated the equipment for 
quick service—on motor tuneup, 
whee] balancing and service follow- 
plans. 


1960. Mason Gibbes, legislative 
committee chairman, and Reese 
Daniel, legislative counsel, report- 
ed. 

Moore, singling out the South 
Carolina dealers for praise, paid tri- 
bute their support national 
legislative matters. 


“We have good grass-roots 


St. Louis Dealers Officers— 


Officers and directors the Greater St. Automotive Assn. are, seated, from 
left, Fay Hahn, secretary; Gilbert, treasurer; Ben Lindenbusch, president; Ray 
Nolting sr., vice-president. Standing: Hayward, executive vice-president; and 
Fuchs, Lester P. Francis, B. Chris Pratt, Harold D. Barton, Emerson Planck, M. A. Dorn 


and Victor Koenig, directors. The officers were named during the 52nd 
annual meeting. The group also adopted Ethics and Standards for Ad- 


for the automobile business. The code, designed protect the buying public, 
was worked out cooperation with the Better Business 


suf- 
| 
irs 
t. 
leg 
tas 


After Solid 


Further 


used Ford, Chevrolet Plymouth 
will always have market be- 
cause costs less than compact, 
has more room and known 
reliable product that will give 
good service. 

Few are interested 
smaller car, with one saying that 
buyers want smaller price, not 
smaller product. 

“We could sell 20-foot car 
retailed $1,600,” quipped. 

* 

NOTHER dealer noted that 

make still-smaller car, the 
factories would have “to take too 
many things out car.” 

explained, “Oddly, buyers 
foreign cars will put with 
inconveniences they wouldn’t 
stand for comparable Ameri- 
can model.” 

Some dealers said that makers, 
instead fiddling around with 
still-smaller car, ought get busy 
and improve compacts provide 
better gasoline mileage and lower 
maintenance costs. 


Following 
ports: 


+ * * 


Boise, Id. 


OISE dealers are divided the 

question whether American- 
made “compacts” will bite off 
increasing share the market. 

Thode, sales manager for 
Roy Davidson Co. (Ford), said 
that while the compacts have cap- 
tured “good” share sales, 
believes the ratio will level off 
and remain about the same. 

Standing with Thode the ques- 
tion was Hessing, partner 
Hessing-Thurber Motors (Chrysler- 
Imperial-Plymouth-Valiant). 

Although reported that Valiant 
sales are running “neck-and-neck” 
with Plymouth sales, Hessing sees 

* + 
“yes” votes answer 
the question were Marvin 
Peterson, vice-president Peter- 
son Motor Co. (Rambler), and 
Sundbeck, used-car dealer. 

Anderson jr., general man- 
ager Walt Anderson Motors 
(Studebaker-Buick), said “big-car” 
owners aren’t “anxious” trade 
for the compacts present, but 
added that compacts “may” take 
“little bit larger share the mar- 
ket.” 

All agreed that the compacts are 
depressing the used-car market. 

+ 


gross profits com- 
pact-car deals range from $200 
$300. Valiant Dealer Hessing, re- 
porting gross profit not less 
than $300, said didn’t know “how 
long can hold that figure.” 
The dealers came with 
potpourri answers the ques- 
tion whether there need 


HIGH 
Pet. Share 
Of Sales 
29.54 
25.92 
5.15 


Mercury 
Cadillac 


FORD MOTOR 


* Same share in April and July. 
** Same share in July and August. 
? Same share in September. 


Highs and Lows Sales Shares 


GENERAL MOTORS 


CHRYSLER OORP. 
AMERICAN 


MISCELLANEOUS 
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ins Seen 


For Compact Cars 


(Continued from Page 1) 


for even smaller S.-made Cars. 


Peterson believes got about 


the right size now.” 

Said the Valiant dealer: “We 
could make them too small.”—(Rob- 
ert Brown jr.) 

+ * 
Cincinnati 


cars are grabbing 
healthy part the Cincinnati 
market and dealers expect them 
take even bigger share the 
ahead. 

selling many more Fal- 
cons than expected,” said the 
sales manager for Lou Bauer, 
Inc., downtown Cincinnati Ford 
dealer, would say Falcons are 
accounting for close percent 
our sales.” 


Other Cincinnati han- 
(Continued on Page 40, Col, 1) 


(Continued from Page 1) 


1955 and 1950, other year ever 
has topped six million. Imports, 
however, were responsible for this 
good showing. For domestic units 
alone, 1959 was exceeded the 
all years except 1958, 1952 
and 1951. 

Ford topped Chevrolet 52,375 
units, the first time since 1957 
wound first place. 1957, 
Ford’s margin was 37,329 units, The 
1959 totals were Ford, 1,468,451, and 
Chevrolet, 

Imports accounted for 10.11 
percent all registrations 1959, 
the first time history their pene- 
tration had exceeded percent, 
1958, they took 8.12 percent. 

The Big Three’s share the 
market sank 81.56 percent, 
compared with 86.72 percent year 
earlier. recently 1955, the Big 
Three had taken record 95.20 
percent all sales. 

Not since 1948, when the Big 


1959 Registrations, 
Cars Months 


Pet. of 

Month Volume Total 
419,512 6.96 

423,793 7.03 

496,717 8.24 

1,340,022 
573,777 9.52 

582,266 9.66 

584,816 9.70 

2ND 1,740,859 28.89 
564,985 9.38 

532,279 8.83 

457,285 

1,554,465 25.79 
533,682 8.86 
November 427,972 7.10 
December 7.13 
4TH 1,391,154 23.08 


Pct. Share 
Of Sales 


Month 
Oct. 
Dec. 
Dec. 
Feb. 
Dec. 
Sept. 
Feb. 
June 
Dec. 
Sept. 
Feb. 
Dec. 
Dec. 

**June 


Dec. 
Sept. 
Feb. 
Jan. 
Sept. 
Jan. 


Each Maker's Share... 


Regis., 
NOV, 
27.21 
17.11 

6.88 
7.03 
4.77 
§.21 

Oldsmobile 

Buick 

Mercury 

Studebaker 

Cadillac 

Chrysler 

DeSoto 


FORD MOTOR 33.84 
GEN. MOTORS 29.67 
CHRYSLER CORP. 13.37 
AMER, MOTORS 7.26 


* Miscellaneous figures include imports; for 1958, Metropolitan and Packard also. 


Three’s share was 80.91, had Gen- 
eral Motors, Ford Motor Co, and 
Chrysler Corp.’s combined sales 
penetration been 
* * 
LAST year’s redistribution 
sales, saw its market share 
shrink while all other makers, ex- 
cept Chrysler Corp., got larger 
shares the market. 

42.12 percent, its smallest since 
1952, when took 41.74 percent. 
record high was 50.78 per- 
cent 

Ford Motor Co. accounted for 
28.14 percent all sales, its best 
since 1957, when had 30.39 per- 
cent. 

American Motors soared rec- 
ord high 6.02 percent, compared 
with 4.00 percent last year, its pre- 
vious high. 

S-P’s share 2.21 percent also 
represented record high. year 
earlier, took 1.03 percent. 

Chrysler Corp.’s penetration 
11.30 percent last year was its 
smallest years. Not since 1930, 
when Chrysler’s share was only 8.55 
percent, had its penetration been 
low. 


Only Four Makes Gain 


INDIVIDUAL makes last 

year, only Ford, Rambler, Pon- 
tiac and Studebaker—in that order 
—increased sales shares over the 
previous year. Gains amounted 
2.26 percentage points for Ford, 
2.02 for Rambler, 1.40 for Pontiac 
and 1.18 for Studebaker. 

Imports gained 1.99 percentage 
points. 

All other makes had smaller 
shares 1959 than 1958. 
Losses, order, were: Chevrolet, 
down 3.02 percentage points; 
Plymouth, 1.95; Buick, 1.60; Olds- 
mobile, 0.62; Cadillac, 0.40; De- 
Soto, 0.33; Mercury, 0.31; Chrys- 
ler, 0.19; Edsel, 0.16; Dodge, 0.14; 
Lincoln, 0.09, and Imperial, 0.01. 
terms volume, rather than 

market shares, all makes had 
better year 1959 than 1958— 
with the exception Plymouth, 
Buick and DeSoto, (Figures above 
show performance each make 
relation total the next 
three paragraphs, figures show per- 
formance each make relation 
itself.) 

The entire market was 29.48 
percent 1959 over 1958, Makes 
which gained more rapid rate 
included Studebaker, 178.42 per- 
cent; Rambler, 94.70; Pontiac, 66.13; 
imports, 61.03, and Ford, 

* 

which gained rate 

below average were Imperial, 
24.70 percent; Dodge, 23.24; 
Oldsmobile, 17.43; Mercury, 15.80; 
Chevrolet, 14.72; Cadillac, 10.16; 
Chrysler, 9.72; Lincoln, 8.26; Edsel, 

Plymouth volume 1959 was 
down 0.60 percent; Buick, 7.00, 
and DeSoto, 11.47. 

DeSoto and the discontinued 
Edsel were outsold three import 
makes last year—Volkswagen, Re- 
nault and English Lincoln 
was outsold these three imports 


Pet. of 


New-Car Sales Makes, 1959-1958 


December vs. November, 1959 


Compact-Import Share Tops 20% 


and Opel, Fiat and Simca 
well. Imperial was outsold addition- 
ally Hillman, Triumph and 
Vauxhall. 


* * * 


Calif. Gets Percent 


the second year row, 
the seven leading states fell 
bit short producing more than 
half all registrations. 


California, New York and Illinois 
retained their standing last year 
first, second and third states vol- 
ume, that order. 

California, however, increased 
its lead and absorbed more new 
cars than did the combined 
states the bottom the vol- 
ume list. California accounted for 
more than percent all 
registrations. 

For December alone, the count 
429,500 was far below the year- 
earlier total 517,834, was the 
smallest December total recorded 
since 1953. Inventory shortages 
occasioned the steel strike were 
held responsible for the depressed 
December market. 

terms penetration, how- 
ever, December was the best 
month the year for Ford Motor 
Co., American Motors, Studebak- 
er-Packard and miscellaneous 
makes. 

the other hand, was the 
worst month the year for Gen- 
eral Motors. fact, GM, with only 
29.67 percent the December mar- 
ket, chalked its worst monthly 
penetration since February, 1937, 
when its share was 24.53 percent. 

that month, the famed sit- 
down strikes reached their climax 
plants. (As interesting 
historic footnote, February, 1937, 
saw Ford Motor with 29.54 percent 
the market. Chrysler Corp. was 
No, the industry with 33.17 per- 
cent.) 

December was the best month 
history for AMC and S-P and 
was the best month for Ford Motor 
since October, 1954. 


Sales Score 
For December 


New-car registrations for De- 


cember: 

1959 1958 
Pos. Make Pos. 
Ford 123,817— 
69,086 Chev. 132,688— 
19,382 Dodge 
19,176 Pontiac 30,671— 
14,660 Buick 32,998— 
10— 11,832 Stude. 
6,347 Cadillac 14,515— 
5,569 Chrysler 4,563—12 
Lincoln 2,852—15 
2,321 DeSoto 3,694—14 
1,721 Edsel 4,542—13 
1,582 Imperial 
56,305 Misc. 38,494 
Total All Makes 
429,500 517,834 


Further details Page 44. 


— 


Syracuse Show 
Plagued Again 


Storm Curbs Crowd, 
But Sales Mount 


weather plagued the 
Syracuse auto show for the fifth 
straight year, holding 
the 5ist display 44,753. 

Because heavy snowfall 
the closing weekend, the show 
held over extra day make 
the first nine-day run the 
event’s history, according 
art Ballard, show director. 

“Despite the bad weather, hoy. 
ever, final reports from 
probably will show that this year’s 
event was the best selling show 
ever had,” said. 

* * 
OTH exhibitors and the public 
displayed more enthusiasm this 
year than they have the past, 
Ballard added. 

number people who turn- 
out the extra day thanked 
for extending the show,” 
said. “I’m sure that had had 
any kind break the weath- 
er, would have topped 50,000 
easily.” 

Last year’s eight-day show drew 
about 43,000 1958 the 
worst blizzard Central New York 
history struck the city during the 


* * * 


SHOWS are scheduled 
open this week. The 43rd an- 
nual Kansas City show 
Saturday 27) and the biggest 
years closed yesterday (Feb, 

Bud Wilkinson, University 
Oklahoma football coach, was the 
principal speaker preview 
dinner held the Motor Car 
Dealers Assn. Greater Kansas 
City, sponsor the Kansas City 
show. 

Edward Rollert, Buick gen- 
eral manager and former 
assembly Kansas City, Kans,§ 
merce luncheon Wednesday (March 
which will salute the auto show. 

Rollert will discuss Kansas 
tive assembly and distribution cen- 
ter. 

Twenty-three dealers 
the Binghamton show, 
imports occupied special 

Members the 
(N. H.) Automobile Dealers Assn. 
observed Washington’s Birthday 
with open houses their show 
rooms, according Stanley 
Grant, president. 


startin 
clock! 


Goodyear Aims 
Safety Check 
Mufflers, Brakes 


AKRON.—A free inspection pre 
gram detect hidden defects the 
driving, braking and exhaust sy* 
tems automobiles has been 
nounced Goodyear Tire 
ber Co. 

division, said the inspection 
gram aimed particularly 
estimated million cars two 
old older. 

“After two years, approximate 
20,000 miles, car has used 
the normal life its muffler, 
linings and certain other parts 
safe driving,” said. 

The Goodyear program, called 
“Lower-Half Safety Check,” 
put into practice most 
stores across the nation. 


Feb. Sales Up, 
Says Rambler 


DETROIT.—Rambler retail 
the second 10-day period 
ruary totalled 9,547, gain 
percent over the comparable 
last year, American Motors 
Rambler reported 8,220 
liveries February’s first days 

far the current model 
dealers have sold 145,656 new 
blers, compared with 110,900 
ago, AMC stated. 


Pet. of | Change Regis., Regis., Pct. Pt. 
During 12 Mos., 12 Mos., Change, 
Month 1959 1958 vs. 
—1.02 23.50 26.52 —3.02 
6.34 4.94 +1.40 
4.07 5.67 —1.60 
.19 2.21 1.03 
31.76 +2.08 28.14 26.44 +1.70 
33.48 —3.81 42.12 46.36 
11.30 13.92 —2.62 
6.88 6.02 4.00 +2.02 
2.56 .19 2.21 1.03 +1.18 
11.21 +1.90 10.21 8.25 +1.96 
gine s 
Month Make 
Oct. 
33.84 Dec. 
— 


Orders Are Pouring In! Response Our First Ads Terrific! 


YOU'RE SURE VOLUME BUSINESS! GUARANTEE YOUR SALES! 
GET EXTRA SHOWROOM TRAFFIC AND PROFITS! 


Lober Program GUARANTEES 
You Profitable BIG Power Mower Volume! 


Class will tell! The orders are pouring in! Lober mowers are going out 

automobile dealers the truckload and the carload! And Lober’s mer- 

dealers are selling the mowers almost fast they can delivered— 
and selling more cars the bargain! And wonder! give you the 

same top quality and advanced features the “Big nationally adver- 
tised power mowers! you unbeatable promotional prices! 
guarantee your customers’ satisfaction. And guarantee your sales, 
100%! what are you waiting for—order now and get extra showroom 
make big power mower profits and sell more cars faster! 


EXTRA PROMOTIONAL PLUS! 


Lober power mowers cost you little, you can 
afford include one premium hard- 
to-close deals! 


Quality 
Mowers, 
Union Made 


Lober Power Mowers 
GUARANTEES 


must profitable you! 
Inquire NOW tor Complete Details 
On This Revolutionary Engine Exchange 


bx 
Revolutionary Impulse Starter Call Write For SPECIAL ENGINE EXCHANGE 
starting mower easy winding Mr. Buyer, Now You Can Assure Your Customers 
clock! Press handle down and the en- Special Pre-Season Promotional Prices! Super complete satisfaction loss you! 
gine starts! Every Lober mower transaction 


ONLY NEW 1960 LOBER POWER MOWERS 
GIVE YOU ALL THESE DELUXE FEATURES 


LOW PROMOTIONAL PRICES! 


Standard 


Start and Stop Gas 
Throttle Control on 
Chrome Plated 
Handle 


New Silent Muffler 
cuts down irritating 
noise 


Reinforced corners Four adjustable 
Guarantee added cutting heights 
rigidity and strength 


CLINTON 
WITH DELUXE 
Giant 8” hermeti- Exclusive compression 
ium Engines 


The Largest Producers Power Mowers Shipping Point: Richmond, Ind. 
Shipments made within 5 days 


CENTRAL PARK WEST, N.Y.C. 23, N.Y. 6-2117 receipt your order. 


Telephone Number. 
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Fleming Slaps AMA Smog 


WASHINGTON.—Dr. Arthur 
Fleming, secretary Health, Edu- 
cation and Welfare, disagreed 
strongly with the position taken 
the Automobile Manufacturers 
Assn. smog hearings last week 
before the Roberts subcommittee 
the House Interstate and Foreign 
Commerce Committee. 

Fleming said saw reason 
“why the relatively cheap and 
comparatively effective device 


P-D-V Appoints 
Three Key 


Sales Positions 


DETROIT. Three key appoint- 
Valiant sales organization have 


J. M. Dean Robert Carlin 
been announced Edward Let- 
scher, general 


sales manager. 
Robert Fisch- 
has been named 
Eastern area sales 
manager, and 
Joseph Dean, 
sales manager, 
and Robert 
Carlin the gen- 
eral sales man- 


ager’s staff. 


R. H. Fischer Fischer, 34, for- 
merly Western area sales manager, 
joined Chrysler Corp. 1947. 

Dean joined DeSoto 1955 
Los Angeles business management 
manager after nine years De- 
Soto-Plymouth dealer that city. 

Carlin joined Chrysler 1957, 
Dodge Syracuse district manager 
and moved over DeSoto the 
same year. 


Helbig Draws 
12-Year Term 


CLEVELAND.—Carlton Helbig 
jr., 33, has been sentenced 
years prison for masterminding 
interstate auto theft ring from 
his now-defunct Super Auto Sales 
Co. here. 


Federal Judge James Connell 
denied Helbig bail during any pos- 
sible appeals after Government 
attorney said freedom for Helbig 
“would mean continued criminal ac- 
tivity flight and any appeal 
this case would frivolous.” 


burn blow-by gases should not 
installed all new cars.” 


Although Fleming recognized 
that the device was not panacea— 
even control car exhaust, let 
alone industrial fumes—he asserted 
that “the only way make pro- 
gress ahead with what 
have.” 

The hearings were called de- 
termine the feasibility equipping 
all cars with simple device that 
would recirculate and burn crank- 
case gases and thus eliminate 
part the unburned 
hydrocarbons. 

Auto manufacturers have said 
that 1961 cars sold California 
will equipped with such device, 
and Congress wants know why 
all cars sold interstate com- 
merce will not equipped. 

Fleming also took issue with 
Karl Richards, AMA spokesman, 
the extent the smog problem. 

Richards claims that Los An- 

geles unique problem “not 
likely occur anywhere else 
earth, with the frequency and in- 
tensity found this area.” Flem- 
ing testified that increasing num- 
bers smog incidence are being 
reported and that the problem 
definitely national. 

ment take leadership the 
field, said. 

position was make 
crankcase ventilation devices avail- 
able communities when and 
they showed need want. Flem- 
ing’s position directly opposite: 
“It does not appear feasible that 
this type problem approached 
individual basis.” 

Fleming called for specific legis- 
lative amendments: 

Elimination time limitation 
and the million ceiling annual 


Accuracy 


appropriations that when 
breakthrough occurs research can 
accelerated rapidly. 

Authorization for the surgeon 
general hold public hearing 
air pollution that private efforts 
and community work could en- 
couraged Federal support. 

eliminate the requirement for al- 
lotment funds appropriated for 
grants-in-aid and contracts. 

Fleming told Rep. Paul 
Schenck, Ohio Republican, the 
Administration’s strong support 
the Schenck Bill passed the 
House last session, Senate ap- 
proval the measure would un- 
doubtedly expedite activities 
the smog field considerably. The 
bill provides for research and the 
setting standards the Pub- 
lic Health Service. 

Senator Richard Neuberger, 
Oregon Democrat, statement 
filed with the subcommittee, said 
believes that the public interest 
demands that Government take 
necessary steps protect citizens. 
does not believe that the solu- 
tion air pollution problems “can 
left the whims auto design- 
ers who seem more concerned with 
fins than fumes.” 

Richards reported that was 
glad useful cooperation but that 
the industry did resent being told 
how design engineer cars. 

his opening statement, 
Chairman Kenneth Roberts, Ala- 
bama Democrat, noted that air 
pollution “does not stop state 
boundaries.” 

stressed the role air pollu- 
tion the rising incidence lung 
cancer cities and spoke con- 
partial answer. 


Setting Lease Rate 


Note: This another 
and the opportunities and prob- 
lems confronting the dealer. 

John Walsh 
Staff Writer 
rate schedule reflects every 
cost and expense the leasing 
operation, plus operating profit. 

There one formula for set- 
ting rate. its manual, Inside 
Leasing, NADA says: “The me- 
chanics com- 
puting rate 
are varied 
the lessor meth- 
ods opera- 
tion.” 

discussing cost and rate calcu- 
lations, one factory advises 
the dealer: 

“If dealer-lessor correctly fig- 
ures his actual costs and expenses, 


Look 


Leasing 


Makers Get Awards 


Valiant Styling Cited— 


The New York Couture Group, associa- 
tion leading fashion designers, awarded 
one its first annual Design Supremacy 
Citations Chrysler Valiant. The 
car was cited for its “important contribu- 
tion the field Virgil 
Exner, left, Chrysler styling vice-president, 
receives the award from Hannah Troy, rep- 
the association. 


Pontiac Cited for Styling— 


The International Fashion an- 
nual fashion award has been presented 
Pontiac for its styling lead- 
ership designing the 1960 
Accepting the award from Jana Ages, right, 
IFC director general, Knudsen, Pon- 
tiac general manager. 


thereby establishing monthly rate 
which covers these, plus profit, 
can forecast the net results 
very accurately.” 

The first item setting 
rate schedule determine the 
total delivered cost the vehicle 
the lessee. 

Included this figure are: Deal- 
price the vehicle and equip- 
ment, charges, destination 
and make-ready charges, dealership 
markup, license and title fees, de- 
livery vehicle operating point, 
any special state, city county 
taxes and lease commission. 

* + 
are several methods 
figuring the vehicle’s deprecia- 
tion, and the dealer would wise 
discuss these with his tax coun- 
sel before making decision. 

The cost depreciation the 
lessee the month computed 
subtracting from the total de- 
livered cost the estimated whole- 
sale price the unit the end 
the lease and dividing the 
number months the lease will 
run. 

Added this figure are other 
monthly costs: Interest the ve- 
hicle’s purchase price, insurance 
and maintenance (if the lessor 
handling these items), lessor’s ad- 
ministrative overhead and service 
charge (if the dealer connected 
with franchise system such 
Lee Fleet Management, Inc.). 

The total monthly rate then can 
determined adding this 
figure the operating profit antici- 
pated the dealer-lessor. 

This but one suggested meth- 
computing rate. There are 
variations depending how much 
the dealer willing sacrifice 
profit make his lease more 
attractive more 

* 


FTER the rate has been estab- 
lished, the lease signed and the 
vehicle delivered, the factory man- 
ual suggests that the lessor keep 
detailed vehicle-management 
record which will show his profit 
position the end each month. 
This record would contain all 
the figures the lease, vehicle 
(Continued on Page 51, Col, 1) 


Safety-Check Representatives Meet— 


Twenty-one men have been assigned the Auto Industries Highway Safety Com. 
mittee auto and tire companies help state program directors and local 


mittees organize Vehicle Safety-Check programs. 


Pictured recent Washington 


briefing session are, from left, standing, Terence Fitzgerald, Cadillac; Howie Scher. 
zinger, Goodyear; James Biggs, Goodyear; William Herrington, Buick; Jack Goggin, 
GMC; Paul Barnard, Goodrich; Lynn Jones, Chrysler division; Julius Anderson, 
General Tire; Rudolph Ruyl, Rubber; Hoffman, Oldsmobile; Vernon Langille, 


Firestone; Ken Porter, Plymouth-DeSoto-Valiant. 


Seated: Cort Edmonston, 


Joseph Conway, Rubber; Peter Paolo, Firestone; Frank Lowrey, ATHSC assistant 
managing director; James Rutherford, Goodrich; Darlington, 
aging director; Lovis Taylor, Chevrolet; Larry Nagler, American Motors; Joseph Fassel, 


Studebaker-Packard; Geil, 


Dodge, and James Russell, Dodge. 


Ford, Dealer Parleys 
Abound Goodwill 


DETROIT, aura good 
feeling prevailed the winter 
meetings the General Motors 
President’s Dealer Advisory Council 
and the National Ford (division) 
Dealer Council. 

Dealers appeared pleased with 
the factory’s attitude toward 
their problems, and one man 
remarked that was quite 
change from the mid-1950s when 
many delegates came Detroit 
with chips their shoulders. 

The Ford group made 
dealers elected their fellow 
retailers each the division’s 
seven regions. 

GM’s advisory council consists 
dealers from large and me- 
dium-sized cities and from 
Canadian points. They met with 
the corporation’s top brass, includ- 
ing President John Gordon and 
Chairman Frederic Donner. 

The amicable tone the 
conference was accented one 
dealer who rose congratulate the 
company its franchising policy. 

told point his area 
that had remained open three 
months while the factory searched 
for the right man fill it. “And 
they finally gave the franchise 
real first-class dealer,” said. 

Advertising was discussed, and 
dealer noted that the offi- 
cials knew exactly where false and 
misleading ads are appearing. 
They emphasized that such ads 
should halted. 

Although there nothing the 
selling agreement that allows can- 
cellation for questionable advertis- 
ing, dealer commented that the 
factory can “bring certain amount 
pressure bear.” 

discordant note was sounded 
the parley when cleanup bon- 
uses were mentioned, Some dealers 
felt they were not equitable and 
suggested that the dealer discount 
increased one two percent 
during the final months the 
model year, instead resorting 
bonuses based over-quota sales. 

The factory men seemed prefer 
the present dealer said 
buildout bonuses were brought 


than once during the meeting 


but there wasn’t great deal 
discussion, “Nobody made big 
issue it,” added. 

The officials had little say 
about the Buick-Oldsmobile-Pontiac 
small cars. “They didn’t want 
tip their hand them,” one dealer 
remarked, “and that’s 
with me, I’m selling ’60s now, not 

President Henry Ford and 
Robert McNamara car and 
truck group vice-president, joined 
General Manager James 
Wright the Ford division meet- 

McNamara, former Ford division 
chief, called the most construc- 
tive dealer council meeting since 
1953, The agenda included evalu- 


ation the product and the 
sales outlook. 

The Falcon-big Ford sales ratio 
was mentioned, and was sug- 
gested that perhaps some 
salesmen are following the line 
least resistance pushing Falcon 
since has had excellent 
public acceptance, currently ac- 
counts for about percent Ford 
sales. 

the other hand, was noted, 
Chevrolet salesmen may exert- 
ing bit more effort standard- 
sized cars because poor-mileage 
reports and other difficulties that 
have plagued their compact Cor- 
vair. 

Members the National Ford 
Dealer Council are: Owen 
Cartwright, Troy, Harold 
Kent, Chicopee Falls, 
Walter McRae jr., Jacksonville, 
Fla; George Malone II, Do- 
than, Ala.; Edward 
Royal Oak, Mich.; Cameron Bills, 
Warren, 

Stoudt jr., Jamestown, D.; John 
North, Eldorado, Kans.; John 
Whittaker, Council Bluffs, 
George Bohn New Orleans; 
Thomas, Stillwater, Okla.; 
cent Mennella, Seattle, and 
Richard Warren, Elko, Nev. 


Illinois Assn. 
Raps Discounts 


Insurance Firms 


SPRINGFIELD, The 
Automotive Trade Assn. has 
the practice granting 
ance companies discounts 
work and called dealers 
the practice. 

IATA questioned why, when 
surance agents are prohibited 
law from giving discounts 
bates policies they sell, the 
insurance companies feel entitled 
such discounts. 

The association admitted 
some dealers are fault for 
the practice get started. 
insurance company business, 
matter degenerates into 
cycle when others begin giving 
discounts, IATA said. 

IATA noted that the only 
ner the insurance 
whose cost doing business 
duced “but the dealer who 
cuts his profit reduces the 
ity workmanship and the 
devil who the insured are 
real losers.” 

The association said 
contact with the Illinois 
ance Dept, about the matter, 
ticularly cases where 
ent monopoly exists with 
all the wreck business going 
One garage. 

Dealers were urged stop 
practice. The association said 
owners want their cars 


er 


Here’s More Proof That 
Pays 
RAMBLER DEALER... 


AMBLER 


January! 


(Ward's Automotive Report, February 1960) 


Because Rambler Dealers Sell America’s Lowest-Priced Cars 


Because Rambler Dealers Sell America’s Most Economical Cars 
(Proved Again the Pure Oil Economy Trials Daytona) 
Because Rambler Offers the Widest Choice Compact Cars 
Because Rambler Ahead Years and Billion Owner-Driven Miles 
Because Rambler Gives Lowest Operating and Maintenance Costs 
Because Rambler Has Top Resale Value All Low-Priced Cars 


Because Rambler Gives Top Quality Lowest Price 


Rambler Dealers Sell America’s Lowest-Priced Car 


Wouldn’t You RAMBLER AMERICAN DELUXE 2-DOOR SEDAN 
and GROW With 


- 


— Manufacturer's suggested factory delivered 
price Kenosha, Wisconsin. State and local 
mission and optional equipment, extra. 
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MAIL THIS COUPON TODAY 


Have the Proved Product for the 
Car Market... 
YOU Have the opportunity! 


Rambler Franchises Available Canada and important Export Markets. 
Canada Write to: American Motors Lid., 2951 Danforth Ave., Toronto. 


Director Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


Dear Sir: Will you please provide with more complete informa- 
tion about the franchise. understand that under 
and inquiry will held the strictest confidence. 
NAME 
ADDRESS 


Industry Sales 


Om. 
gin, 
son, 
tio 

ed, 
rd- 
tom 
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The Man Behind the 


Sales Testing the Chevrolet 


Houck 
Travelling Correspondent 

means the same last year 
the year before. There are host 
improvements and new quality con- 
trol that doubt will eliminate 
need for visits the service shop. 

The test car, four-door Impala 
hardtop, was driven 1,000 miles 
all kinds weather—snow, ice, 
rain, sleet and wide range 
temperatures. 

Nothing can show auto’s 
weak points than bad weather. 
factory weather chamber can dupli- 
cate the conditions foresee the 
reaction engines, carburetors, hy- 
draulic devices and ignition systems 
when fog vapor covers the block, 
and when conditions are ideal for 
hard starting, carburetor icing and 
warmup troubles. 

But despite the foul weather, this 
Chevrolet’s engine was one the 
fastest starters you could imagine, 


kicking off the first turn regard- 
less conditions, warming 
quickly high idle, and getting off 
high idle and running normal idle 
speeds almost unbelieveably 
short time. never coughed, 
never had restarted after 


warmup, never died traffic. 
+ * * 


Impala was lively car, get- 
ting away nudge the gas 
pedal. This makes driving pleas- 
ure and reduces fatigue, and, added 
superb power-steering and 
brake system, leaves little de- 
sired. 

Most this year’s refinements 
contribute longer car life, 
and consequently probable high- 
tradein value. 

For example, the pressure oiling 
system for the rocker-arm assembly 
the overhead valves. One the 
troubles the past has been that 
oil would fed all parts for 
awhile and then only those near- 
est the supply, resulting starva- 


the block. 

Dimensions and hole diameters 
were changed late that all 
rockers get the same supply oil 
with sustained pressure all along 
the line. This important you 
want keep your car for long 
time and reduces service. 

* * * 


Steering Improved 


HEVROLET owners wil detect 
difference steering. The prin- 
cipal change new gear ratio, 
but there are modifications the 
geometry, whether manual power 
steering, which give surer feel 
the exact position the front 
wheels. 

The front suspension also has 
been revised use new brake 
drums. new item will eliminate 
erratic brake operation due 
water the drums—a splash 
shield each wheel. 

The parking brake, while retain- 


for those the other end 


4 


Impala Passes Stiff Weather 


travelling correspondent, under all types 


said the car started fast, never had restarted after warmup and never 


traffic. 


ing the pedal, now incorporates 
rachet and spring-loaded return 
which permits second third 
stroke the parking brake nec- 
essary. Release new, small han- 
dle pulled straight out. 

important change the pow- 
er-steering pump’s move from the 
end the generator shaft 


Full size 


compact... again 


acrylic plastic molding 
powder for tail lights, 
parking lights, instrument 
panels, nameplates, 
medallions and dials. 


the tail lights are 


Chemicals for Industry 


ROHM HAAS 
WASHINGTON SQUARE, PHILADELPHIA PA. 


PLEXIGLAS trademark, Reg. U.S. Pat. Off. and other principal countries the Western Hemisphere. 


DETROIT REPRESENTATIVE: Oglesby, Nor-Way Building, 20211 Greenfield Road, BRoadway 3-0674 CANADA: Rohm Haas Company Canada, Ltd., West Hill, Ontario 


Test— 


This Chevrolet four-door Impala was sales-tested Houck, Automotive New 


of foul weather with no engine trouble 


* * * 


mounting the front the enging 
where driven its own 
This most welcome change 
often exasperating have tom 
remove nonoffending part 
member that needs servicing 

ance type used that service 
replacement ignition resistor 
neither possible nor necessary, 

* 
first time you see the 
the dash floating around 
the most impossible places 
dial, you may have fit. 

first experience, the tem- 
perature needle showed hot 
cold engine. The models 
more accurate “balanced needle” 
gasoline and temperature 
gauges. When the ignition turn- 
off, the needles may not 
turn the customary left hand 
position; they just “float” 
energized the switch. 

There drain plug the gas 
tanks anymore, but can’t ever 
member having car that needed 
the tank drained. like think 
that drain plug necessary, 
cause without tanks must 
phoned empty. the good 
“no-drain plug” the sure 
that there drain plug 
future leaks. 

The test Impala was 
with Turbo-Glide transmission, 
for smoothness shifts was 
For the technically minded, all 
clutches have been removed favor 
the superior multiple-plate type 

The transmission has been 
particulars which would tend 
make give better service over 
longer period time without 
tention. The shift lever has 
slam the transmission into park, 
disastrous thing when moving. 

* + 


Shift ‘Feel’ 
park position, but can 

directly the left stop which 
done. The shift has been 
for shifting “feel” instead 
sight. 

Another feature the 
steel moldings. All interior mol& 
ings are stainless. The 
pala has more pounds stainless 
and aluminum than ever 

new outside-mounted, 
with the window lowered for 
justment. 


Car Tested: 
CHEVROLET 


Model: Four-door Impala 
top. 
Engine: 283 cubic inches, 
Bore, 3.875; stroke, 
inches. Compression ratio, 9.5:1 
Four-barrel carburetor, 230 
r.p.m. 
Transmission: Turbo-Glide 
tomatic transmission. 
Accessories: Radio, 
power steering, Saginaw, with 
new vane-type pump. Power 
sist actuated after three pounds 
pressure wheel. Power brakes 
Moraine, with percent braking 
assistance foot pedal. 
Dimensions and quant 
ties: Wheelbase, 119 inches; 
length, 210.8 inches; width, 
inches; height, inches. 
tank, gallons. 
Tires: 8:00 14, 


q 


li 
W 
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It’s easy start car sale Holiday 


Nearly half Holiday’s families own two cars 
more! Thousands, fact, own three cars. These are 
your most mobile-minded prospects. Their zest for 
living keeps them the their cars skiing 
weekends and shopping centers, sports-car rallies and 
suburban stations. wonder the average Holiday 
family car clocks almost 16,000 miles year. 


HOLI 


DAY 


More and more advertisers are turning 
tive audience sell their cars. They know that, month 
after month, Holiday puts 900,000 affluent families 
the mood step out and really enjoy both 
ideas and products. That’s why your advertising 
not simply Holiday —it’s part Holiday! 

NOTHING MOVES PEOPLE LIKE THE HOLIDAY MOOD 


| 
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AUTOMOTIVE NEWS PLATFORM 


Fair and equitable contracts between manufacturers and dealers 
motor vehicles, parts and accessories; 

Every auto excise, gasoline and taxes, collected states 
and U. S. governments, applied to building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more the better things life than anywhere 
else the world. 


Optimism Auto Sales 
Backed Early Returns 


reports from the field indicate that the American 
car buyers are accepting the new offerings with consid- 
erable enthusiasm. 


And while six weeks not make year, early returns 
also indicate that there room for optimism auto sales 
rather than the pessimism that seems have crept into fi- 
nancial circles lately. 


Total sales are running well ahead last year, which was 
good year. Some makes are having their difficulties, 
course. This always happens. And there will some changes 
made. This too, the normal situation the auto industry. 


But time and again we’ve seen maker start year with 
cold product and wind with the hot one. This takes fired 
organization and good merchandising. 


analysis the early sales returns indicates that the 
compacts, while well received, are having practically 
effect the imports, market the new compacts were de- 
signed regain. 


relation last year, the market share compacts 
soaring, imports are holding steady, former low-priced big 
cars have slipped about percent market share, high- 

riced cars about percent and medium about 10. Remem- 


er, these are market shares. Sales are running ahead last 


year. 


And, spite the rising popularity the compacts, big- 
car sales one make appear well ahead the total 
big car and compact car sales its nearest rival. 


volume, good bet than 1960 sales will top 1959 
big margin. there danger, that drive for vol- 
ume may bring too great pressure dealer profit margins. 


Coming 
Events 


recognition, new items this 
column will starred and will 
appear boldface type the first 
time they are used. 


Dealer Conventions 


March Automobile Dealers Assn. 
North Dakota, Hotel Ryan, Grand 
Forks, 

March 24-25—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, Omaha. 


March 27-2?—I\lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des Moines. 

Apr. 3-5—Illinois Automotive Trade Assn., 
St. Nicholas Hotel, Springfield. 

Apr. 24-26—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 


Miss. 

Apr. 2426—Ohio Automobile Deaiers 
Assn., Commodore Perry Hotel, Toledo. 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island. 

May Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 

May 1-3 — Motor Dealers' Assn. of British 
Columbia, Harrison Hot Springs Hotel, 
Vancouver, 

May Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 
otor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel 

Muehlebach, Kansas City, 

Mey North Carolina Automobile 
Dealers Assn., Pinehurst, N. C. 

May Automobile Dealers 
Assn., Tovar Lodge, South Rim, 
Grand Canyon, Ariz. 

May Oregon Automobile Dealers 
Assn., Benson Hotel, 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview. 

May 13-14—South Carolina Automobile 
Dealers Francis Marion Hotel, 
Charleston. 

May Automobile Dealers 
Assn., Hotel Boise, Boise. 

May South Dakota Automobile 
Dealers Assn., Sheraton-Cataract Hotel, 
Sioux Falls. 

June York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, N. Y. 

June 12-14—New Mexico Automotive Deal- 
ers Western Skies Hotel, Albu- 

June Mexico Automobile Deal- 
ers Assn., Western Skies Motel, Albu- 
querque, 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn.. Grand Hotel, Mackinac Island. 
July Automobile Dealers 
Assn.. Grand Hotel, Mackinac Island. 
Aug. Automobile Dealers 

Assn., Harvest House, Boulder, 

Sept. 11-13—New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 
Beach, N. H. 

Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


apolis. 
Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 
Sept. York State Automobile 
Dealers, The Concord, Kiamesha Lake, 


Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 
Sept. 30-Oct. Montana Automobile 
Assn., Rainbow Hotel, Great 

alls. 
% Oct. 23-25 — New Jersey Automobile 


Trade Assn., Chalfonte-Haddon Hall, 
Atlantic City. 
Oct. 2—Florida Automobile Deal- 


ers Assn., Cruise Montego Bay and 
Port-au-Prince. 


Auto Shows 


Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium Exhibition Hall, 
Kansas City. 

March 19-22—Oklahoma City Auto Show, 
Municipal Auditorium, Oklahoma City. 

2-6—Louisville Auto Show, Kentucky 
Fair & Exposition Center, Louisville. 


49—Philadelphia International Auto 


Show, Trade and Convention Center, 
Philadelphia, (Foreign and Domestic 


Cars.) 

Apr. Auto Show, 

National Automobile Show, 
Cobo Hall, Detroit. 

9-17—Memphis Auto Show, Ellis Audi- 
torium, Memphis. 

March Automotive Whole- 
Elizabeth Hotel, Montreal. 

March Assn. Fleet Ad- 
ministrators, Inc, annual convention, 
Sheraton-Cadillac Hotel, Detroit. 

(See CALENDAR, Page 16, Col, 5) 
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Automotive Cartoon 


the Week 


him the dependability and easy terms, her 
the upholstery and riding comfort, the boy the horse- 
power and performance and you've got 


Letterbox 


Cart Before the Horse? 


appears from your special ar- 
ticle Page Six the Feb. issue 
News written Staff 
Correspondent William Carroll, 
headed “Valiant Sweeps Compact 
Races” and followed “Rambler 
Leader Economy Trials,” that 
you, like many others, have placed 
the cart before the horse. 

You have lost sight the basic 
reasons for the inception and over- 
whelming public approval the 
compact car introduced and pio- 
neered Rambler, namely, “big- 
car room and comfort with small- 
car economy and handling ease.” 

Let’s keep our eye this com- 
pact-car target. The public show- 
ing the automotive industry what 
wants. Let’s not confuse ourselves 
VANDENBRAAK, 809 Milan Ave., South 
Pasadena, Calif. 

* * 
Warranty ltem Corrected 


Feb. 1960, you published 
news article relating the Iowa 
dealers’ guaranteed warranty plan. 
this article you stated follows: 

was learned after the meet- 


The Big. Stories 


Years Ago—1926 


Dodge Bros. has announced change its method selling cars. 
Under the new plan all cars are sold retail the exact list price, 
plus the exact freight charge, the war tax and predetermined 
handling charge. The factory will pay the freight advance and bill 
the dealer against bill lading for the net cost the car plus the 
freight charge and war tax, leaving only the handling charge 


the dealer. 


Years 940 


The Federal Trade Commission 


rules govern competition within the automotive industry. All mem- 
bers the industry would come under the FTC code after 


approved the commission. 


Years Ago—1950 
Big Three the auto industry—General Motors Corp., Ford 
Motor Co. and Chrysler Corp.—captured 85.6 percent the 4,838,342 
cars sold 1949. Independents captured 14.12 percent, while miscel- 
laneous and foreign registrations comprised .28 percent. captured 
40.62 percent the market; Ford, 18.82, and Chrysler, 21.45. 


‘Compact 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


ing, however, that the being 
sued Sales Engineering Institute, 
Detroit Lakes, Minn., and the 
estate Carmel for al- 
leged infringement their copy- 
righted auto warranty program.” 

should like call your at- 
tention the following discrepancies 
this paragraph: 

The spelling Mrs. Fleur’s 
Fleur. 

not the estate Carmel 
Fleur that suing. She the 
executrix the estate Clifton 
Fleur, and bringing the suit 
conjunction with Sales Engineering 
Institute, Inc. 

addition, the grounds for the 
suit not only include infringement 
the Sales Engineering Institute 
copyrighted auto-warranty program, 
but also includes the charge un- 
fair trade practices and unfair com- 
petition. 

The estate not being handled 
for the plaintiffs this office, how- 
ever, Mrs. Fleur’s personal at- 
torneys, and her request, are 
calling your attention these dis- 
crepancies the article and 
questing, this time, that the in- 
formation amended publica- 
Jenson, Irvine Ramstad, attor- 
neys and counsellors law, 
troit Lakes, Minn. 

* * 


* 
Young’s Theory Assailed 


Regarding the report the 
NADA speech, “New Approach 
Selling Service,” Robert 
Young Automotive Enterprises, 
Feb. would like comment 
the factory, dealer and dealer-ad- 
visory levels have been expos 
lot raw theory that made 
poor practice; but opinion 
that Mr, Young’s “New Approach” 
reflects the most theory with the 
least likely chance success 
practice anything have ever 
heard, read seen tried. 

gaining 
has been good enough gain 

(Continued on Page 16, Col, 4) 


Rival the Auto? Representative Overton Brooks Louisiana sits astride 
the that made front page news across the country when the chairman 
the House Science and Astronautics Committee into orbit,” under Universal 
sponsorship the N.A.D.A. Convention. 

Here accepts certificate commemorating the occasion from Alan Rude, Pres- 
ident Universal C.I.T. The Scooter, novel means traveling air cushion 
instead wheels, was enjoyed hundreds dealers who visited the hospitality 
suite Universal C.I.T. during the recent N.A.D.A. meeting Washington, D.C. 


Coast Dealer Calls 
Service Leasing 


Business 


Had added personnel, 
investment, risks 


INGLEWOOD, CAL.: Mr. 
Chapman, Sales Manager Century 
Chevrolet, interview here con- 
firmed that they had enjoyed plus busi- 
through their affiliation 
with SLC. 

Chapman said Century had con- 
sidered forming its own leasing com- 
pany but finally decided take 
Service Leasing. 

“Now that 1959 behind 
Chapman said, “‘we can honestly say 
that this was wise move. Our decision 
with your plan was based the 
fact that had investment funds, 
increasing personnel and risks. 
developed some very fine leasing 
tinued. was ‘plus’ business 
that could not have acquired 
without your program. 1960 should 
even bigger leasing year and 
know that have the finest plan 
offer our leasing concluded 

hapman. 

“Many thanks the Service Leas- 
ing 

This another typical example 
how dealers are putting the Service 
Leasing Plan work saving profits 
that otherwise would have been lost. 

you would like talk leasing 
from Service Leasing, call your 
Universal C.I.T. District Manager 
make the arrangements. 

Typical the frank questions 
answer are: Why should 
dealer adopt leasing plan? What kind 


plan best for the small, medium 
large dealer? How does leasing affect 
suburban rural dealer, against 
metropolitan dealer? How much can 
dealer make leasing operation? 
What kind operating procedures are 
involved? How can dealer exploit the 
leasing potential his area? 

The Service Lease Plan available 
all automobile dealers whether 
they finance through Universal 


DEALERS SEE 
BOOM YEAR 
FOR CAR SALES 


Survey Shows 
One Seven Cars Sold 
Will 


WASHINGTON—One out every 
seven new cars sold this year will 
“compact” car, according survey 
the nation’s automobile dealers 
Universal C.I.T. Credit Corporation. 

polled more than 800 dealers 
attending the 43rd annual meeting 
the National Automobile Dealers Asso- 
ciation here, dealers representing all 
sections the country and all makes 
U.S. cars. Many these dealers got 
look the future—and had their 
picture taken with the Air Scooter 
(shown above) which 
hospitality suite. 

More than two thirds the dealers 
surveyed said they expect sales 
manufactured compact cars 1960 
reach million. The figure most fre- 
quently mentioned for domestic sales 
all new cars was 6.5 million. 


TICKER 


Published monthly Universal Credit Corporation, the Sales Ticker contains items interest automobile dealers and salesmen. 


USED CAR STICKERS 
HELP SPEED TURNOVER 


The highly successful Universal 
Used Car Selling System now 
enters its sixth year with the introduc- 
tion new windshield stickers de- 
scribing 1959 automobiles all makes. 

This Used Car Selling System 
based the fact that late model 
used car can best sold the same 
way new one—by explaining 
the prospect the improved features and 


St 
iynchro- Mesh 


hro-Mesh 


performance the specific make and 
year car will deliver. 

help salesmen build strong sales 
story the car’s merits rather than 
price alone, Universal C.I.T. dealers 
haverelied colorful, well-organ- 
ized and easily read windshield stickers 
covering popular makes cars. 
Thestickers describe selling language 
the principal features that made that 
car outstanding value new car. 

Universal supplies these stick- 
ers whatever quantity dealers re- 
quire. convenient, indexed filing box 
also provided. With this system, 
every used car put for sale can 
promptly labeled and identified with 
the current sticker for that car. 

The stickers also are source 
specific selling points which dealers 
can use preparing copy for radio and 
newspaper used car advertising. More- 
over, the colorful windshield stickers 
help the lot. 

Dealers can obtain full information 
the Universal Used Car Sell- 
ing System, well their supply 
windshield stickers, from their local 
Universal C.I.T. representative. 


More Two-Car Families 


Two thirds the dealers said the 
advent the mass-produced compact 
car should give strong impetus the 
trend toward multiple-car ownership. 
Many expressed belief that growing 
number suburban families would buy 
extra cars for short trips 
local driving. Some said the compact 
cars might cut into sales late-model 
used autos the fast-growing “‘second- 
market. 


Credit Aids Sales 


There was general agreement that 
1960 would see wider use instalment 
credit finance auto purchases. More 
than per cent the dealers forecast 
that larger percentage new-car 
sales would financed credit than 
1959. Since money and the 
interest paid bank deposits rela- 
tively high, dealers noted, many car 
buyers will prefer leave their savings 
intact. 

There also huge sales potential 
the millions younger Americans 
who are entering the new-car market 
for the first time, dealers said. These 
people, dealers observed, have grown 
the credit” and accept 
instalment-financing the best and 
most convenient way acquiring dura- 
ble goods. was noted, too, that con- 
sumers are more confident their job 
and income prospects this year and 
hence more willing assume instal- 
ment obligations. 


$50 AWARD 


Uses Hong Kong Money, 
Makes Deals 


Adapting the old Confederate Money 
bit, with new twist for direct mail, 
wins this month’s Sales Ticker $50 
award for Mike Pallone, Ralph 
Pontiac, Inc., Rochester, New York. 

During sixty-day period, Pallone 
mailed out 500 these letters (shown 
below) with genuine Hong Kong one 
cent paper note attached. sent them 
customers who had previously pur- 
chased cars from his Pontiac dealership. 

According Mike: “In one month, 
completed eight new car sales and 
twenty-three used car deals. I’m pri- 
marily used car salesman; therefore, 
consider this campaign real success. 
Needless say, will using this 
mailing idea again and again, making 
whatever changes are necessary 
improve it. 

really low-cost way build 
customer interest and Pallone 
concluded. 
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Attention General Managers 
and Sales Managers: 


The recent Dodge expansion into the low-price field has 
created number dealership openings. Currently, 
varied selection both size dealership and market 
locations available. The Dodge policy use these 
openings provide new opportunities for ambitious 
dealership executives get into business their own. 
Here’s the type man we’re looking for: 


Qualifications: 


sound sales and management background volume- 
type operation. 


The aggressiveness necessary capitalize oppor- 
tunities they occur. 


There are many reasons why fully qualified men are 
sometimes unable set their own dealerships without 
some assistance. The Dodge Dealer Enterprise Program 
was established solely provide this help. Here’s what 
offers: 


Assistance acquiring and training your sales force. 


special staff help you locate build facilities 
suit your needs. 


Professional assistance advertising, used car sales, 


service operations, financing, merchandising, and in- 
ventory development. 


The Dodge Market-Programmed Sales Agreement 


Naturally, going into business for yourself, there are 


many important considerations weigh before making 

decision. Not only about present opportunity, but future 

with the unique advantages and flexibility the Dodge 
Market-Programmed Sales Agreement. 


offers new opportunities expand into the fast- 
growing low-price field. 


assures Dodge Dealers that their sales activities will 
constantly directed the most promising segment 
the current market. 


Are You The Man Looking For? 


you are, this alone won’t convince you become 

Dodge Dealer. The type aggressive hard-headed busi- 
nessman after doesn’t act impulse. gets all 
the information available before making any decision. 
this case, the necessary details can obtained quickly 
and the strictest confidence writing: 

John Naughton, General Sales Manager 

Dodge Division, 7900 Jos. Campau 

Detroit 21, Michigan. 


DODGE DART LUXURIOUS DODGE DODGE TRUCKS 
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makers tell his safety subcom- 

the newest the Small determine why privately 
AUTOMOTIVE WASHINGTON what Administration’s management aids! metalworking plants the 

Democrat, has said will hold| The leaflet No. 111 the series, become progressively obsolete and 
tires, batteries and accessories in| Business.” vantage libera 
the petroleum industry. While the booklet does not into| methods made available recent 
Finally, local police jumped the advantages disadvantages years. 
ations the act and requested two new does cover the in- Hoegh also asked the 
equipped with formation required certificate Business Administration draft 


The dealer smiled for the the length time 
for which the corporation tee loans for equipment moderni- 


William Ullman time when spotted the radar 
type capi stock production costs. 
are getting attention from everybody but the buy- looking up,” all the other steps necessary also announced three 
ers,” complained local dealer during “There have been 150 incorporate. steps determine how the machine 


first snowfall the winter. the auto business here this| management aid free from 
ter. The city had stayed out the auto sine any SBA ization base may 


snow business until February. month, and this is the first one that 
The dealer was talking Neuberger, Oregon Democrat, anything about buying office. Hoegh concerned over the 


called auto makers attach The police have the right idea.” growing threat the national 
new anti-smog device all cars Tool Obsolescence curity rising out the relative 
nancing, car de-| just those sold Califor- Incorporate HOEGH, director growth machine tool industries 
sign and driver nia. Rep. Kenneth Roberts, Ala- who are proprietors and Defense Mobilization, Russia compared the growth 
licensing. bama Democrat, has invited auto partners may interested in| asked the Department the domestic industry. 


New Passenger-Car Registrations, Months’ Total, 1959-1958 


pers have been 


jammed with au- 
CHRYS Mer- FORD Cadil- Chev- } Olds- Pon- S.M. 
lym- er. adil e Ids. il St lan- |TOT, 


tomotive stories 
during the past 


few weeks. 
would 
think,” said the 


Car registrations by Impe-| De- 


rkansas 


dealer and salesmen licensing laws 
into effect here March 
Congress, Senator Richard 


Notice: The itosieaiiion in this report has been compiled from official state documents. Every reasonable precaution has b e d to i trae 
tions received at the time the report is published. R. L. Polk & Co. cannot assume any liability reason or ‘extent ot 
The 1958 figures for Metropolitan and Packard are included in miscellaneous. 


JOIN THE ARABELLA’S “OPEN HOUSE” FOR COCKTAILS THE WALDORF, 
FROM P.M., MARCH 8th. Yes, Arabella, the sensation the Frankfurt Auto- 
mobile Show...the talk all Europe...is here last! And behind this streamlined 
beauty the newest engineering brilliance the Borgward 
four-cylinder engine, front wheel drive, all-independent wheel 
Suspension, all-synchromesh four-speed gearshift. result, Arabella offers 
stability, comfort and economy that will make 
sales history. Here’s your chance get the quick- 


ARABELLA 


ARABELLA 


start sensation...enjoy turn-over like never before...and pull out way ahead 
’60. The door open for limited number dealers Arabella now...be sure 
with March Write, wire, call ARABELLA MOTORS CORPORATION, 
Importers and Distributors for the North-East United States, 5069 Broadway, 
New York, 2-5000. ARABELLA, THE NEWEST BORGWARD PRODUCT, 

DISPLAYED THE INTERNATIONAL AUTO SHOW, NEW YORK COLISEUM 


0 
d 
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New Home for Smith Waldrop— 


This the new home Smith Waldrop Pontiac-Rambler Cullman, Ala. The 
10,000-square-foot building features 40-by-50-foot showroom. The firm owned 
Smith and Jim Waldrop, former used-car dealers. The pair received Pontiac 


franchise 1956 and added Rambler 1958. 


AUTOMOTIVE NEWS, FEBRUARY 29, 1960 


From Dodge Contest Winners 


Profile Salesman 


DETROIT.—What top-notch 
auto salesman? 

According Dodge, he’s about 
37, married and the father three 
children. graduated from high 
school and chances are went 
college for couple years. 
veteran military service and 
he’s active civic church af- 
fairs, has been automobile 
salesman for about eight years but 
probably got his first sales training 
another field. And has work- 


New Commercial-Car Registrations, 


Months’ Total, 1959-1958 


istrations states are 
ere weekly, compiled 
state capitals. 


released 


baker White Willys Misc. TAL 


Notice: The information in this report has been compiled from official state documents. 


Every reasonable precaution has been exercised 


insure accuracy the extent the registration received the time the report published. Polk Co. cannot assume any liability 


reason inaccuracies omissions. 


for only one automobile dealer- 
ship. 

These are conclusions reached 
interviews with the regional 
finalists the nationwide sales- 
men’s presentation contest con- 
ducted Dodge, Nearly 4,000 
Dodge salesmen all parts 
the country participated the 
competition. 

Ages the finalists range 
from 48, Only two are bache- 
lors. All are high school graduates. 
Twelve have attended college but 
only two received degree. Those 
who went college majored 
wide variety subjects but the 
emphasis was 
nomics, finance, business adminis- 
tration, accounting and merchan- 
dising. Two majored engineer- 
ing and another history. Fifteen 
are veterans military service and 
five served officers. 

Three have been salesmen for 
more than years but three others 
have selling for less than six 
months, The average length time 
the have worked salesmen 
years—the average automo- 
bile salesmen, eight years. Thirteen 
the finalists have worked only 
one automobile dealership; three 
two dealerships and two three 
dealerships. 

Almost all the are active 
civic church affairs, The 
organizations represented among 
them are the Kiwanis, Lions, Ma- 
sons, Elks, Moose, American Le- 
gion, Junior Chamber Com- 
merce, Army Reserve and the 
Boy Scouts. One member 
the National Assn, Account- 


ants and the National Office 
Managers Assn. 


Many hold important 
their organizations. One worthy 
master Masonic Lodge, apn. 
other worthy patron the 
Order Eastern Star, another 
past exalted ruler Elks 
Lodge. One chief volunteer 
fire department. And New York 
winner scout for the 
phia Phillies. 


Virtually all have hobbies 
some kind—golf, hunting, fishing, 
bowling, photography, woodwork, 
music, baseball. Virginia 
man coaches football hobby, 
New Yorker goes deep sea fish. 
ing and holds charter boat cap. 
tain’s license, One flies airplanes 
and another races midget cars, 
Californian studies child psychol- 
ogy hobby. 

Commenting the results the 
Naughton, Dodge general sales 
manager, said: “The main 
sion drawn this: The best 
salesman the automotive field 
today usually the man who has 
had college business training, 
who genuinely interested peo- 
ple and who well thought 
community. Invariably, such 
salesmen are not only successful 
but also contribute great deal 
the stature their 


Calendar 


(Continued from Page 10) 


General 


March Automotive Trades 
Assn., Convention, Winnipeg Civic Audi- 
torium, Winnipeg. 

May Eighth Highway Transporta- 
tion Congress, Washington, D. C. 

July 21-23—Automotive Trade Assn. Man- 
agers, summer meeting, Grand Hotel, 
Mackinac Island, Mich. 

Sept. Engineering 
Show, Navy Pier, Chica 


Sept. 6-16, 1960—Machine Exposition, 


International Amphitheatre, Chicago, 


the Letterbox 


(Continued from Page 10) 


national recognition occasion 
thought had done about 
everything wrong parts and 
service operation that man 
could, least once. But after 
reading this article three times, 
feel like piker because missed 
completely any attempt change 
the customer fit the system 
make factory service depart- 
ments business way. 

won’t bore you with pointing 
out all the holes Mr. Young’s 
“New would take 
about columns—but will say 
that thieves should really have 
field day with single-copy repair- 
order system; not mention the 


number times that the customer 


hurry drives off with the hard 
copy the RO. 

should worth the money 
observe operation that writes 
100 repair orders per day with 
control center and service 
salesmen—the customer waiting 
himself—and the single-copy 
passing from service manager (he 
made from the customer 
checking off what wanted 
service menu) the mechanic, 
the parts department, and back 
the mechanic, then the cashier 
(this should fun when the cus- 
tomer calls the telephone for 
progress report). 

the meandering has not been 
lost mislaid and has stayed clean 
enough read and make al] those 
photo copies from—as well 
becoming permanent record 
support payrolls, tax records, war- 
ranty-work payments and future 
reference for sales promotion work, 
etc., etc. 

This bright-eyed young sales 
trainee who calls service cus- 
tomers their homes—350 them 
for $350—is great interest also. 
would like hear what Mr. 
Young’s wife would say one 
them got her out the shower, 
awakened the baby from nap, 
when called the front door 
take her time about buying more 
service from the dealer. 


That same $350 would put 
about 3,000 top quality letters 
into his customers hands the 
same month that the plodder was 
making his irritating door-to-door 
rounds one ninth that number, 
granted that you could hire him. 
for less than they pay service- 


station front boys this area. 

can show Mr. Young some doz- 
ens dealers who are successfully 
merchandising service using the 
old-fashioned approach asking 
(by mail) large groups people 
come into their dealerships; having 
enough people intelligently wait 
them promptly and courteously; 
seeing that the work done with- 
out losing the car the RO; and 
keeping the customer the old- 
fashioned method seeing that 
gets what 

Would Mr. Young good enough 
furnish the names just one 
dozen successful operators who are 
practising what preaches? 
fact would glad settle for 
the names just 
720 Maple Ave., Fullerton, 


Calif. 


Moretti 


have noticed that your 
publication dated Jan. 25, Page 55, 
there advertising regarding 
1960 Moretti cars, sold $1,500 
Chicago. 

make you remark. that the 
above mentioned not right 
all, because about cars sent 
Messrs. Lincoln Motors, Inc, 
North Attleboro, 1958 
months 1959, therefore you will 
oblige very much, not repeat- 
ing such erroneous news any longer, 
and much more, seeing belie 
it, your next issue, specifying 
that 1960 models have only been im- 
ported by: 

Messrs. Norwitt Motors, Inc., 1245 
Howard St., San Francisco Calif, 
and Messrs. Im- 
ports, Inc., 118 Beacon St., Wa- 
tertown 72, Mass.—Moretti 
Fabbrica Automobili Stabilimenti 
Carrozzerie L’Amministratore Unico 
Giovanni Moretti), Torino, 
Italy. 


* 


Semiannual Inspections 


Called Must for Miss. 


JACKSON, Miss. The State 
Highway Patrol says proposal 
require semiannual inspections 
for all motor vehicles the state 
“must legislation.” 

patrol spokesman said “the 
states which have motor- 
vehicle inspection show mileage 
death rate far below Mississippi.” 
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Sales Conditions Various 


Auto Market Reports 


St. Louis 

Curtailment car production 
due the steel strike was reflected 
St. Louis and St. Louis County 
January with percent drop 
new-car registrations, according 
the Greater St. Louis Automo- 
tive Assn, 

Registrations were percent less 
than registrations for the same 
month 1958. Total for January: 


Louisville 

record number new cars 
were registered Louisville 
January, with the total 1,902 far 
ahead the previous record 
1,817 for the month, established 
1956. 

month earlier, the total was 
1,293, and year earlier was 
1,590. 

makes, registrations were: 
Chevrolet, 538; Ford, 533; Ram- 
bler, 123; Pontiac, 102; Oldsmo- 
bile, 87; Plymouth, 84; Dodge, 77; 
Buick, 68; Mercury, 58; Volks- 
wagen, 37; Valiant, 32; Studebak- 
er, 30, and Cadillac, 29. 

Renault, 15; Lincoln, 11; Opel, 
Simca, Chrysler, Metropolitan, 


Highways Safety 


Lower automobiles are making 
present highways outmoded, ac- 
cording Clyde Lee, civil 
engineering teacher the Univer- 
sity Texas. 

said that grades hills, 
guard rails and other factors 
highway design are based the 
assumption that the driver’s eye 
level will 4.5 feet above the high- 
way. However, said, study 
showed that the average eye level 
and foreign cars now 
less than four feet above the road. 

Lee suggested that road design 
brought line with the lower 
cars. His suggestions included re- 
ducing the crests hills, lengthen- 
ing no-passing zones and arranging 
such highway devices guard rails 
and signs for greater visibility. 

* * * 


Teen Accidents 
Target Drive 


teen-age accident toll, the Ameri- 
can Automobile Assn. and McGraw- 
Hill Book Co. have announced 
long-range program for expansion 
driver education the nation’s 
high schools. 

Russell Singer, AAA executive 
vice-president, said the first phase 
the program will McGraw- 
Hill’s publication and distribution 
the AAA textbook, Sportsmanlike 
Driving. 

“Statistics show that teen-agers 
are involved twice many acci- 
dents all other drivers propor- 
tion their numbers, but also 
know that the accident rate cut 
half among young people who 
have had formal training driv- 
ing,” Singer said. 

* * 


Miami Police Required 
For Repair Damaged Cars 


move check unreported ac- 
Miami police have institut- 
program under which dam- 
aged cars can repaired unless 
they carry windshield sticker af- 
fixed policeman. 

Repair shops must report any 
cars that are brought without 
The owners will given 
ticket for not reporting the acci- 
dent, police said, for which the pen- 


Hull Sells Dodge Deal 
Two Employes 


LOS ANGELES.—Lonnie Hull, 
Dodge dealer for years, has sold 
his dealership Marshall Ingram, 
manager, and Bill Wailer, 
Service manager. The firm will oper- 
ate Wil-Mar Dodge, Inc. 

Boyd Hull, the firm’s used-car 
Manager, has resigned. plans 
imported-car dealership. 


DeSoto, Saab, Fiat, Eng- 
lish Ford, Austin-Healey, 
Checker, Morris, Vauxhall, 
Imperial, MG, Hillman, 
Peugeot, Edsel, and miscellan- 
eous, 

New-truck sales numbered 207 
January, compared with De- 
cember and 147 January, 1959. 
was the best total for the month 
since 1956, when 220 were regis- 
tered. 

makes, registrations were: 
Ford, 91; International, 30; Chevro- 
let, 29; GMC, 22; Mack, 17; Volks- 
Autocar, Dodge, Willys, 
and miscellaneous, 5.—(A. Wil- 

* + * 


Huntington, Va. 
Ford led the new-car sales derby 
during January Cabell County 
(Huntington), Va., with Chevro- 
let the second spot. 
Registrations showed: Ford, 56; 


USED CAR DEALERS 


YOU Can Now Make SUBSTANTIAL 


Chevrolet, 49; Plymouth, 26; Ram- 
bler, 23; Pontiac, 18; Mercury, 12; 
Buick, 11; Studebaker, 10; Oldsmo- 
bile, 10; Dodge, 10; DeSoto, Cad- 


illac, Imperial, Lincoln, 
and miscellaneous, 22. (William 
Francois.) 

* 

Buffalo 


Traffic picking new-car 
salesrooms the Buffalo area and 
dealers report noticeable increase 
demand. The selling pace has 
been showing gradual improvement 
the Buffalo area since about 
mid-January, although there 
boom. 

Dealers generally agree their 
sales are running better than 
year ago and are improving right 
along. Advent spring weather 
expected provide sharp impetus 
for new-car demand. 

Used-car business has been bit 
the slow side, but also start- 
ing show improvement, Used-car 


prices have been holding fairly 
firm.—(George Toles.) 
* * 


Salt Lake City 


total 731 new cars and 118 
new trucks were registered Salt 
Lake County (Sale Lake City) 
January. 

makes. new-car registrations 
were: Ford, 196; Chevrolet, 187; 
Rambler, 50; Pontiac, 45; Oldsmo- 
bile, 32; Plymouth, 32; Buick, 31; 
Dodge, 26; Mercury, 20; Studebaker, 
16; Cadillac, 15; DeSoto, Chrysler, 
Imperial, Lincoln, and mis- 
cellaneous, 62. 

New-truck registrations were: 
Chevrolet, 54; Ford, 22; Dodge, 14; 
International, 10; GMC, Willys, 
Kenworth, and miscellaneous, 

* 


Miami 

New-car registrations for Janu- 
ary Dade County (Miami) to- 
talled 5,665, compared with 4,857 
month earlier. 

Domestic-car registrations rose 
from 4,074 4,898, while imports 
declined from 783 767. 

makes, January registrations 
were: Chevrolet, 2,103; Ford, 1,043; 
English Ford, 381; Rambler, 330; 
Oldsmobile, 274; Pontiac, 195; 
Buick, 178; Cadillac, 165; Valiant, 
149; Plymouth, 132; Dodge, 89; Stu- 


debaker, 79; Mercury, 62; Fiat, 52; 
Volkswagen, 52, and Renault, 43. 
Chrysler, 41; Lincoln, 33; Morris, 
32; Opel, 28; Triumph, 27; Metro- 
politan, 24; Imperial, 18; Hillman, 
16; MG, 16; Peugeot, 11; Austin, 
10; Saab, Borgward, 
Taunus, Volvo, Jaguar, Toy- 
Porsche, Alfa Romeo, Datsun, 
Moretti, and miscellaneous, 
New-truck registrations totalled 
279 January, compared with 261 
month earlier.—(Trescot Goode.) 
* 


Memphis 

New cars registered Memphis 
and Shelby County January to- 
talled 1,761, compared with 1,652 
January, 1959. 

makes registrations were: 
Ford, 463; Chevrolet, 359; Falcon, 
146; Pontiac, 120; Buick, 97; Olds- 
mobile, 94; Rambler, 76; Plymouth, 
75; Dodge, 64; Mercury, 34; Cadil- 
lac, 27; Studebaker, 27; Valiant, 26; 
Corvair, 25; Volkswagen, 19; Chrys- 
ler, 15; Lincoln, 11; Renault, 10; 
DeSoto, Imperial, Edsel, and 
miscellaneous, 60, (Laurine 
Evans.) 


Extra PROFIT 


Selling NEW MOBILE HOMES... 
and NOT Interfere with your Used Car Business! 


Average PROFIT $700 each sale ...on 


initial investment about $400! 


YOU SELL LOW COMPETITIVE 


PRICES! 


YOU have Floor Plan EXPENSE for 


Consignment! 


Already many used car dealers are enjoying extra 
profits selling new Prairie Schooner mobile 
homes—right the same lot with used cars! fact, 
the extra traffic created helps sell more used cars, too! 
Two GENEVA model Prairie Schooners are shown 
one beautiful wide; the other 
popular 38’-10’ wide. Both are completely 


furnished, ready move into. 


Phone, wire mail coupon for more information 
TODAY. you are not familiar with our company, 
please check with Dun Bradstreet. 


MAIL COUPON ONLY YOU’RE REALLY INTERESTED! 


PRAIRIE SCHOONER 


Name Mobile Living Since 
and Wide Mobile Homes Travel Trailers also 


make TWICE the PROFIT you're 


accustomed Used Car Sales! 


YOU have GUARANTEED 60-Day Escape 
Clause ...We TAKE BACK any New Unit 


for only Service Charge! 


Used Car Lot Name 


Street Address 
PHONE Please patient unable 
ELKHART reach phone Cit 
for more car dealers will 


information 


calling us, too. 


Owner 


information and application form. 


YOU Have the Lot and the Salesmen...Now 
all You Need ONE PRAIRIE SCHOONER 


and You’re Business! 


PRAIRIE SCHOONER, INC., 1503 Bristol, Elkhart Indiana 


Gentlemen: are definitely interested becoming Prairie Schooner dealer, but 
want more complete information NOW, without obligation. 


State 


Have representative contact us. 


all executives 
responsible for 
marketing 

their companies’ 
compact cars... 


ABOUT TIME YOU MET YOUR BEST CUSTOMERS! 


They’re looking for you 

SPORTS CARS ILLUSTRATED the thousands... 
with median incomes 

that they’re willing spend! 

Three out five readers own two more 

One out seven readers will buy EXTRA car this year 
Six out ten readers will buy car this 

Ten out ten readers want hear what you 

have say about your cars. 

They read every word the continuing road test series 


SPORTS CARS ILLUSTRATED running 
Corvair, Falcon, Lark, Rambler and Valiant. 


And SCI’s influence? 100% our readers will refer SCI 
before deciding what car they are going buy. 


YOUR BEST SALESMEN! 


They are the same SPORTS CARS ILLUSTRATED readers! 
83% the readers were asked their advice 

this past year... because they are the experts. 

happens almost every week, too. 

57% were asked once week more. 

And not closed circle—more than half 

made recommendations business associates, 

30% friends and 


YOU’LL WONDERFUL COMPANY. 
1959-1960 Car advertisers Sports Cars Illustrated 


CARS DEVIN SIMCA 
ALFA ROMERO DKW MERCEDES-BENZ SKODA 
ARNOLT BRISTOL DAIMLER MORETTI STANDARD-TRIUMPH Issues scheduled 
MARTIN ELVA MORGAN STUDEBAKER LARK 

HEALEY FERRARI NSU PRINZ 
BORGWARD FIAT ABARTH PEERLESS 
CHEVROLET BEL AIRE GOLIATH PEUGEOT July, October, December. 
CHEVROLET CORVAIR HILLMAN PLYMOUTH FURY VESPA 
CHEVROLET CORVETTE JAGUAR PORSCHE VOLKSWAGEN 
CHRYSLER 300 LANCIA ROVER VOLVO 
CITROEN LOTUS SAAB WARTBURG 


Arne G. GrrrLeMAN, crtising Director 
\ 


Source: The Accelerated Automotive /Market, the independent study of the Sports Cars IUustrated Audience, 
conducted by Benson & Bens»n, Inc. 


SPORTS CARS ILLUSTRATED—First Circulation, First Advertising, 165,000 Guaranteed ABC Circulation, January-June 1960 ZIFF-DAVIS One Park Avenue, New York 16, New York, 


SPORT: 
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Lawsuits Affecting Dealers 
Court Decisions 


Leo Parker 
Attorney at Law 
ECENTLY higher court rend- 
ered decision which clearly 
answers legal question often 
asked auto dealers. This ques- 
tion is: 

“If one whom auto loaned 
keeps possession the car, 
guilty the crime theft?” 

Travelers Insurance Cargile 
Motor Co. 317 (2d) 126, testi- 
mony showed that 
Cargile Motor 
sold auto 
one Frank with 
unpaid balance 
excess $2,- 
400, is- 
sued compre- 
hensive insurance 
policy Frank 
hich protected 


against theft 


him and Cargile 


larceny 


Frank, aged 80, knew young 
lady named Pat Blood, who was 
approximately years old. Frank 
allowed her have possession 
the car and drive it. Later there 
was “falling out” between Frank 
and Pat Blood. 

demanded and received the 
return his fur stole and 
mond ring, also demanded the 
auto, She refused because she 
claimed that had given the 
car her. Some time thereafter 
she left town with the car and 


Frank advised the police that she 


Air-Car Plans Offered 


NEW YORK.—Blueprints for the 
“do-it-yourself” Aeromobile air car 
are offered readers Argosy mag- 
azine. The car can assembled for 
$600 anyone mechanically in- 
clined, the magazine claims. The car 
runs compressed air, weighs 


585 pounds and has top speed 


m.p.h., was said. 


had gone off with the car after 

had demanded its return. 

subsequent litigation, the high- 
court held that Travelers must 
pay Frank and Cargile Motor the 
value the auto under its theft- 
insurance policy, The court said: 

fraudulent conversion prop- 
erty bailed (loaned) constitutes 
theft.” 


* * * 
Dealer Cleared Liability 
month higher court re- 
fused hold auto dealer 
liable purchaser for alleged 
misrepresentation that used auto 
wag 1956 model when, fact, 
was 1955. 

Gilmore B.B.B. Motor Co., 
155 (2d) 847, was shown 
that one Gilmore purchased 
used auto from B.B.B. The 
testimony showed that tag 
the auto’s ignition key said was 
1956 model, However, the down- 
payment receipt, application for 
title and application for transfer 
registration all described the 
auto 1955 model. 

Gilmore sued B.B.B. Motor for 
damages based misrepresenta- 
tion, 

Although testimony showed that 
Gilmore paid only $25 more than 
retail book value the average 


“The customer comes through 
the door, Smith heads for the 
office, Barnes hands off order 
blank and cuts across the show- 


1955 auto the same style, the 
lower court awarded Gilmore 
$1,000 damages. 

The higher court promptly re- 
versed the verdict, saying Gilmore 
had plenty opportunity learn 


Automotive engineers know the trade-mark 


MEANS 
SERVICE 


Whether it’s help with assembly line problem, 
checking new application design, reviewing labo- 
ratory road test performance, verifying 
lubricant specification, your engineers know where 
find the answers their bearing questions. From 
Timken bearing engineer. 

This Timken Company technical partnership 
with automotive engineers tradition that dates 
back the turn the century. And it’s been 
cemented and recemented every year since. When 
automotive engineer calls Timken bearing 
specialist, gets immediate help—because he’s 
talking with graduate engineer, trained the 
art bearing application and auto- 


motive chassis design. And the 


TIMKEN “GREEN LIGHT” BEARINGS MEAN: 
Lower Prices 
Lower Warranty Costs 


Lower Costs Assembly 


imken Company 


recommendations are backed the most com- 
plete and advanced engineering, research and 
testing facilities the bearing industry. 

All this service costs you nothing extra. With the 
most modern bearing plant the world, Bucyrus, 


Ohio, Timken® Light” automotive bearings 
are produced low cost; deliver the high capacity 
with compact design that today’s cars demand. 

sure top quality and value for your 
bearing dollar, plus service you can’t get anywhere 
else, specify instead just part 
number. The Timken Roller Bearing Company, 
Canton Ohio. Cable address: 
Makers Tapered Roller Bearings, Fine Alloy 
Steel and Removable Rock Bits. 


BETTER-NESS 


tapered roller bearings 


TIMKEN 


that the car was 1955 


even though tag the 
key stated that was 1956 


* * * 


Note Not Cash 


California held that 
tional contract for sale 
automatically rendered void 
the contract states that the 
chaser made “cash” payment 
when fact did not pay 

bile Co., 333 Pac. (2d) 807, testi- 
mony showed that one 
purchased auto from Caruso, 
This contract was subsequently 
assigned Commercial dit 
Corp, Later Bratta claimed the 
auto was defective, filed suit 
and asked the court rescind 
the 

During the trial, evidence showed 
that the contract sale stated that 
Bratta had made downpayment 
the sum $300 “cash,” but 
that only executed note such 
amount, 


The higher court held that the 
conditional sales contract was in- 
valid; Bratta was entitled 
scind and the dealer must take the 
back and refund all payments 
made Bratta. 


This court said: 


“In truth and fact appellant 
(Bratta) did not pay $300 any 
sum cash recited the con- 
tract, but executed promissory 
note amount, and hence the 
contract was invalid, being im- 
material whether the seller the 
automobile accepted note pay- 
ment.” 


Car Sales Attain 


Record Sweden; 
Volvo First 


STOCKHOLM, 
registrations Sweden 
reached new peak 169,014 units 
1959, according statistics re- 
leased the Swedish Automobile 
Manufacturers Assn. The 1959 total 
21,785 more than 1958 and 
667 more than 1957, the previous 
peak year. 

Most the increase over 1958 
accounted for sales during the 
autumn months, following the an- 
nouncement the introduction 
the percent turnover (sales) tax 
from Jan. 1960. Thus, Decem- 
ber sales totalled 17,500 units 
against 12,800 December, 1958. 

Sales leader 1959 was the Volvo, 
which increased registrations 
7,871 39,016, including rise 
about percent for the larger 
Amazon 122) model 13,520 
units. 

Volkswagen registrations rose 
6,341 31,047 and Opel sales 
1,796 26,051. fourth place came 
Saab, which increased sales 1,310 
9,493 units. These four makes 
counted for close two-thirds 
total passenger car sales Sweden 
1959. 

Registrations new trucks and 
lorries also showed increase over 
1958, rising 1,261 14,655 units. 
the last few years, the all- 
Swedish Volvo and Scania-Vabis ac- 
counted for over percent total 
sales. 

According preliminary figures, 
there were about 1,100,000 passenger 
cars use Sweden the end 
1959. Trucks amounted some 
120,000, buses 8,000 and motor- 
cycles and motor scooters about 
220,000. 


Officials Elected 
AMA Posts 


DETROIT.—Officials two au- 
tomotive companies 
elected committee posts with 
the Automobile Manufacturers 
Assn. 

Paul Fritzsching jr., director 
Chrysler Corp.’s traffic office, 
was elected one-year term 
chairman the AMA traffic com- 
mittee. succeeds Edward 
Martin, Willys traffic manager. 

Carl Barbee, attorney for the 
American Motors Corp, automotive 
division, has been elected 
the patent committee. Barbee 
succeeds Paul Pippel, general 
patent attorney for International 
Harvester Co. 


SU 
e 
ar 
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and Inte 


Chrysler Chief Once 

Raced German Cars 

probably are people 
the auto industry 


know more about the automo- 
bile than Otto Winkelmann, but 
offhand it’s pretty hard think 


who they are. 
Now chief engi- 
neer Chrysler 
Corp.’s advance 
tion, Winkelmann 
has worked al- 
most continuously 
top-level car- 
development engi- 
neer since his 
graduation asa 
mechanical engi- 
neer Germany 


years ago. 
Appropriately, spent years 
Stuttgart, Germany—often called 
the cradle the auto industry— 
with Daimler-Benz, pre-eminent 
among the world’s auto makers for 
its engineering reputation. Winkle- 
mann was chief engineer 
for development during the years. 


Before joining Chrysler 
consulting engineer nine years 
ago, had also been chief engi- 
neer the experimental depart- 
ment Ford Motor Germany, 
chief engineer 
development engineer for Roehr- 
Auto, staff engineer for Stoewer- 
Auto-Werke and design engineer 
for Protos-Auto-Werke, all 
Germany. 

Even during World War II, the 
German government kept him 
his engineering. spent the first 
two years the war automotive 
projects and the last four years 

(Continued on Page 26, Col, 3) 


Firestone Extends 
Racing Activity 
Sport Grows 


KRON.—While the auto makers 

refrain from open participation 
auto racing, major automotive 
supplier—Firestone Tire Rubber 
stepping its racing activ- 
ity. 

Firestone, leading producer 
racing tires for years, has 
expanded its racing-tire program 
because there’s much more racing 
than there was few years 
ago and because other tire com- 
Panies are showing increased 
interest this field. 

One company official estimated 
that there times much rac- 
ing activity now five years ago. 

tracks are opening Atlanta 
and Charlotte, C., this year and 
another Southern track will open 
later this year early next year. 

1960 Firestone will build more 
than 250,000 racing tires about 
different varieties. Almost every 
track requires specifically engineer- 
tires, 

Mel Hershey, Firestone’s man- 

(Continued on Page 23, Col, 1) 


Dow Helps Makers Pay Research 


Magnesium Takes Giant Step 


(Continued from Page 1) 


nesium engines and other automo- 
tive components. 
* * 

UCH Chevrolet’s magnesium 

work being conducted its 
Toledo casting plant, although one 
report indicates that the expansion 
Chevy’s Massena (N. Y.) plant 
will accommodate magnesium facil- 
ities. Spark Plug division 
also working with mag- 
nesium, reportedly for fuel pumps. 

The new pricing setup consists 
agreement between Dow Chem- 
ical Co. (which has about percent 
the nation’s magnesium capac- 
ity) and the auto makers whereby 
the price magnesium was reduced 
several cents pound pegging 
1.28 times the prevailing price 
virgin aluminum and allow- 
ing additional 2.5-cent-per-pound 
reduction for “development costs.” 

Though Dow officials refused 
discuss the magnesium program 
its implications, other industry 
sources confirmed the details the 
pricing agreement and the research 
stepup. 

Virgin aluminum’s current 

plying this figure 1.28 results 
base magnesium cost 33.28 
cents, which reduced 30.78 
cents when the 2.5-cent develop- 
ment allowance subtracted. 
This pricing arrangement, which 
will continue for least the next 
years, was accepted the auto 
makers six months ago. 

About month ago was ex- 
tended all permanent mold and 
die casting customers. applies 
only one magnesium alloy, AZ91B, 
which most sutable for perma- 
nent mold casting and die casting. 

new pricing arrangement arises 
from the fact that, except for 
couple trivial parts, magnesium 
not being used the auto mak- 
ers because its relatively high 


Engineer's 


price (37 cents vs. for aluminum) 
and because they’ve had confi- 
dence the stability magnesi- 
price. 

until 1956 magnesium had 
been making slow but substantial 
progress the auto industry, par- 
ticularly Chrysler Corp. Sud- 

* * * 


denly, however, Dow increased the 


rather than along with what 


price magnesium two cents they considered “monopoly situ- 
pound, The auto makers ation.” 


this unwarranted increase. 
Since Dow was then the only 

source magnesium, the 

car manufacturers decided dis- 


continue their use magnesium, 
* * 


Features Magnesium Parts— 


Four the magnesium castings now used all Volkswagens are shown. from dolomite rock (lime- 
left are two crankcase-block castings which weigh 20.5 pounds. The other castings| stone). 
form the transmission housing, which weighs 13.5 pounds. makers are stepping 


magnesium development. 


Fourteen months ago, the mon- 
opoly complaint was neutralized 
when Alabama Metallurgical Co. 
began building magnesium plant 
Selma, Ala. present, this firm’s 
magnesium all going other 
industries, but soon will have 


production enter the 


automotive market. Its pricing will 
have competitive with 
* 


Operational Contrasts 


LABAMA METALLURGICAL, 

owned Brooks and Perkins 
and Calumet and Hecla, will have 
annual capacity about mil- 
lion pounds year, compared 
Dow’s capacity about 200 million 
pounds. Dow currently running 
about percent capacity, 
while Alabama about per- 
cent capacity. 

Another major difference these 
operations that Dow’s magnesium 
produced electrolytically entirely 
from sea water Freeport, Tex., 
while Alabama’s magnesium is. dis- 


Dow’s magnesium 98.80 per- 
(Continued on Page 27, Col, 1) 


Rubber Softens Austin 850’s Ride 


will introduce this country 
the Austin 850—a small economy car 
that has many unusual engineering 
features. This car basically the 
same the Austin Seven Morris 
Mini-Minor, both sold England 
since last year. 
Most interesting these engi- 
neering features the car’s 
independent rubber suspension, 
whose key components resemble 
beefed-up plumber’s plunger. 
This suspension appears have 
many the characteristics air 


Showcase 


little-known fact: The two rear-engine cars pro- 
duced Daimler-Benz the 1930s were dropped 
because they were plagued with unusual number 
accidents arising from excessive weight the 
rear end. These cars, the Mercedes 130-H and the 


Mercedes 170-H, were 
water-cooled engines. 


powered four-cylinder, 


Ford’s small-small car that now being developed 
compete with the Volkswagen and Renault cur- 
rently called “Sigma Three” the front office, 


“Hummingbird” the 


shop. good bet that 


this car will have front-wheel drive. Recently, sev- 
eral Thunderbirds have been equipped with trans- 


versely mounted engines (crankshaft pointing 
the wheels). the most recent tests, power 
transmitted from the engine the wheels chain 


drive. 


Previously, power transmission 


belts and gears, but these were not found satis- 


factory. 


American Motors has installed aluminum engines 
number full-sized Rambler station wagons 
for prototype testing Detroit. There are dozens 
aluminum-engine test cars running around now. 


Almost every car will have some sort optional 


throttle-control device, 


most operating hand. 


The devices will made less costly than current 
throttle controls elimination the compensating 
feature that keeps the car constant speed when 


climbing hill. 


has all the benefits air springing 
without the expense complica- 
tion. 

The spring elements are highly 
resilient natural rubber 
bonded inner and outer metal 
cups. When the spring compress- 
ed, the rubber element subjected 
combined compression and shear 
—sideways push. 

The combination compression 
and shear produces variable rate 
spring, with the variations being 
controlled the contour the 
inner and outer cups, which were 
developed after considerable experi- 
mentation. 

* * 

controlled variable spring 
rate, which gives soft ride 
when the vehicle lightly loaded 
and stiffer ride when it’s heavily 
loaded, important the Austin 
850 because its light weight— 
about 1,100 pounds empty, possibly 
increasing 1,800 pounds more 

with full load four adults. 
Although the total rubber de- 
flection between light and full 
loads varies only slightly, BMC 
engineers insist that the springing 
‘is not hard. They say firm 
enough give the car good road- 
holding characteristics. Steering 
and cornering reactions are re- 
portedly almost identical, regard- 

less load. 

The inherent damping ability 
rubber also reduces the stress 
the hydraulic shock Con- 
sequently, they can operate much 
lower settings last far 
longer than they would tradi- 
tional steel springs were employed. 


feature the Austin 850’s sus- 


pension that both the front and 
rear springs act through consider- 
able leverage—about 1—to the 
suspension arm. These components 
are joined through special nylon- 
seated ball joints. The leverage per- 
mits the use small components 


Engineering New Products 


Page 


while providing fairly large range 
wheel movement. 
* 
engineers report that the 
uniform strain distribution 
the rubber cones insures them 
longer life than steel springs and 


that maintenance lubrication 


required. The sole exception 
that the rear lever arm bearings 
need occasional oiling. 

Front suspension the Austin 
850 (which has laterally mount- 
engine and front-wheel drive) 
conventionally constructed with 
vertical wishbone springing lo- 
cated below the rubber cone. 
tie-rod linked the bottom arm 
the wishbone gives fore-and- 
aft location. 

More unusual the horizontally 
mounted rear independent springs. 
Trailing arms carrying the wheels 
actuate short horizontal levers 
which convey the thrust the rub- 
ber cones. This horizontal arrange- 
ment the rear spring major 
contribution the car’s efficient 
use space. 

addition, the British engineers 
feel that the trailing-arm 
guarantees that the rear 
wheels will move parallel the 
body all times, reducing body 
shaking and improving road-hold- 
ing Over poor surfaces. 

* 

rubber cones, which are 

identical the front and rear, 


are boxed the bodywork and are 
(Continued on Page 26, Col, 4) 
* 


Austin 850's Engine— 


This from the rear the 
Austin 850's lateral engine (front-wheel 
drive) and the rubber cone springs located 
above the vertical wishbones. 
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Engineering and Production 
New Products 


been introduced Thomas Beckett Co., 
Inc., 2521 Willowbrook Rd., Dallas, Tex. 

The fractional-horsepower electric pumps 
can used for pumping coolants 
stone and metal cutting saws, the firm 


sizes for shafts ranging from 
inches diameter, Hoover said, while the 
bores range from four nine 
millimeters diameter, smaller than con- 
ventional extra light, light and medium 


General Equipment Designs 
Proximity Limit Switch 


The Gemco proximity switch said 
combine the desirable and necessary char- 
acteristics both the conventional me- 
chanical limit switch and the proximity type 
sensing system. like mechanical 
limit switch because provided with 
self-contained set contacts that oper- 


series. 


cylinders are available operating pres- 
sures 500 The hydraulic piston 
within the steel cylinder moves remov- 
able precision bronze bearings. top bolt 


Linear Polyethylene Used 
Non-Stressed Auto Parts 


said. 


Fiber Material Developed 
For Automotive Application 


Fibrocast, versatile molded fiber ma- 
terial for application the auto industry, 


ing support power take-off drive shafts 
because length stability problems, 
the company states. zerk fitting fa- 


ate response the actuating means pro- Linear polyethylene for 
like the conventional proximity stressed decorative and parts cars has been announced Firestone Tire 
switch systems since operates completely and trucks has been introduced Phillips Rubber Co., Akron 17, 
without physical contact with its actuating Chemical Co., Bartlesville, Okla. Made various fibers and resins, Fibro- 
piece price, lower tooling price, styling equivalent thickness steel and can 
inches deep, 41% inches long. Hermetically resistance and increased denting resist- meet the specific needs the 
brass housing, impervious ance comparison with stamped steel. end product. Currently production are 
Peratures ranging from minus degrees door bus panel air ducts, lower 
250 degrees Fahrenheit. operates with- strument panels nozzles, 
General Equipment and Mfg. Co., 
Inc., 116 Campbell, Ky. 
Adjustable Bearing Hanger 
Hydraulic Cylinder Line 
length suit customer, and capacities Available wit _bearing holes ranging 
75,000 pounds from inches diameter, the 


Oscillating Buffing Machine equipped standard feature the unit. 
oscillating arm-type machine that electrical instrument that Heavy-Duty Lathe 
said Provide method for automatically| measures the temperature precision For Process Control heavy-duty engine lathe its new 
buffing polishing wide variety parts, instruments and high-frequency, general purpose announced Sidney Machine Tool 
which have obstructions that prevent com-| and the surrounding air with respect cilloscope for use manufacturing Sidney, The new lathe the Sid- 
plete rotation has been announced reference temperature and which indi- control ney 3220. 
Acme Mfg. Co., 1400 Nine Mile cates minute temperature deviations has been announced Allen 
Detroit 20, Mich. meter available from Sheffield DuMont Laboratories, Inc., Clifton, Tablet Eliminates Spra 
The machine ideally adapted the| Dayton, O., subsidiary Bendix Avi-| instrument, designated model 425, Exide Commercial Line 
wrench heads with handles that prevent| Temperature Measuring system oscilloscope. includes modu-| designed for rugged service has been Controlled foaming action the Zero 
complete rotation the part contact lar construction, series interchange-| announced Exide Sales, Automotive| Mist tablet developed eliminate the 
with the wheel. Other types Metal Coating able plug-in amplifiers, and new cath-| Division, Electric Storage Battery Co., P.O.| mist and spray rising from chromic acid 
parts with handles, large butt hinges, coating said ode-ray tube. The unit useful over 6266, Cleveiand baths during plating auto bumpers and 
stampings die castings with formation metal during heat frequency range from other products observed Don Millage, 
portions that require buffing can also be| the| (down said. research chemist, during laboratory test. 
finished the machine, said. Wire Feed and The foam and reduced surface tension 
Aviation, Inc., Angeles 45, Calif. Says Pumps Work Special Engineering Service, Inc., hold down mist and spray would or- 
will permit faster and cheaper heat treat- Wyoming, Dearborn, Mich., has introduced dinarily foam during chrome plating 
metals and can applied While Submerged Fluid Ses-Matic Wire Feed and Cutoff Unit.| ess. Unlike wetting agents, the ingredients 
stainless steel, nickel-chrome alloys, co-| Small brass pumps designed company said the machine the tablet are not destroyed the sir 
balt alloys, copper alloys and the while fully partially submerged and cuts off wire with chromium solution; nor the plating action 
exotic alloys now under development, fluids, photographic solutions, ma-| .002 inch. altered their use, said. Udylite 
firm said. chine-tool coolants and other liquids have Corp., Detroit Mich. 
Chemclean Products Corp., 15-08 
St., College Point 56, Y., has introduced 
Ox-Off Lustre Dip, chemical process int 
which the company says imparts mirror- 
like finish stainless products. 
slic 
of 
t 
Starter Motor Test Stand 
starter motor test stand, designed 
endurance test six starter motors, has been 
announced Cen-Tec, 39001 Schoolcraft Ardmore Products Unveils 
Rd., Livonia, Mich. 
The endurance test consists running Hydraulic Fitting |Non-Directional Texture 
each starter under conditions which simu- Makes Positive Seal non-repeating, 
late the friction and compression load texture any metal has been 
being The stand has.a total makes positive metal-to-metal seal Products, Aldene Rd. and 
capacity foot pounds torque, requires swing clearance has been in- Ave., Roselle, 
claimed. troduced the Flodar Corp., 16911 flow facets the 
Inch, Metric Bearing Series The fitting has straight-thread and con-| provement over the conventional method 
AUTOMATED TAILPIPE BENDER—An tailpipe bender that runs the num-| sists stem and body with which all stucco pattern rolls have 
Are Introduced Hoover bers now available from the Nu-Era Corp., Rochester, Mich. Chief benefits offered Tightening the nut forces the stem| been engraved previously, for the Leeds 
Two series ball bearings—one machine—called the Bend-O-Matic—are said inventory reduction, coin its own seat. Since the body the| texture eliminates the necessity for the 
inch dimensions and the other with metric| space savings, labor reduction, elimination obsolescence problem, reduced fitting does not turn when the nut tight-| ing secondary patterns and results less 
dimensions have been introduced terial costs, and wider coverage broad range tailpipe models. General Machin-| ened, can used even the most con-| waste and lower labor costs. The Leeds 
Hoover Ball Bearing Co., 5400 ery Division, Baldwin-Lima-Hamilton Corp. developed the new machine for Nu-Era fined spaces. Only one-inch center-to-center texture has maximum width inches 
Rd., Ann Arbor, General Electric Specialty Control Department, Waynesboro, Va., designed and| space needed for fitting, maximum texture depth .030 
The series bearings are offered 15! built the electronic control system. said. 
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the American entrants who won 


‘Lab for Testing Tire 


Firestone Sold Racing 


(Continued from Page 21) 


ager passenger car and racing- 
tire engineering, has nine men who 
work exclusively racing tires. 
* * 

ERSHEY said Firestone partici- 
pates racing largely because 
gives the company laboratory 
for testing tire materials and con- 
structions and because advertis- 
and publicity involved. 

Although Firestone sells every 
one its racing tires, company 
officials say they little better 
than break even financially. 
this respect, Firestone differs 
from the European tire makers 
who have contracts with most 
drivers who are given their tires 
free, providing they use other 
tires for five years so. 

Asked about how tires for each 
track are engineered, Hershey said, 
“Bach track has different character- 
istics, it’s important develop 
the tire that will the best job 
each track. 

not sufficient just study 
the specifications each track. 
experimentally build several types 
tires which think might 
the best job. Then you have drive 
these tires the track involved. 
The characteristics the tires that 
performed best are then combined 
the tire eventually produced for 
this track.” 

illustrate, said the high 
speeds and flat banks are the big 
problems Indianapolis. keep 
the cars from sliding and hitting the 
walls the turns, it’s necessary 
make tire that has square 
shoulder the inside and round 
shoulder the outside—the side 
closest the wall. 

* 

THE other hand, the Daytona 

Beach (Fla.) track requires 
tires that are cool-running and 
have high strength resist the cen- 
trifugal force and great heat caused 
the fact that Daytona high- 
speed track with banks. 

said these turns put two 
(twice the force gravity) 
load tire. Because the 
sand here, the tire needs extra 
abrasion resistance. 

tire made cool-running 
through the use nylon cord and 
special rubber compounding and 
reducing the mass tire through 
the use less tire tread—as little 


Incidentally, Robson, director 
Firestone’s tire development, said 
that almost all racing tires use 
fabric because “has better 
high-speed potential.” 

Hershey said tires developed for 
the Darlington (S. C.) track were 
Similar those used Daytona 
except that they needed longer life 
and more nonskid—more tread. 

* 


COURSE, the type tire also 
varies with the type vehicle. 
Dirt tracks also need more ‘ag- 
open tread that will bite 
into the dirt and take hold. usu- 
ally use tires that have grooves run- 
ning across and down the tires, 
forming parallelograms that resist 
sliding.” 

Tires for the sports car races 
Sebring, Fla., must devel- 
oped handle right and left 
turns, well wet and dry 
Weather. This demands exactly 
the right compromises the 
treads and other features. 
Tires developed for hill-climbing 

events Pike’s Peak require one 
Principal characteristic maximum 
traction hold the car the 
and dirt. Tire life minor 
concern, and set tires 
completely worn out the 12-to- 
run, the driver doesn’t care 

Hershey said, “Most our driv- 
are professionals and they’re 
buy new set tires 
for every race, They’re out win.” 

the most interesting jobs 
that his engineers face the 
development tires for racing 
the Bonneville (Utah) Salt Flats, 
where England’s John Cobb set the 
land speed record 394.2 

miles hour 1947. 
Bonneville tires need main- 


tain great directional stability and 
must resist tremendous centrif- 
ugal force. However, wear 
problem here and consequently 
the tires are built with practically 
tread. There’s little wear be- 
cause the salt usually has film 
moisture that protects the tires. 

major project for the Firestone 
team the development tires 
for the world’s first jet-propelled 
race car that will attempt break 
Cobb’s record later this year. The 
being built Dr. Nathan 
Ostich and Ray Brock, technical 
writer. 

Probably the toughest assignment 
for Hershey’s men was produce 
tires for the 500-mile race Monza, 
Italy, 1957 and 1958. The experts 
predicted that Firestone had bitten 
off too much, since speeds Monza 
reach 170-plus miles hour. 

The engineers produced tires for 


both years and thanked Firestone 
for the tires. 
+ 
38-degree banks and high 
speeds Monza required tires 
that would resist centrifugal force 


and that had rigid sidewalls re- 


sist the deflections, Also, they were 
initially, building 68-70 pounds 
during the race. 

Incidentally, racing tires gen- 
erally have tubes because the 
drivers won’t take chance 
leakage around the wheels. Also, 
Indianapolis the cars have 
magnesium wheels and the air 
sometimes permeates through the 
metal. 

Hershey and his staff are looking 
forward the time when the Euro- 
pean and American racing officials 
can get together and decide 


single type engine. Then, world 


championship auto race could 
held. 

Currently, racers are hold- 
ing out for the Indianapolis size 
engine (255 cubic inches), and the 
Europeans are holding out for 
smaller 231 cubic 
inches. 


MAGNESIUM 


Checking Tire Temperatures— 

Mel Hershey, Firestone manager passenger and racing tire engineering, checks 
the tomperature race car tire high-speed track Monza, Italy. the left 
McCrary, field manager racing division. The driver the late 
Pat 


MAGNESIUM DELIVERS MORE 
DIE CASTINGS PER POUND! 


pounds magnesium make... 


This means getting substantially more for your money 
when you choose magnesium die castings. You get more 
volume per pound! You get more die castings per pound! 
Reason: aluminum 50% heavier than magnesium—zinc 


times heavier. 


You save production 
usually die cast 50% 
that die casting units 


costs, too, because magnesium can 


faster than aluminum. This means 


can produce much Mag- 


nesium can machined faster too, with less wear tools. 


Save three—weight, production time and manufacturing 
costs—and get more die castings the bargain choosing 
magnesium for your die cast components! For more infor- 
mation check with your die casting supplier write to: 
Automotive Development Engineering, Magnesium 
Department, 1101U2-29, THE DOW CHEMICAL COMPANY, 
Fisher Detroit, Michigan. 


magnesium gives you fast production! The fact that magnesium can die cast faster means you 


not only get more die castings per pound with magnesium, but you get more flexible production schedules, too! 


See the “DOW HOUR GREAT MYSTERIES” NBC-TV 


THE DOW CHEMICAL COMPANY MIDLAND, MICHIGAN 


pounds aluminum make... 
0 


Here’s what dealers states 
The letter below and the statements tractive 365-day outdoor showroom. Read 
following page are representative the enthu- Childers Carports actually pay for 
siastic letters Childers receives from your savings clean-up costs and light bills. 


friends every day. Read how they rate Childers why Childers Carports are the most 
Carports their own words. Read how Childers revolutionary concept the history 
Carports turn ‘just another lot’ into door car display! 


Chas. Marshall 
Marshall Motors, Dixon, 


Read how Childers Carports earn extra 
profits for him, they can for you. 


ports illustrated this displays and buildings. And because they’re all steel, them. The glamorous, all-weather protection 
Marshall Motors’ lot. Childers Carports Childers Carports, with minimum maintenance, Childers Carports keeps you open for business 365 
are architect-designed harmonize with existing will look new and modern years after you install days year and cost only pennies per car per day! 


Chas. Marshall representative 
states who are going after extra sales and 
profits with Childers Carports! 


Your prospects gladly pay 
more for cars that are protected. 
And Childers Carports give look 


Your best cars look better 
under Childers Carports. And your 
cars sell faster because Childers 
Carports attract more prospects! 


Even blistering hot 
days, your prospects can shop 
and buy cool comfort under the protec- 
tion Childers Carports! 


Childers Carports protect 
po ney me ars 
your cars from snow, rain, dust more 
any car dealer have for installing 
any urs arports his lot? 
best investment you can make 
modern styling for your lot. Childe 
Pp r years: Chas: 


This letter typical dealers’ comments about 
Childers Carports. Thank you, Mr. Marshall 
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Ind. “Our Childers Carports are 
want install another unit!” 
—Hoover Motors 


Ohio. “Every day’s selling day 
the all-weather protection our car- 
ports!” —Donaldson Mtrs. 


lowa. “We are happy with our 
Childers Carports, are ordering 


Motors 


more 


Houston, Texas. Bland-Willis Cadillac wanted 
the most attractive protection available. 
they chose Childers Carports. 


West Point, Ga. Childers Carports Valley 
Chevrolet help pay for themselves sav- 
ings clean-up costs alone. 


Ark. Trucks and cars always 
stay clean and attractive the handsome 
Rye GMC-Pontiac lot. 


CHOICE TRIM STYLES 


Childers Carports are now available lux- 
Continental sleek Thinline trim 
style. Childers Carports with Thinline Trim 
the slimmest, trimmest lines any 


the world. 


Carports with Continental Trim 
your lot commanding look dignity 
stability. 


Choose the trim style that suits 
your lot best for big extra profit! 


| 


— 


Carports days, know invested very 


wisely!” —Buck Buick 


Pottstown, Pa. continually com- 
pliment our attractive Childers Car- 
ports.” —Nagle Motors 


Caney, Kans. “The carport big asset 
our used car lot. Attracting lots atten- 
tion.” —Toner Motors 


Medford, Ore. Lea Motors shows their cus- 
tomers they care for their cars protecting 
them with Childers Carports. 


Fredericksburg, Va. Young Motors attracts 
more and better prospects with their easy- 
to-install Childers Carports. 


Monroe, La. “Our greatest asset! Absolutely 
heat attracted Childers Carports.” 


Walla Walla, Wash. “In bad weather our 
attractive Childers Carports are invaluable!” 
—Graves-Anderson 


Grants Pass, Ore. “We are 100% satisfied! 
definite advantage all kinds weather.” 
—Kelt Chevrolet 


Sparta, Mich. Snow time selling time for 
Johnson Bros. Ford thanks their low-cost 
Childers Carports. 


Oneida, Van Vleet 
Carports will give all-weather protection 
and beauty for years. 


Elizabethtown, Ky. night, Childers Car- 
ports make Pate Motors lot exciting 
showcase. Cut lighting costs! 


Dover, Del. Architect-designed Childers Car- 
easily harmonize with Schwartz 
otors’ building. 


Let The All-Weather Protection Childers Carports 
Earn Extra Profit For You For Only Pennies Day! 


Every car dealer knows, “If you want 
them buy, keep their feet dry!” And 
Childers Carports are the most inexpensive 
and profitable way the world keep your 
cars and prospects protected from unpleas- 
ant weather. 


Add Color Continental Trim 


The trim Childers Carports factory 
bonderized you can easily paint any 
color pattern you wish when your car- 
ports are erected. 


Red! Green! Stripes! Checks! 

Think the Continental Trim finished 
exciting color. Imagine the impact Chil- 
ders Carports color will add your lot! 
Factory-applied white enamel finish also 
available. 


Take Months Pay 


You can install Childers Carports now 
under Childers 36-Month Finance Plan. Let 
your carports pay for themselves savings 
clean-up and lighting costs plus extra 
profit through increased sales! 

Childers Low-Cost Leasing Plan also 
available. 


Best Investment 


The hundreds dealers who have in- 
stalled Childers Carports consider them one 
the best investments extra profit any 
car dealer could make. 

Childers Carports can earn extra profit 
for you, too! For complete information, fill 
out and mail coupon right, today! 


Childers Pays Freight To Any Dealer in Continental U. S. 


Childers Carports: 


Call any 
dealers these 
pages. Ask them about 
their Childers Carports. 

Bill me. send 
check for the 


Bob Childers 


Look All Your 
Dealer Friends Who 
Are Open For Business 
Every Day This Winter. 


ARKANSAS 

Fort Smith: Glidewell Motors 

Hot Springs: Meredith Motor Co. 
COLORADO 

Boulder: Hollister Motor Co. 
DELAWARE 

Dover: C. F. Schwartz Motor Co. 
DISTRICT COLUMBIA 

Jack Blank Pontiac, Inc. 
ILLINOIS 

Champaign: Parkhill, Inc. 
Chicago: Z. Frank Chevrolet 
Skokie: Fergus Ford, Inc. 
INDIANA 

Bloomington: Barnard Motors, Inc. 
Fort Wayne: Bob Berry Ford Sales 
Wabash: Gus Dorais Chevrolet, Inc. 

Cedar Falls: Erickson Motor Co. 
Davenport: Vincent J. Neu, Inc. 
KANSAS 

Junction City: Sampson Motors 
Yates Center: Cantrell Motor Sales 
KENTUCKY 

Ashland: Troy E. Fairchild Buick 
Lexington: Shug Glenn Buick, Inc. 
MAINE 

Berwick: Reyco Motors 
MARYLAND 

Cumberland: Inc. 
MICHIGAN 

Cadillac: Weidner Motor Sales 

Mt. Pleasant: Johnson Motors, Inc. 
South Haven: Art Overhuel Mtr. Sales 
MINNESOTA 

LeCenter: LeCenter Motors 
MISSOURI 

Carthage: Howard Buick Co. 
Columbia: Nathe Chevrolet Co. 
Jefferson City: Cen. Missouri Motors 


NEW JERSEY 
Garfield: Mide Motors 
NEW YORK 

Niagara Falls: Western Motor Sales 
Sodus: J. J. Boise & Co., Inc. 
Watertown: Kamp’s Garage, Inc. 

OHIO 

Leipsic: Parker Chevrolet Sales 
Massilon: Shaffer Motors, Inc. 
Waverly: Clarence Vallery & Sons 
OKLAHOMA 

Chickasha: Randolph's Auto Sales 
Guthrie: Scrutchfield Motor Co. 
OREGON 

Medford: Lea Motors 

Portland: West Slope Motors 
Roseburg: Sayre Volkswagen 
PENNSYLVANIA 

Johnstown: Cambria Motors, Inc. 
McKeesport: Devereaux Chev., Inc. 
New Castle: Morrison Buick, Inc. 
SOUTH DAKOTA 

Mitchell: Rozum Motor Co. 

VIRGINIA 

Fredericksburg: Young Motors, Inc. 
Newport News: Allen Motors 
WASHINGTON 

Everett: Weidmac Brokerage 

Walla Walla: Jackson-Lowman Motor Co. 
WEST VIRGINIA 

Bluefield: W. R. Keesee & Co., Inc. 
Parkersburg: Dils Edsel Sales, Inc. 
WISCONSIN 

Appleton: Behm Motors, Inc. 
Racine: Buzz Steger Auto Mart 


Mall THIS COUPON 


Childers Manufacturing Co., Dept. 
3620 West St. 
Houston Texas 


Please rush complete details Chil- 
ders Carports, along with list hundreds 
dealers states who have installed 
them, and pictures actual installations. 

you called any dealers these 
pages, send charges with this coupon.) 


Name 
Title 


State 
Make Car 


Check here for information 
Childers 36-Month Finance Plan 
Childers Low-Cost Leasing Plan 


and Protect 


your 


the investment 


car 


with BLUE CORAL Treatment 
the treat- 
ment known the world over 

for its enduring protection 


and present-day fini 


QUARTE; 
A R Op 4 


AVAILABLE ALL CAR DEALERS 
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development projects for the Ger- 
man air force and navy. 

mere ivory-tower theorist, 
has down-to-earth understanding 
car’s ride, handling and per- 
formance developed during many 
years competitive racing Ger- 
many for some the automobile 
companies which was em- 


P-D-V Conducting 


Council Sessions 


DETROIT. Plymouth-DeSoto- 
Valiant holding its first factory- 
dealer council meetings since its 
formation new division last 
summer. Conference meetings are 
being held three levels—district, 
regional and national. 

About 120 district meetings were 
scheduled during the week Feb. 
15, Eighteen regional meetings 
were held during the week Feb. 
22. The national meeting sched- 
uled for March 16-18 Detroit. 


POWER its 
selling story 


The ONLY fine car combining weight AND 
Solid bumper bumper chassis. 
Classic styling. Magnificent craftsmanship. 
They get you more traffic, move more units! 
THIS SELLING POWER! 


POWER its 
advertising 


Life, Time, Holiday, Newsweek, News 
Program backed “THE IDEAL AD- 
DEAL”, finest co- the Industry! For 
every $1 .00 spent lly by a Dealer, he 
gets $3.00 worth Local Advertising. THIS 
ADVERTISING POWER! 


POWER its 


service, parts 
training 


Regional Networks covered 
Sales Service Training Personnel. Fac- 
tory Engineering Personnel available to 
trouble shoot wherever necessary. Com- 
lete supply of parts—strategically ware- 
joused—assures immediate and fastidious 


attention. THIS SERVICE POWER! 
POWER make 
profits for you 
DATSUN the BEST VALUE any import 
car America! Your Protected Fran- 


chise gives you a good mark-up, requires 

investment, adds increased profits 

with almost no extra overhead. THIS IS 

PROFIT POWER! 

Mr. Distributor 
Please send confidential details the Profit Protected 
Franchise available for area! 


DISTRIBUTOR. 


Dr. Wagon. ONLY $1818. 2268 Ibs. 
hp, Int. width 47” 


ton pickup. ONLY $1588. 2060 Ibs., 
48 hp, 26 sq. ft. platform. 


SPORTS CONVERTIBLE: fabulous 
car at a fabulous price. Coming soon! 


DATSUN 


Manufactured THE NISSAN MOTOR COMPANY, LTD., TOKYO Since 1926 


DISTRIBUTORS 


Your Name. 
Von WEST: Woolver- MID-SOUTH: CENTR 
Hamm-Young | ton Motors, 5967 | Southarn Dat- | EAST. gee 
Co., Ltd. P.O. Lankershim sun ist. Co., | sun Dist., Ltd. 
Address. Box 2630, "Hono- Bivd., No. Holly- | 1501 Clay St., | 107-36 Queens 
lulu 3. wood, Cal. Houston, Texas | Bivd., Forest 


ployed. 1933 won the 2,000- 
kilometer German road race with 
front-drive car. 
* 

URING his varied career, the 56- 

year-old Winkelmann has work- 
almost every type car and 
car component. For instance, 
worked for four years air- 
cooled diesel engine Daimler- 
Benz. 

Having personally directed the 
development two front-drive cars 
for Adler-Werke and figure 
the development two rear-engine 
cars Daimler-Benz, has 
expert’s understanding the ad- 
vantages and disadvantages these 
vehicles. 

The rear-engine cars were the 
Mercedes 130-H and the Mercedes 

170-H, which had water-cooled, 
four-cylinder engines, closely re- 
sembling the Renault Dauphine’s 
present power plant. Daimler 
dropped these cars the late 
1930s. 


Asked about the relative merits 
the rear engine and front-wheel- 
drive, Winkelmann refused say 
much about his preferences about 
competitors’ cars. 

However, did say “From 
handling standpoint, front-drive 
outstanding, especially regard 
directional stability and wind sta- 
bility. 

“But, with front-wheel-drive, 
you’re limited how high- 
powered the car can be, because 
the ‘load transfer’ from front the 
rear too great with high accel- 
eration. This point 
critical that, opinion, such 
design would not suitable for 
standard-size American car.” 

* * 


Critical Speed Cited 


With Oversteering 


ADDED that oversteering 

car has critical speed which 
the slightest impulse can produce 
“ground loop” that the driver 
powerless control. 

Winkelmann directs staff 
—largely engineers—who have the 
responsibility coming with 
new ideas and new car concepts 
and work them out for presenta- 
tion engineering management. 

The advance development sec- 
tion releases nothing for produc- 
tion, sticking with ideas that can 


Rear Spring— 

This side view the Austin 
horizontally-mounted rear spring. shows 
the trailing arm, spring lever and rubber 
cone spring drum). 


Ride Rubber 
Features Austin’s 


New 850 Car 


(Continued from Page 21) 
immune from tropical 
extremely cold areas barely no- 
ticeable stiffening the springs 
may experienced. 

The Austin suspension was 
developed Alex Moulton, 
Moulton Developments, Ltd., 
company formed 1956 for the 
development suspensions and 
other components for BMC cars. 

This suspension system, which 
has been subjected seven million 
bumps while installed test car, 
was developed Bradford-on-Avon, 
England, the same town where 
Moulton’s great-grandfather devel- 
oped rubber springing for horse 
cars 1852. 

The present Moulton also devel- 
oped the rubber springs 
for the Austin Gypsy. 


used for cars models 
and beyond. 

gest improvements after 
vinced that they’re realistic,” ex. 
plained. “We don’t dream, and 
not research group. work be. 
tween research and product 

His section interested 
gine, body and chassis design, 
though the primary interest the 
chassis and the whole car concept, 
Some work assigned 
ment, although the initiative for 
most projects comes from engineers 


within the section. 
* 


INKELMANN said, “Only 

portion our work reaches 
production, because have 
cover such wide field that 
don’t miss anything. have 
very honest and avoid telling 
management anything that not 
based fact. Just opinion 
good. 

“Of course, we’re happy when 
something comes out our activity 
that shows production. But 
sometimes it’s difficult put 
finger anything ours pro- 
duction—an item goes through 
many phases. always ends 
little different.” 

Asserting that the advance de- 
velopment section had been work- 
ing compact cars since 
joined Chrysler 1950, said 
the section was told come 
with concept for the Valiant 
and into went many the 

ideas developed 
Later, was turned over the 
“Midland Ave. task force.” 

“We use our own judgment good 
deal,” said, “but also watch 
the market research trends very 
closely.” 

* * * 
Gives Prerequisites 


For Good Handling 


result his engineering 

and racing background, Winkel- 
mann acknowledged author- 
ity car “ride” and, especially, 
“handling.” 

Taking ride briefly, said, 
look car something with 
four feet (tires) and four legs (the 
suspension). 

the ability the tires 
and suspensions carry the verti- 
cal load car and isolate the 


forces. ‘Handling’ the ability 
the car’s tires and suspensions 
support the car laterally.” 

Good handling can built into 
car combining such funda- 
mental factors as: Car concept, 
weight distribution, suspension 
characteristics and geometries, 
tire characteristics and the loca- 
tion the aerodynamic center 
pressure. 

said these five basic require- 
ments which must given proper 
attention assure satisfactory han- 
dling: Cornering ability, directional 


stability, wind stability, response 


driver’s commands and “feedbacks,” 
which informs the driver condi- 


tions the car’s footprints. 
a * * 


analyze handling and put 
mathematical terms, said: 

“We all this that can 
predict paper before the car 
built exactly how the car will han- 
dle. This has been proved and 
over the past.” 

Winkelmann, who 
plished many things and may ac- 
complish many more, appears most 
proud one thing—the fact that 

* 


# 


Teaching 
trainee pushes numbered buttons 


‘the Western Design Tutor, automated 


teaching machine, 


§ 
America’s economy import with most 
‘ 
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Dow Helps Makers Pay Research 


Magnesium Takes Giant Step 


official said, magnesium block 
will have somewhat ‘beefier’ 
certain places.” 

factor favor aluminum 
and magnesium, that the wall 
thickness many automotive and 
other parts dictated the cast- 
ing method, rather than the load 
that the parts will have carry. 

Normally, foundrymen say that 
the thinnest sand permanent 
mold casting must least 3/16 
inch thick, while die cast- 
ing often cast thin 90/1,000 
inch. 


(Continued from Page 21) 
cent pure, compared the 99.95 
percent purity Alabama’s mag- 
nesium. The alloy used 
the auto makers contains per- 
cent aluminum and one percent 

willingness cut its mag- 
nesium price apparently based 
gamble that this cut will lead 
expanded demand for mag- 
nesium that will result lower 
production costs. 

What happens the price 
years hence will decided the 
future. However, comforting “ace 
the hole” that the auto makers 
have that with few changes 
the same equipment used for cast- 
ing magnesium also can used for 


casting aluminum. 


HAT does magnesium have that 

makes all this worthwhile? 
And, just importantly, what are 
magnesium’s drawbacks? 

Basically, magnesium has most 
the factors working for that alu- 
minum does, except that magnesium 
only weighs two-thirds much 
aluminum and one-fourth much 
steel zinc. Thus, grey iron 
engine block weighed 300 pounds, 
would only weigh 100 pounds 
aluminum and 66.7 pounds mag- 
nesium. 

Preferring phrase this another 
way, magnesium men say aluminum 
weighs percent more than mag- 
nesium for any given volume. 

lightening car, the auto 
makers can simultaneously in- 
crease its operational economy 
lighter car uses less gasoline) and 
its performance lighter car has 
more pep.) Also, when the engine 
lightened, the weight savings 
multiply because lighter wheels, 
frames, suspensions and other 
parts also can used. 

the engine the rear, the 
fact that magnesium only weighs 
two-thirds much aluminum 
can even more important. 

Volkswagen knows this. Its 
crankcase block, transmission hous- 
ing, transmission support bracket, 
steering gear cover, oil pump hous- 
ing and camshaft timing gear all 
are made magnesium. Total 
weight these components: 36.36 
pounds. 


Must Cast Faster 


than aluminum and, therefore, 
must cast faster. Generally, alu- 
minum fed into die com- 
paratively slow rate with lot 
pressure, with momentary boost 
the end the cycle. Since molten 
magnesium more fluid, can 
fed the die faster and with less 
pressure. 

Different melting equipment 


x 
Costs Less Produce 


URTHERMORE, there belief 

among some people that mag- 
parts can made more 
cheaply than some equivalent alu- 
minum, grey iron, 
and zinc parts. Economies can 
made handling, shipping and, 
more importantly, machining. 

Magnesium can machined 
about percent faster and with 
about two-thirds much power. 
However, under some circumstances 
chips ignite and special 
precautions must taken pre- 
vent fires. Magnesium machining 
also said result greater tool 
life and less down time. 

Since magnesium softer 
metal also more susceptible 
abrasions and scratches from 
dirt sharp corners and wears 
rapidly certain high-load uses. 

important fact that working 
for magnesium and all other non- 
established materials that, since 
aluminum has sold itself the auto 
makers, they are more openminded 
about other materials. 

Said one expert, “Formerly, the 
chief engineers would begin with 
the best way make this 
Now, they preface their 
Temarks with ‘What’s the best ma- 
terial for this item—steel, alumi- 
num, magnesium, plastic, rubber 


* 
magnesium alu- 
minum slightly different 
manner, pound magnesium will 
have percent more volume than 

pound aluminum. 

Thus, many cases one pound 
magnesium (at 30.7 cents 
Pound) could the same job that 
pounds aluminum (costing 
could do. 

While the ultimate and yield 
Strength magnesium about 
equal aluminum, magnesium’s 
only about two-thirds 
that aluminum’s. Without 
rigidity, part distorts and can 

ecome non-functional. 

For equal rigidity,” one factory 


necessary for magnesium casting, 
although the same casting equip- 
ment can always used and the 
same dies often can employed. 
possible arrangement is.to have 
magnesium pot one side 
casting machine and aluminum 
pot the other side—for casting 
both metals alternate days. Gen- 
erally, however, this would not 
practical. 

important question involves 
the comparative corrosion resist- 
ance the two metals. Magnesi- 
more active metal, but 
inexpensive finishing techniques 
have been developed the past 
couple years that reportedly 
are very satisfactory. Some mag- 
nesium applications will require 
painting; some will need chemical 
treatment, and some will remain 
bare. For example, part re- 
ceives road splash, may require 
protective coating. 

Related this problem the 
question magnesium’s compati- 


j 


Chevy's Magnesium— 

The blades this variable-pitch 
stator from ‘60 Chevrolet Turboglide 
transmission are made magnesium. 

* * * 

bility with current antifreezes. 
Dow spokesman, while withholding 
comment magnesium’s future 
general, did say that magnesium 
engines need not necessarily air- 
cooled. noted that his firm has 
available anti-corrosive coolant 
that would suitable for mag- 
nesium engines. 

Other engineers philosophically 
say that current antifreezes are just 
suitable for magnesium they 
are for aluminum, indicating 


entirely suitable for 


slight lack conviction that they’re 


either, yet. 


authority said magnesium 


engine “might might not 


compatible with aluminum en- 
gine antifreeze.” However, point- 


out that magnesium, like steel, 
most affected acids, while al- 


caustics most seriously 


affect aluminum. 

slight weakness magnesium 
die castings that they have 
greater tendency porosity than 
many other die castings. This im- 
portant the case engine 
and some other parts, but the ex- 
perts claim that this can 
come inexpensively impregnating 
the engine during manufacture— 
done with aluminum engines. 

preparation for the antici- 
pated increased demand for mag- 
nesium products, Dow recently 
moved into new magnesium and 
aluminum die casting plant 

Bay City, Mich. Dow has had 

smaller magnesium casting 

ation Midland for some 

years. 

year ago, magnesium was 
years behind aluminum. Now it’s 
believed only about eight years 
behind—and the gap closing 
accelerated pace. 


eye view extra sales point... 


the luxury and practicality 
upholstery Pont Nylon 


knows all about cylinders and carburetors. But she keeps eye out for style and 
value. That's why wise alert her when the fabrics are made Pont Upholstery 
Nylon. (This easy do, too, with three out four new models featuring upholstery 
containing nylon.) Chances are enjoying nylon upholstery her home right now. 
She knows, firsthand, about the durable beauty its lasting luxury, and 
round comfort. Speak her help get the message across him! 
BETTER THINGS FOR BETTER LIVING 
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- THROUGH CHEMISTRY 


Enjoy THE DU PONT SHOW WITH JUNE ALLYSON—Mondoys ot 10:30 p.m., EST, on CBS-TV 
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FORD FAMILY FINE CARS CLEARINGHOUSE NO. 176 SERIES 
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WHY FLEET SALES 

OFFER YOU 

BIGGER PROFIT POTENTIAL 
FORD DEALER 


Profitably speaking, pays off big after Ford Fleet Sales. Why? Simply this: 
You, Ford Dealer, stand cash-in the ever-growing profit potential offered 
this market. Profits that hand-in-hand with Volume Parts Sales and added 
Service Business. There’s profit too. Just consider that every fleet driver, 
through familiarity with Ford products, prospect for the purchase new 
used Ford his family car. 


Taxi, Leasing, Commercial Fleet and State, County Municipal Vehicles—each 
these tremendously large markets open top selling opportunities you may never 
have considered. Financially, well worth investigating these markets your area. 


Ford Motor Company goes all out assist you locating, selling and servicing 
Fleet accounts. 


There are Ford Fleet Sales specialists every Regional and District Sales 
Office who directly help Ford dealers developing fleet sales. 

Regional Fleet Service Engineers are available train fleet owner mechanics. 

fleet prospect wishes specially designed engineered vehicles, Ford Divi- 
sion will see that every feasible specification adapted. 

Vocational literature outlining Ford specifications available aid you 
securing fleet business. 


There are many other profit Ford Fleet selling. urge you investi- 
gate fully. Simply contact your local representative write Fleet Sales Department, 
Ford Division, Ford Motor Company, Dearborn, Michigan. 


Another reason why it’s great dealer the Ford Family Fine Cars. 
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FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


FORD FALCON THUNDERBIRD MERCURY LINCOLN 
LINCOLN CONTINENTAL ENGLISH FORD LINE 
TAUNUS FORD INDUSTRIAL ENGINES 

FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS 
FOR THE SPACE AGE 
FORD MOTOR CREDIT COMPANY 


THE AMERICAN ROAD 
DEARBORN, MICHIGAN 


COMPANY 
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for Lifetime 
Corrosion-Resistance 


Beatnik phraseology right the mark describing 
stainless steel brightwork. It’s not gone, because 
provides greater corrosion-resistance than 
any other trim metal. 

The reason, course, that stainless solid. 
never requires protective decorative coatings 
enhance its corrosion-resistance. Never needs plating 
painting. Stainless lustrous beauty will 
never fade from sun weather. stays bright for 
life despite long use. 

Know the stainless steel brightwork your product. 
Then sell the not gone corrosion-resistance that only 
steel can provide. 


This Stainless STEELMARK the American 
Steel Industry identifies products made 
stainless steel. Look for the product you 
buy. Place the product you sell. 


REPUBLIC STEEL 


STEEL 


Technical 


John Copeland, for years 
active the management the 


Ottawa plants Libbey-Owens- 
Ford Glass Co., has been named 
plant manager Ottawa, IIl. 

succeeds Nickerson, who 
headed the plant years. Nicker- 
son now special assistant 
Curtis Davis, executive vice- 
president, production. 


Sternberg Joins White 
Chief Engineer 
Sternberg has been ap- 


pointed chief en- 
gineer White 
Truck Division, 
White Motor Co., 


Cleveland. 


Exton, Pa. 
came White 


E. R. Sternberg 


Motor Co. when White purchased 
Sterling 1951. 


* +* 
Sanders Elects Rowen 


George Rowen, 41, has been 
elected manufacturing vice-presi- 
dent, newly created post, the 
board directors As- 
sociates, Inc. 


Two Others 
Promoted Dana 


Expanded engineering programs, 
especially the 
research and de- 
velopment area, 
have occasioned 
three key person- 
nel changes 
Dana Corp., To- 
ledo, according 
Douglas, 
engineering vice- 
president. 

Mazziotti 
has been named 
search and development, while 
Myron Schall and Orville 
Phelps have both been appointed 
assistant managers this function. 

Alcoa Transfers Dunn 


Howard Dunn has been named 
manager Aluminum Co. 
America’s process development lab- 
oratories New Kensington, Pa. 
formerly was manager Al- 
coa’s Cleveland sales development 
division. 


* * 
Anderson, Test Engineer, 


Retires Alcoa 


Russell Anderson, chief test 
engineer Aluminum Co, 
America’s Cleveland develop- 
ment division has retired after 
years service. John Long, 
Anderson’s assistant since 1951, 
replaced him chief test engi- 
neer. 

Anderson joined Alcoa 
Cleveland 1934. Since 1949 
has been responsible for the im- 
provement mechanical design 
aluminum products through 
experimental stress analysis. 

x 


Designers Elect Doner 


Creston Doner, director de- 
sign and color Libbey-Owens- 
Ford Glass Co., has been elected 
president the Industrial Design- 
ers’ Institute. Other officers are 
John Griswold, New York, chair- 
man; Leon Gordon Miller, Cleve- 
land, executive vice-president; 
Theodore Clement, Eastman 
Kodak Co., Rochester, Y., secre- 
tary, and Eugene Bordinat jr., 
M-E-L chief stylist, treasurer, 

of 


Price Gets New Post 


Harrison Price has been ap- 
pointed operations manager 
Chevrolet’s Powerglide automatic- 
transmission plant Parma, 
had been general superintend- 
ent production the manual- 
shift transmission plant Sagi- 
naw, Mich. succeeds Harry 
Whitmer, recently promoted 
manager the division’s spring 
and bumper plant Livonia, Mich. 

Fisher Names Pearson 


Carl Pearson has been appointed 


Sternberg joins 
the division after 
three years 
chief engineer 
the company’s 
Autocar division 


from Sterling 
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Personnel 


engineer-in-charge the newly 

formed machinery and equipment 

department Fisher Body division. 


Robert Bosch Names Two 


Harry Drescher has been 
elected vice-president Robert 
Bosch Corp. and will head the engi- 
neering division, William Finnell 
‘been appointed manager the 
manufacturers sales division. 

* * 


Barth Joins Malloy 


Charles Barth has joined Dan 
Malloy Co., Philadelphia, manufac- 
turer chamois, sponges and 
lambswool products, and will act 
initially plant manager. Barth 
was formerly sales manager 
Dreuding Brothers, chamois maker 
Goldsboro, 

* 


Fuller Promotes Stull 


Frederick Stull has been promot- 
factory manager Fuller 
Mfg Co., subsidiary Eaton Mfg. 
Co. Stull succeeds Merle Payne, 
who retired after years with 
Fuller. 


NAPCO Ups Vlancsin 


Louis has been ap- 
pointed manager the Minneapolis 
plant NAPCO Industries, Inc. 
has been plant manager 
NAPCO’s Detroit Bevel Gear Co. 

+ 


Eaton Appoints Swanson 


Swanson factory manager 
Eaton Mfg. Co.’s valve division has 
been announced. Swanson, who 
joined Eaton Jan. 1958, has 
been the division’s engineering 
manager. 

* * 


Johnson Elected 


Adolph Johnson has been elected 
vice-president charge the 
Hazleton (Pa.) operations High- 
way Trailer Co. succeeds 
Betrone, who has assumed broader 
duties manufacturing engineer- 
ing. Johnson had been manager 
Highway’s Edgerton (Wis.) plant. 


Chrysler Names Shawe 
plant manager the Chrysler 
Corp. St. Louis assembly plant has 
been announced. succeeds 
McLeod, who has resigned. 
a * 


Houdaille Ups Reiff 
Joseph Reiff has been appoint- 
manufacturing engineering vice- 
president for Houdaille Industries, 


Inc, 


Ford Promotes 
Four Engineers 


Ford has announced four major 
appointments its product engi- 
neering office. They are: 

Copp, assistant chief engi- 
neer—truck product engineering; 


D. N. Frey 


Copp 
Frey, assistant chief engineer 
—car product engineering; 
Hooven, assistant chief engineer— 
light vehicle engineering, and 


Misch, executive engineer—current 
car product engineering. 

With Ford since 1946, Copp has 
served number key execu- 
tive engineering posts prior his 


present assignment. Frey formerly 
was executive engineer, car product 
engineering, while Hooven’s former 
position was executive engineer 
light vehicle engineering. Misch 
joined the company 
engineering position 1957. 
* * 


Newtson Promoted 


Central Foundry 

Promotion Robert Newtson 
plant manager 
its Fabricast 
plant Bedford, 
Ind., has been an- 
nounced Cen- 
tral foundry divi- 
sion, General Mo- 
tors. Newtson 
formerly was pro- 
duction manager. 

With Central 
Foundry since 
1948, Newtson re- 
places Edgar A. R. L. Newtson 
Wondracheck, who has been trans- 
ferred GM’s overseas operations 
announced later. 


* 
SAE Honors Huebner 


The Buckendale Award, one 
the top national awards the So- 
ciety Automotive Engineers, has 
been presented George Hueb- 
ner, executive engineer research, 
Chrysler Corp. 


* * 
Braun Named Works Chief 


Foundry Division 


Elmer Braun has been ap- 
pointed works manager General 
Motors’ Central Foundry division, 
Saginaw, Mich. He. formerly was 
manager ferrous metals opera- 
tions. The division has plants 
Saginaw, Danville, Defiance, 
O.; New Bedford, Ind., and Jones 
Mills, Ark. 

Robert Newtson has been 
named manager Central Foun- 
dry’s Fabricast plant New Bed- 
ford, Ind. has been with the 
division since 1948. 

* 


* 
Schmidt Joins Delman 

Delman Co., Detroit, manufac- 
turer automotive accessories, has 
appointed William Schmidt man- 
ager its plant Cookeville, 
Tenn. formerly was with Ford 
Motor Co.’s purchasing department. 

* * 


Huck Appoints Burgess 
Virgil Burgess has been named 
vice-president and controller 
Huck Mfg. Co., Detroit, producer 
fasteners and related installation 
tools. formerly was with Chrys- 
ler Corp.’s missile division. 


Dr. DeWitt Named Lab 


Dr. Thomas Ward DeWitt has 
been named manager the chem- 
istry department Ford Motor 
Co.’s scientific laboratory. 

* + 

Buhr Promotes Bournias 

William has been named 
chief engineer Buhr Machine 
Tool Co., Ann Arbor, Mich. Bour- 
nias, who will responsible for 
all engineering work and engineer- 
ing personnel, has been with Buhr 
since 1956. 


Gage Wins Promotion 


Autolite Engineering 


James Gage has been named 
chief engineer for ignition and con- 
trols for the electrical products di- 
vision Electric Autolite Co. 

His appointment and the addition 
several other engineering person- 
nel the division engineering com- 
plement were announced part 
overall intensification the 
division’s product improvement pro- 


gram. 
* * * 


Livingston Promoted 


Ira Livingston has been 
executive vice-president 
charge sales Chemclean Prod- 
ucts Corp. 


* + 
Kaydon Names Oehlhoffen, 


Bujold New Positions 


Two executive 
have been named Kaydon Engi- 
neering Corp.—J. Frank 
and Frank Bujold. 

Oehlhoffen, who has been vice- 
president and sales manager, 
charge product develop- 
ment. Bujold, who has been 
eral manager the Frauenthal 
division, will assume responsibility 
for manufacturing, purchasing and 
engineering Kaydon and 
tinue charge Frauenthal. 


JUST 


JANUARY 1960 CIRCULATION 
PHILADELPHIA DAILY NEWS 


Gain 115,763 Circulation Only Two Years! 


From January 1958 January 1960, circulation the PHILADELPHIA 
DAILY NEWS has zoomed from 159,474 275,237. All without contests, 
premiums, giveaways any kind—accomplished editorial 


excitement, editorial excellence. 


And under the stewardship Triangle Publications, Inc., which acquired 
the tabloid DAILY NEWS just two years ago, 


1,425,289 line gain only one year! 
The most spectacular linage increases have come those advertising 


categories which interest our young, responsive audience. 


This on-the-scene verdict readers and advertisers excellent proof 
that DAILY NEWS vitality, its bonus growing circulation, backed 


local sales strength, give you more for your advertising dollar. 


afternoon newspaper, published Triangle Publications, Inc., Walter Annenberg, Pres. 
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Equipment Corp., 2429 Burdick St., Kal- 
Mich., has announced device 
that said determine the tension 
automobile belt seconds. Called the 
Borroughs belt tension dial gauge, this 
device enables adjustment belt tension 
manufacturer's specifications, thus assur- 
ing maximum operating efficiency the 
belt-operated accessories, said. 
The gauge inches long, and con- 
sists aluminum alloy body, plunger 
operating against coil spring, dial, 
and arms yoke the other 
end that engage the 


Corp., 523-539 
Kent Ave., Brooklyn 11, Y., has an- 
nounced line approved Class Reflex 
reflectors. The reflectors are available 
four models covering every trucking need. 
Included the line are two aluminum 
models, No. flush type and No. 
armored-guard type. Also offered 
armored-guard type steel, No. 
Rounding out the line the No. 3T2 
end thermoplastic resin. All 
models feature 3-inch, shatter-resistant 
acrylic plastic lens, 


RUBBER RIVET GUN—A rivet gun de- 
signed discharge many sizes rubber 
rivets repair tubeless tires heavy 
industrial types has been announced 
Fromberg Co., 8949 Reseda Bivd., North- 


ridge, Calif. The tool said cement 
specially cured rubber rivets puncture 
seal the inner lining, then removes the 
empty cartridges. The rubber rivets are 
power packed into metal cartridges the 
factory. All common punctures can re- 
paired the wheel, said. 


Car Upholstery Cleaner 


Introduced DuPont 


Jet Clene upholstery 
cleaner has been added the du- 
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NEW PRODUCTS 


Pont No. line car care prod- 
Nemours Co., Inc., Wilmington, 
Del. 

Whisked and off with sponge, 
damp cloth brush, restores 
vinyl, leather, pile fabric and plas- 
tic upholstery and removes grime 
and stains with minimum ef- 
fort, the firm said. 

+ * 


* 


DEGREASING BOOTH—A compact de- 
greasing booth has been announced 
DeVilbiss Co., Toledo The leg-type 
booth requires 3-foot space and 
can used for degreasing, mist oiling, 
cleaning and touchup painting, said. 
exhaust system carries off fumes and 
recovery system provides substantial sav- 
ings the solvents used for cleaning. 
If air is not already available, a compres- 
sor can mounted beneath the booth, 
requiring additional area. Tests show 
that the jet spray provided cleaning 
spray gun assures penetration the sol- 
vents into all areas requiring cleaning; 
provides flushing action, and removes 
dirt, grease and gummy deposits, 
claimed. 


BACK REST Mitchell Mfg. Co., Fort 
Smith, Ark., has introduced the Travel- 
Lounger back rest for automobiles. The 
unit said provide comforting support 
during cat naps long car trips. also 
gives lounge chair comfort for sitting, 


RIDGE REAMER — Ammco Tools, Inc., 


EVAPORATOR—An evaporator for auto- 
mobile air conditioners has been announc- 
Eaton Mfg. Co., 739 140th St., 
Cleveland 10, The unit said have 
rattleproof louver design which gives wide- 
angle air distribution, well increased 
back seat cooling. The evaporator includes 
thermostatic clutch control with rapid 
cool down. Another feature said 
manual control which allows cutting out 
the thermostat permit maximum cooling 
dry climates where there problems 
with icing the evaporator surface. 


TUNEUP Inc., 600 
Michigan, Chicago has announced 
its Professional Tuneup Kit. The portable 
unit includes improved 
ometer, combination power timing light, 
volt-amp tester, and cylinder compression 
testing unit. All testing units are contained 
steel carrying cabinet. 


RUNWAY LIFT—A single-post runway lift 
designed narrow and wide-tread 
cars and light trucks has been introduced 
Weaver Mfg. Co., Springfield, The 
lift will accommodate all tread widths from 
inches, said. The lift, rated 
8,000 pounds capacity, features boxed- 
construction its center section, which 
provides the superstructure with extra 
strength and removes tensile stresses 
piston-attachment bolts, claimed. Run- 
ways are 180 inches long and 19-5/16 
inches wide, and have overall width 
77% 


7 

it 


FILES—Gordon Associates, Inc., Derby, 
Conn., has introduced line 
Kleen” files for use soft metals, hard 
metals, wood and plastics. The files are con- 
structed that less than minute 
person can remove most of the accumula- 
tion from the file blades, said. This 
done oscillating the wrench which 


2100 Commonwealth Ave., North Chicago,| comes with each file, then tapping the file 


has announced production ridge 
reamer which all modern engine 
blocks including canted, short stroke and 
conventional within its 5-inch range. 
This model 7100 features adjustable cutting 
tension for maximum smooth stock removal, 
said. extra-tough carbide cutter 
said provide removal ridge from steel 
sleeved well cast iron cylinders. This 


bench blow away the particles 
with air gun, claimed. 

Aro Equipment Introduces 


Line Jacks, Car Stands 

line jacks, one-end lifts and 
car stands has been announced 
the Lubricating Equipment 


ridge reamer can moved the Division, Aro Equipment Corp., 


cylinder seconds. complicated ad- 
justments required, claimed. 


Bryan, 
The line includes six models 


Aro hand jacks through tons, 
1%, two and four-ton floor jacks, 
seven models bumper jacks, 
portable one-end lift. 


* * * 


MILEAGE TESTER Tool and 
Equipment Corp., 2429 Burdick St., Kal- 
amazoo, Mich., has announced the 
gasoline mileage tester. The unit consists 
glass container, plastic tubing, 
three-way valve and instruction sheet. 
use, the three-way valve hooked into 
the fuel line between the carburetor and 
fuel pump, the container hung outside the 
car door, the valves set according in- 
structions, and the driving started. 


TAILPIPE repair kits intro- 
duced Grand Automotive Products, Mel- 
rose Park, are designed replace 
rusted broken tailpipes easily and eco- 
nomically. Kits consist heavy gauge, all- 
steel constructed tubing, slotted and flared 
one end for installation with heavy-duty 
muffler clamp. Tailpipe kits are available 
five tailpipe diameters: 1%, 
and 2-inch. Kits are packed six 
carton. 


TACHOMETER—Sender units, relays and 
batteries are eliminated the electronic 
tachometer, announced 
Radson Engineering Corp., Macon, 
Other features are said include extreme 
accuracy, ease installation, choice 
mountings and r.p.m. limits. Operates 
coil magneto. 


REEL LIGHT—Belden Mfg. Co., Chicago 
80, has announced new line cord 
reel lights. They are available two 
three conductors with neoprene jacket 
which gives resistance grease, mois- 
ture, and dirt, said. The light features 
lengths 20, 30, and feet. The entire 
unit may mounted wall over- 
head type installation. 


DISTRIBUTOR—A heavy-duty 
that said give upwards 100,000 
miles major maintenance-free 
has been developed Holley 
Co., Warren, Mich. Named Rotovance, 
available replacement equipment for 
all Ford, Mercury and Lincoln vehicles from 
1955 through 1959 (except Ford 368 and 
430 engines.) Principal objectives the 
design were extreme accuracy ignition 
timing, flexibility calibration and 
ity provide high advances required 
high horsepower engines operating part 
throttle, said. 


FILTER CARTRIDGES—An expansion 
its replacement filter cartridge line for im- 
ported cars has been announced Fram 
Corp., Providence 16, The addi- 
tions (shown above) raise the total re- 
placement cartridges for imported vehicles 
42. Imported cars now covered 
Fram replacement filter cartridges are said 
include the following: Alfa-Romeo, Al- 
lard, Armstrong-Siddeley, Aston Martin, 
Austin, Austin-Healey, Borgward, Commer, 
Daimler, Fiat, British and French Fords, 
Healey, Hillman, Humber, Jaguar, Carrier, 
Lancia, Mercedes-Benz, Metropolitan, MG, 
Morgan, Morris, Opel, Peugeot, Porsche, 
Renault, Riley, Rover, Salmson, 
Singer, Standard, 
umph, Vauxhall, Volkswagen, Volvo, and 
Wolseley. 


operated vacuum booster pump for 
creasing the efficiency automotive 
devices has been 
replacement equipment the Carter 
buretor Division, ACF Industries, Inc., 2840 
Spring Ave., St. Mo. The pump 
sold combination with Carter's 
phragm fuel pump. The combination unit, 
constructed aluminum castings, has 
greater capacity without taking any 
more space under the hood than conven- 
tional vacuum pumps, said. Its primary 
function said provide more depend- 
able windshield wiper action, particularly 
for the heavier blades used wraparound 
windshields. 


— 


REGISTRATIONS 


has more 1-car families, more 2-car families, and more 3-car families 
its primary audience than any other weekly biweekly magazine. Actually 
6,198,750 car-owning families all! This year out every families 


will buy and families will account for about 20% all U.S. 
new car sales. Why bypass audience like that? And black-and- 

white page rate per thousand,* there’s need to! 

*TV reaches 427 car-owning families per dollar. Look reaches 213, Life and the Post 199 each. (Figures 


from Starch 1959 Consumer Magazine Report.) 


Circulation guarantee now 7,250,000 
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Announcing the New 


SKYLINE 


FAMILY-SIZE 
PASSENGER SEDAN 


Miles Per Gallon 

Choice Two Engines—70 H.P. 
4-Cylinder OHV 

Completely Undercoated 

De-Dion Type Rear End 

4-Speed Box 

Stainless Steel Trim 

Deep" Cushions 

Safer Visibility 

New Suspension 

Heavy Gauge Steel Body 

6000-Mile Factory Guaranty 
Luxurious Interiors 
Fast—Smart—Comfortable 

More 
Priced Just Above the Lowest 


Full line available including Sedans, 
Station Wagons, Pickups 


Some Dealer and Sub-Distributor 
Territories Still Available 


MILT FRUMKIN IMPORTS 


Distributors, 
2360 Alvarado Street 
San Leandro, California 
1-9172 


CUSTOM BUILT WRECKER; Buick V-8 powered, 180" wheelbase, power 
steering brakes, forward speeds reverse all with torque con- 
verter, booms, tons each, 3-ton boom, winches, fully 


powered, tons. It's new, powerful, beautiful with magnificent cab. Out 
business, must sell; $7,850.00 make offer. 


WILSON ERVIN 


MT. PLEASANT, IOWA 


search Institute. 


aluminum future decades. 


estimated 2,175,000 tons. 
* * 


Inventor Seeks 
Diesel-Fume Cure 


eliminate diesel engine fumes. 


cleaning agent. 
About years ago, Hill designed 
chemical bath filter which manu- 


control valves. 


* * * 
Machine Tool Show 


WASHINGTON.—Over 130 
machine tool companies will display 
more than 1,000, the very latest 
models American-built machine 
tools The Machine Exposi- 
tion-1960, held the Interna- 
tional Amphitheatre Chicago, 
Sept. 6-16. 


* * 


Chesebrough and Delaney 


Win Plaques from SAE 


DETROIT.—Two members the 
Society Automotive Engineers 
received special awards the De- 
troit Section SAE technical meet- 
ing the Horace Rackham Me- 
morial. 

George Delaney, past president 
SAE and currently treasurer 
the society, and Harry Chese- 
brough, president the society 
and general manager Plymouth- 
DeSoto-Valiant division, both re- 
ceived plaques from the SAE 
recognition their outstanding 
work the SAE planning for 


progress committee. 


Care Urged Drawing 


Noise Code 


ST. PETERSBURG.—Calling for 
close cooperation between the Insti- 
tute Radio Engineers and the 
automotive industry, Brooks 
Short, director advance engineer- 
ing for Delco-Remy division 
General Motors, urged caution 
setting standards for radio ignition 
noise suppression two-way radio 
installations, 

Addressing the IRE convention 
here, Short said, “While pos- 
sible design radio gear that will 
render receivers insensitive ig- 
nition interference the cost quite 
high. Likewise, custom-made igni- 
tion noise suppression systems are 
expensive. appears desirable 
weigh the cost the two ap- 
proaches that realistic overall 
system can worked out.” 

* * * 


RTV Process Improved 


WATERFORD, Y.—The prep- 
aration RTV (room temperature 
vulcanizing) silicone rubber has 
been improved and simplified with 
the introduction three new paste- 
type curing agents, according 
General Electric’s silicone products 

‘Travelling’ Octane Booster 


Cures Knock, Socony Says 


NEW testing knock- 
ing engines electronic anal- 
yzer, Socony-Mobil Oil Co. said 
found that some, but not all, the 
were knocking because 
some cylinders were getting bet- 
ter antiknock mixture than others. 

The company said its scientists 
cleared the situation using 


Engineering Briefs 


CHICAGO.—Within years, re- 
covery from scrap will yield ton- 
nages aluminum exceeding the 
nation’s 1959 production the 
metal, according Carl Burton, 
secretary, Aluminum Smelters Re- 


Burton said every product manu- 
factured from aluminum provides 
reserve which, through obsoles- 
cence and scrap recovery, will make 
available ready supply reusable 


forecast that 1990, those 
untapped reserves will total almost 
100 million tons. that year, 
said, scrap recovery will yield 


TORONTO.—George Hill at- 
tempting develop filter 


local muffler manufacturer has 
built mechanism Hill’s speci- 
fications. Basically, it’s cylinder 
with holes each end. the 
fumes are pushed in, they are de- 
flected toward cleaning fluid and 
then pass through screen the 
outlets. The problem find 


factured-gas companies used 
eliminate deposits the circulatory 
system that gummed delicate 


scanner which incorporates 
Sperry Reflectoscope “peers” 
speed over 200 feet per 
Chrysler said. 

Placed between the 
coil steel and the blanking 
chine, which cuts the sheets 
various sizes for the 
processes, searches out lamings 
tions, the term used for dirt 
other impurities steel, 
sprays the faulty part with bright 
colored dye, The spotted steel 
scrapped, 


antiknock additives that travelled 
the engine with the portions 
the gasoline needing octane 
boost. also was found that tetra- 
methyl lead important octane 
booster certain types gas. The 
company has applied for patent 
the development. 


Copper 


the second annual competition 
honor the year’s most outstanding 
contribution the use, application, 
metallurgy copper and copper- 
base alloys has been officially an- 
nounced the Copper Brass 
Research Assn. Winner the 1960 
competition will receive $1,000 and 
bronze award. 


Federal-Mogul Expanding 


Metal-Powders Capacity 


DETROIT. 
Bower Bearings enlarging 
tenfold its capacity produce 
perimental high-temperature 
powders. 

New facilities are being 
the Federal-Mogul division 
search laboratory Ann 
where metal-powder experiments 
and development work have 
conducted for more than 


Metalworking Directory 


NEW YORK.—A total 
plants the metalworking ang 
metal producing industry 
for percent the 
sales, This statistic one the 
findings the new 2,855-page 
alworking Directory published 
Dun Bradstreet, Inc. 

Nearly two years were spent 
selecting the 31,000 plants and 
taining information the 
operations and management staff, 
Dun Bradstreet said. 

* * 


* * 
Budd Delivers Isotopes 


For Atom Study French 


Budd Co. has delivered its largest 
overseas shipment radioactive 
isotopes when turned over 10,000 
curies cobalt the Commis- 
sariat Atomique—the 
French Atomic Energy Commis- 
sion. 

These isotopes will used 
radiation source for studies 
CEA’s Nuclear Research Center 


Saclay, near Paris. 
* * 


New Damping Method 


NEW YORK.—Barry Controls, 
Inc., has developed what calls 
improved method controlling 
shock and vibration. The concept 
involves incorporating new damp- 
ing materials within structural 
members. 


ATA Engineering Sections 


Combined; Kibbee Director 


Trucking Assns. has established 
combined engineering department 
with Lewis Kibbee 
according Ray Atherton, ATA 
general manager. 

The new department will includé 
staff sections concerned with 
motive, highway, and radio 

* * * 


* * 
Industry Urged Support 


Research Parts Failures 


NEW YORK. Paul Lewis, 
spokesman for the American So- 
ciety Engineers, has 
called upon American industry 
support basic research study 
aimed discovering why machine 
parts break down. 

“In era when the failure 
single critical part, space 
rocket, for example, can lead the 
failure multimillion-dollar 
project, can longer afford 
rely upon rules thumb,” 

* 


* 
Silicon Plant Built 


Alabama Reynolds 


SHEFFIELD, Ala.—To handle its 
increasing production silicon 
aluminum alloys for the foundry 
industry, Reynolds Metals Co. will 
build its first silicon plant its 
Listerhill reduction plant near 

Newman, reduction plant 
manager, said electric-furnace op- 
erations would have capacity 
about 5,000 tons silicon metal 
year, Construction expected 
begin about the middle 1960, 
said. 


Auto Executives Named Hosts 


For Tool Engineers’ Meeting 


DETROIT.—Five Detroit 
trial leaders comprise the 
Society Tool Mfg. 
honorary host committee for the 
1960 engineering conference and 
hibit here Apr. 21-28. 

Serving the committee 
Corp.; Malcolm Ferguson, 
dent Bendix Aviation 
Henry Ford II, president 
Motor Co.; John Gordon, 
dent General Motors Corp., and 
George Romney, president 
ican Motors Corp. 

* 


American Zinc Institute 


Meet St. Louis April 


NEW YORK.—The 
Zinc Institute will hold its 42nd 
nual meeting the 
Plaza Hotel St. Louis Apr. 7-8 

Sessions will cover reports 
velopments foreign trade, 
relations the general 
situation, use galvanized 
for prefabricated buildings, the 
stitute’s accelerated research 
gram and trends zinc oxide and 
brass, die castings and rolled 


Ultrasonic Scanner Detects 


Imperfect Steel Chrysler 


DETROIT.—An ultrasonic meth- 
sheet steel has been put into op- 
eration Chrysler Corp.’s Nine 
Mile stamping plant. ultrasonic 


Automation Equipment for Students— 


Detroit's Cass Technical High School the only high school the nation which has 
factory equipment for laboratory instruction students. Donated Chry# 
ler Corp., the seven-stage automated line was installed students with the 
teachers. rear, from left, John Blaschak, instructor; Harry Bentley, plant 
ager, Chrysler engine and Arthur Elges, head the manufacturing 
department, observe senior students their regular session 
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Chicago ‘Tribune salesp Ower 
you greater advertising mileage! 


NEW PASSENGER CAR 


PAPER 


PAPER 


Six days against six, seven against seven, the Chicago Tribune published more 
new car linage 1959 than any other Chicago newspaper. And off fast 
start 1960—104,162 lines new car advertising January, including the biggest 


Auto Show section published any Chicago newspaper. 


MORE ADVERTISING...MORE RESULTS— 


Import Car 


EFFECTIVE 
IMMEDIATELY 


Brown 
Staff Correspondent 


country for several years. 


Until recently, very little has been 
heard about the Skoda this 
coast, where has enjoyed spotty 
career, with little promotion, About 
four months ago Fred Sessler as- 
sumed the distributorship for the 
eastern half the S., and has 


announce weekly 
seminars 


YORK. With Russia’s 
Moskvich stealing 
headlines recently, there ten- 
dency forget that another Iron 
Curtain automobile, the Skoda, has 
been offered the public this 


inthe 


growth new car 
dealer enrollment 
demands rather 
than former schedule 
annual seminars 


Requests from new car dealers, 
schedule attendance CARS Rental 
System’s Seminars the Sun, have 
outpaced expected interest. adjust 
this rapidly expanding enthusiasm 
for CARS method renting, leasing 
and financing, the System’s Educa- 
tional Board more than doubling 
the number annual sessions. This 
move insures that the enrollment 
each Seminar can small enough 
permit individual attention the 
problems each new car dealer 
attendance. 


With the Seminars conducted weekly 
—on Tuesday, Wednesday and 
Thursday—it the hope the 
Board that attendance can limited 
twenty persons. Each dealer can 
thus more active participant and 
leave with more intimate under- 
standing leasing and financing 
relates his own local area. Being 
graduated from small class, will 
also have closer relationship with 
CARS members from other areas 
and gain quick understanding 
the benefits available through this 
nationwide organization. 

The Seminars are under the joint 
sponsorship the University 
Miami and CARS Rental System. 
Sessions are held the Galt Ocean 
Mile Hotel, Fort Lauderdale. 


Phone LOgan 6-4321 
write for reservation 


RENTAL SYSTEM 


Lease Leaders the World 


Box 7126 Sunrise 
Ft. Lauderdale, Florida 


51,273 Copies Sold 


Your Sales owning copy 
“HOW TO GET MORE BUSINESS 
BY TELEPHONE” 
Jack Schwartz, 

America's greatest telephone salesman. 
Now in its 5th printing. 


MAIL THIS COUPON TODAY! 


YOU TOO 


Can Increase 


JACK SCHWARTZ TELEPHONE 
SALES CLINIC AN 2-29-60 
P.O. Box 24491 Village Station 
Les Angeles 24, Calif. 3-6220 
Gentlemen: 
Please rush . copies of "HOW TO 
GET MORE BUSINESS TELEPHONE" 
at once, The price is $5.00 which includes 
mailing cost. 10% discount for more. 

Ask us about our famous 

SMILE MIRROR 


just recently announced adver- 
tising budget some $200,000, 
which will spent variously 
full color magazine ads and large 
space local market newspaper ads 
dealer support. 

Amsko Distributors, the Sessler 
company, has appointed Friend- 
Reiss Advertising, Inc., the 
job. 

Sessler, immigrant this 
country 1947, started his career 
here bus boy Lindy’s res- 
taurant Broadway. 


Today, heading vigorous 
distributorship, with big plans for 
expansion and the addition new 
products which will make their 
debut this country within the 
year. Some the new products are 
revolutionary concept, and may 
add new dimension the auto- 
motive market. 

Sessler’s opinion that the 
“shakeout” marginal importers 
has already begun. his further 
opinion that imports the $2,000 
range already are beginning feel 
the squeeze Detroit’s economy 
compacts. 

ok 
SPITE the general effects 
the “shakeout,” Sessler feels 
that imports during 1960 will run 
some percent higher total 
registrations than they did during 
1959. 

There are some factors which 
may limit the market, however— 
most important which the 
tight money situation which faces 
many distributors. Sessler claims 
that many distributors are having 
difficult time financing their new- 
car purchases because the ex- 
tremely tight money situation 
this country the moment. This, 
feels, might tend limit 
some extent the actual import 
many automobiles this year. 

Before forming Amsko, Sessler 
was the business financing 
the import automobiles this 
country, his opinions the 
subject are fairly well based 
fact. 

Several European banks, 
stated, are beginning interest 
themselves the financing, 
wholesale, imports this coun- 
try, but yet, this interest not 
strong enough pick the slack 
which feels beginning de- 
velop because the money situa- 
tion, 

+ * 

ELLING Iron Curtain auto- 

mobile this country might 

expected have its drawbacks, Ac- 
cording Sessler, several months 
ago there appeared serious 
resistance the Skoda the part 
the public. But more recently; 
has been his experience that this 
resistance has melted and the 
American public appears ac- 
cepting the automobile its mer- 
its. 

cited the excitement generat- 
the recent Miami Automobile 
happening general. 

“We sold automobiles re- 
tail,” said, “and signed new 
subdistributor for the area, who 
has placed order with for 
100 cars. per month for the rest 
the year.” 

all, Sessler has four subdistri- 
butors the moment, and anxi- 
ous find one two more for the 
area under his supervision. At. the 
moment there are dealers for 
the Skoda this eastern part 
slowly more become avail- 
able. 

Sessler feels that there will 
problem registering some 5,000 
Skodas across the during the 
current year. Two hundred dealers 
will handle the task Sessler’s ter- 
ritory. His objective appoint 
dealers slowly, and only those who 


can give adequate assurance 
doing quality service work. 
* 

according Sessler, are 

problem, regular airlift 
parts now operation, assure 
owners quick reliable service for 
all emergencies. The Skoda sold 
here, uses American batteries and 
spark plugs, which assures easy 
maintenance these items, 

the present time, factory pro- 
duction the Skoda Czecho- 
slovakia 350 units per day, which 
will increased 500 June. 


“They are very anxious get 
into this market,” Sessler point- 
out, “so that they will have 
the dollars buy goods here. 
certain that can get what- 
ever percentage that produc- 
tion necessary satisfy this 
market. important them.” 
Although the 100-year-old Skoda 

factory makes four different mod- 
els, only three them are import- 
this country—two sedans and 
convertible. The fourth four- 
door sedan which sold Czecho- 
slovakia taxi, but judged 
unsuitable for this 


The Skoda actually sold 


New... 
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New Outlet Sees Skoda Upturn 


countries the world, with the 
one the last markets has 
entered. For instance, last year 
some 8,000 cars were sold Ger- 
many alone, with South America, 
Canada, Belgium and the Scan- 
dinavian countries making 
big chunk the total production. 
home, there’s 2%-year wait for 
delivery. 
* 

SESSLER’S recommendation 

many changes have been made 
public taste, Better springing has 
been incorporated, together with 
air foam seats, easier gear shifting 
and better transmission. 

late spring the Skoda will offer 
the Hobbs automatic transmission 
$125 option. 

Suggested list prices the 
Skoda start $1,575 and rise 
$2.150 for the convertible with 
both the hard and soft top. The 
dealer discount percent. 
Such things the heater and 
defroster, electric windshield wip- 
ers and all-aluminum engine are 
standard equipment. 

Although the Skoda priced 
with the smallest European com- 


pacts, weighs 2,050 pounds 
stripped, which some 400 
pounds heavier than its smaller 
competition. 

* 

the Lloyd Arabella this 
ket, the newest car from 
West Germany. Through Ara. 
bella Motors, Inc., will bring the 
new four-cylinder automobile into 
the country within the next few 
weeks. will start arrive 
dealer hands next month. 

1960 expects appoint 
about dealers—again only those 
who are willing emphasize 
service. 

The Arabella was the hit the 
Frankfurt show, and today there 
longer waiting list for this car 
Germany than for the Volks- 
wagen, said. 

Sessler feels that will 
about 1,500 Arabellas his eight- 
state responsibility this year. 

* 


Borgward 


following new Borgward 
dealers have been appointed 
Fergus Imported Cars, Inc., 
York: 

Motor Sales, Mentor, 
Jaguar West, Inc., Parma, O.; Ham- 
rock-Saab Sales Service, Inc, 
Canton, Matthews Motors, 
Homer, Y., and Auto Im- 
ports, Wilmington, Del. 


Parts and Accessory Distribution 


Canadian Group 
Reveals Program 


For Convention 


OTTAWA. The program for 
the 1960 Canadian Automotive 
Wholesalers Manufacturers Assn. 
convention March 14-16 has been 
finalized, was reported Thomas 
Whellams, executive vice-presi- 
dent. 

March 14, the marketing and 
research presentation will feature 
work undertaken this committee 
during the year. Some 400 members 
have taken part providing this 
committee with information. There 
will reports automotive classi- 
fications, standardized employment 
and credit rating forms, machine 
shop facilities and merchandise 
bulletin. buffet luncheon will 
follow. 

Five separate study sessions will 
held simultaneously the after- 
noon the following subjects: 
“How can the jobber combat chain 
store competition? Are list prices 
realistic?”—Chairman: Norm Cam- 
eron. “How control credit and 
Yvan 
Beausejour. “Why machine shops?” 
—Chairman: Gaston Trudel. “The 
relationship inventory control, 
turnover and profit.” Chairman: 
John Williams. “Selling the Service 
Station payment sell- 

* ok 


Gerry Gardner. 
The president’s reception will com- 
plete the first day. 


Keynote speaker, Les Thayer, 
general sales manager Belden 
Mfg. Co., Chicago and president- 
elect the Automotive Service In- 
dustry Assn., will address the dele- 
gates March “Trends the 
Automotive Industry.” Also sched- 
uled panel discussion “How 
Attract and Keep Personnel,” with 
George Whiston moderator. 
There scheduled luncheon. 

Wholesalers and manufacturers 
will meet separately the afternoon 
interest their respective opera- 
tions. The manufacturers’ division 
meeting will chaired Jack 
Abel and the wholesalers Lyle 
Cantlon. 

the evening delegates and their 
wives will the guests the City 
held City Hall. 

Association business will dealt 
with open forum March 15. 
Guest speaker the luncheon 
follow, will His Eminence Cardi- 
nal Paul-Emile Leger, Archbishop 
Montreal, who will speak 
“Ethics Business.” 

“Merchandising the Automo- 
tive Aftermarket,” panel discus- 
sion chaired Arthur Eramian, 
heads the afternoon business ses- 
sion. Delegates will also hear the 
president’s report, financial report 
and executive vice-president’s re- 


Prize-Winning Display— 

This photograph shows half prize-winning display the Automotive 
Service Industries Assn. Show New York. This section was designed product 
display area and also had special golf putting green. Every hole-in-one was rewarded 
with prize. The Purolator booth was awarded first prize, the large-display category, 
for being the most colorful and attractive the show. The rest the unit was designed 
for customer consultation and rest area for visitors. 


port. The convention will close with 
reception, dinner and stage show. 
+ 


Denver Plans 
Special ‘Week’ 
For Pacific Show 


DENVER.—When the 1960 
Automotive Show session here, 
March 10-13, Denver officials will 
proclaim the period Automotive 
Week Denver. 

The show, sponsored automo- 
tive wholesalers the Western 
states, Western Canada and Mexico, 
will held Denver City Audi- 
torium. 

Walter Olson, president the 
show, said sponsoring wholesalers 
have received sponsor certificates 
for their stores, stuffers 
ing, advertising seals, window post- 
ers and free trade tickets. 

The PAS annual directors meet- 
ing and ASIA preshow sessions will 
held March 8-9. 

The Rocky Mountain Wholesalers 
Assn. plans short convention dur- 
ing the show and the state conven- 
tion the Independent Garage 
Owners Colorado will also held 
during the show. 


Dallas Show Adds 
Exhibit Space 


space has 
been provided accommodate the 
demands exhibitors for the 1960 
Southwest Automotive Show, 
ager. The show will held 
24-27. 

said several thousand whole- 


salers are expected attend pre- 


show meeting here March 23. 
sociations Oklahoma, Texas and 
Louisiana will have large 
tations, added. 

panel discussion “How Are 
Trade Practices Established” will 
conducted manufacturers 
representatives part the 
vention program, Barnett said. 


* * * 
Narda Names Sales Rep 


WESTBURY, 
Methods Co., Chicago, has beet 
named Midwest sales representa 
tive for Narda Ultrasonics 
producer ultrasonic 
equipment. The firm will cover 
nois, Indiana, Wisconsin and part 


Michigan. 
* 


Names East 


ST. PAUL.—Minnesota Mining 
Mfg. Co. has named the Harry 
ser Organization, 1841 Broadway, 
New York, East Coast distribu- 
tion and sales representative fot 
retail reflective packages. 


Coast Rep 
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New York, handle its 


AUTOMOTIVE NEWS, FEBRUARY 29, 1960 


‘Crusade for 


Auto Advertising 


Fensholt Advertising Agency, Chi- 
cago, will handle advertising for 
the company’s construction equip- 
ment manufacturing divisions and 
subsidiaries. 


New Kit for Dodge Dealers 


For the first time the history 
the division, Dodge has pre- 
pared mid-year kit containing 
local advertising for use dealers 
throughout the country, 

Several new elements have 
been added give dealers great- 
flexibility preparing their 
own advertisements 
campaigns, according 
vertising and sales promotion. 

Radio scripts and transcribed 
radio spots are offered both 
and 60-second versions, Moore said. 
From the kit, dealers also may 
order eight four-column, 500-line 
mats containing price boxes, 
engine information and slogans, 


Martin Whitmyer 
Staff Writer 

“The virus dishonest advertis- 
ing infinitesimal contrasted 
the great body honest advertis- 
ing,” according Ernest Jones, 
president MacManus, John 
Adams, Inc., dishonest adver- 
tising will undermine public con- 
fidence business just bad 
money drives good money out 
circulation.” 

Speaking before the Sales Ex- 
ecutive Club New York, Jones 
said corporation’s best efforts 
national scale can ruined 
evil advertising.” 

Jones urged the best brains 
advertising, business and the vari- 
ous advertising media combine 
what called “crusade for 
advertising decency.” 

Jones suggested the crusaders 
could concern themselves with such 
things 

Telling objectionable advertis- 
ers the harm being done all 
business and the community. 

Serving clearing house 
and investigating body for con- 
sumer complaints, which would 
actively solicited. 

Referring the Better Busi- 
ness Bureau 
who resist moral suasion and, 
cases out and out illegality, re- 
ferring the case legal authorities 
and assisting the prosecution. 

Judging questions taste 
advertising, which, while objection- 
able, not fall into the province 
the Better Business Bureau 
the courts, 


Post City Tour 


The Saturday Evening Post 
with its “demonstrary” 
“Counting the Customers the 
Crowd.” 

The production, which demon- 
strates the usefulness evalu- 
ating media advertising ad- 
vertising page exposure, was 
produced and staged Robert 
Hills jr., Post editorial pro- 


motion manager. 
* * 


Volkswagen Campaign 

Volkswagen kicks off major 
advertising campaign for its trucks 
and commercial vehicles with two- 
page, black and white bleed spreads 
February and March Newsweek, 
News World Report and 
Nation’s Business. Later black and 
white bleed page ads will drama- 
tize truck features. 

The effort totals pages the 
national news magazines this year. 

Volkswagen supplying dealers 
with tie-in materials support 
this campaign local basis. 
Among these are newspaper adver- 
tising tiein mats; truck direct mail 
campaign; series radio scripts 
and film commercials the 
one-minute open end type; counter 
cards and other display material. 


Kohler Quits Curry 

Albert Kohler Co., Old Green- 
wich, Conn., has announced the 
severance advertising counsel 
for Curry Chevrolet and its affili- 
ated companies, effective Feb. 29, 
after six-year association. 

* * 


PC-Mobilboard Renew Pact 


Perfect Circle Corp., Hagerstown, 
Ind., has renewed its contract with 
Mobilboard, Inc., Des Moines, 
for trailer truck advertising. 

The original showing which ran 
Michigan and the Philadelphia- 
New York area 1959 has been 
expanded for 1960 include Cali- 
fornia, and the budget for this 
Medium has been increased, 
Officials said. 

* 


Arabella Hires Agency 

Arabella Motors, New York 
and distributor the 
introduced Lloyd Ara- 
bella has announced the appoint- 
ment Friend-Reiss Advertising 


advertising. 
Koehring Names Fensholt 


Koehring Co., Milwaukee, has an- 
that, effective Apr. 15, 


HIGH QUALITY 


for automobiles 


addition other material, Moore 
said. 
* * * 


Gas Ads Climb, Autos Off 


Gasoline advertising network 
this year more than doubled the 
like period 1959, but automotive 
advertising down 12.3 percent 
from year ago, according fig- 
ures released Television Bureau 
Advertising. 

Advertising for gasoline and lub- 
ricants rose from $2,772,895 the 
first months 1958 $8,459,113 
January-November period 
1959, while automotive was off from 
$48,857,960 $42,835,733, TVB said. 


* * 


Petersen St. Louis 

Petersen Publishing Co. has open- 
advertising sales office St. 
Louis service Missouri, Kansas 
and the South-central states. 

Robert Geist, Petersen’s Chi- 
cago office, will head the new opera- 
tion, with headquarters 915 Olive 
St., St. Louis. 


* * * 


Rambler Returns 


American Motors Corp. co- 
sponsoring NBC-TV’s “Journey 


Understanding” series which one-inch type: like 
covering President DeSoto better!” 

trips abroad, the Summit Meeting Carrying out the ad’s theme, the 
Paris and tours French continued the 
President Charles Gaulle and new 1960 DeSoto’s “racy space-ship 
Soviet Premier Khrushchev. lookin’ lines,” “unibody construction 

The programs began last Satur- “floatin’ cloud” 
day (Feb. 27) and will continue and “quality that’s too good 
through the end June. for ’em.” 

The series marks AMC’s return The represents deviation 
network. television after DeSoto’s established luxury 
three-year absence. advertising theme for 1960—pictur- 


Fram Billboard Campaign sporty, sophisticated, racy, youthful 
for 1960 got under way February 
for Fram Corp., Providence, 
The company’s billboard cam- 
paign the only such promotion Skoda Picks Friend Reiss 
effort the filter industry Amsko Distributors, New York 
runs year-round, importer and distributor Skoda 
Automobiles, has appointed 
Friend-Reiss Advertising Inc. 
DeSoto Switches its Tactics New York, its advertising rep- 
DeSoto took new advertising| 
tack this month with five-column, Media used its adver- 
240-line purporting tising campaign include national 
its own DeSoto magazine pages four-color and 
The pictured the striking, black and white, local market 
age-battered face grizzled old newspapers, automotive trade 
gent, which served back- publications and automotive show 
ground for the following headline publications, 


beauty stainless steel 


Look for the beauty Stainless Steel your new automobile. 
Its bright finish will make your car look better, stay style longer 


and have higher trade-in value. 


other metal offers the freedom design and fabrication, 
economy care and the durable beauty that serves and 


sells like Stainless Steel. 


McLOUTH STEEL CORPORATION, Detroit 17, Michigan 


specify 
McLOUTH STAINLESS STEEL 


SHEET AND 


STRIP 


aller 
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Got news for you, buddy. The car’s OK...and the customer’s right. You bet there’s “funny 


they’re coming from the nylon tires! What you now? Just 
tires made with cord—the quietest, smoothest riding tires ever—and sure cure 
for nylon thump! Every auto maker the country has been specifying tires with TYREX 


TYREX INC., EMPIRE STATE BLDG., NEW YORK TYREX (Reg. U.S. Pat. Off.) collective 


C 


THUMP! 


Quote the facts* about tires made with TYREX cord. It’s the best service you can give 
time like this. matter fact, you could even call act kindness! 


*On top giving more comfortable ride, tires made with cord are: longer wearing, 


cooler running (therefore safer highway speeds), more resistant impacts—as proven test! 


trademark Tyrex Inc. for tire yarn and cord. TYREX tire yarn and cord also produced and available Canada. 


cord for two years straight (on every make and’60 car)—so speak with confidence. 


= 
| 
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Dealers Cite Big-Car, Used-Car 


Larger Sales Seen for Compacts 


(Continued from Page 4) 


dling compact cars report similar 
customer acceptance. 


“The Corvair selling about 
percent our total sales,” 
the sales manager for Superior 
Chevrolet reported, 

new compact cars apparent- 
are not disrupting the fancy 
sales figures being rung 
Rambler and Lark. 


selling many Larks 
ever did,” says Mike Higgins, 
Cincinnati Studebaker dealer. 


Rambler got early foothold 
and stubborn about 
relinquishing it. 

“Our sales are good,” said 
local Rambler dealer. 
the influx compact cars the 
market going help us, It’s 
got people thinking economy.” 

Every dealer surveyed feels that 
time goes the small, compact 
cars will get more and more the 
market. 

The main reason cited, course, 
Was the economy factor. The sec- 
ond reason, dealers say, the cus- 
tomer’s preference for new com- 
pact car over used car, 

* * 


FORD dealer had this say: 
“Everybody wants new car 
regardless what they tell you. 
with payments the way they are 
the compacts, customers prefer 
them used cars. 

“You get longer pay off the 
small car than you used car,” 
added. 

Cincinnati used car dealers, how- 
ever, don’t agree. 

“Our been hurt 
yet,” one used car dealer said. 
“And really don’t think they 
ever will be.” 

Another used-car dealer said, 
“It’s little early tell just what 
the compacts will the used- 
car business.” 

While the compact cars are sell- 
ing fast rate dealers say gross 
profits are not good those 
sales standard cars. 

* * 
the compact cars 
are running about percent 

less than those the standard 
cars,” Ford dealer said. 

Several Falcon dealers estimat- 
gross average profit sale 
$400 $500. Other small-car 
dealers’ estimates were somewhat 
lower, ranging from $250 $400. 
Cincinnati area dealers feel that 
the present size compact car 
small automakers will go. 

doubt that anything smaller 
would safe,” several dealers said. 

Chevrolet dealer commented: 
“If you any smaller you have 
two-passenger car and doubt 
there much demand for anything 
that small. just wouldn’t prac- 
tical for family man 
thing smaller than the present com- 
Heim.) 


* * 


Buffalo 


share the automobile business in| 


Buffalo, according survey 


leading dealers. Even 
not have compact line concede 


that the compacts pose serious 


threat maintenance their unit 


sales. 

While the tremendous initial 
enthusiasm that accompanied in- 
troduction the “Big Three” 
compacts here has subsided, 
has been replaced solid, 
steady buying interest that re- 
sulting consistent expansion 
sales the new compacts. 


the same time, sales older 


compacts, notably the Rambler, 
continue rise. 

These sales compacts represent 
most instances loss business 
larger cars. some cases, not- 
ably two-car families, the compacts 
are being purchased additional 
transportation. But the majority 
sales, say dealers, the compact 
represents the single automobile in- 
vestment for the family. Hence, the 
sale being made the expense 
larger cars. 

Some veteran auto men here look 
upon the strong current interest 
compacts something fad. 
They see bull market compacts 
for perhaps two three years, 
then gradual swing back larger 


cars again after motorists have had 
their fill the smaller models. 


But other dealers expect that the 
compact here stay. They feel 
the day the big car for all classes 
motorists over, They say the 
compact fills need for more eco- 
nomical, easier-to-handle and eas- 
ier-to-park transportation, They 
look for steadily expanding mar- 
ket compacts. 

* 


DEALERS predict that the 
big car going out the pic- 
ture entirely. But they feel the unit 
potential this phase the busi- 
ness due suffer the next 
couple years. and more 
domestic compacts come the 
market, supplemented the num- 
erous makes compact imported 
cars, the market for big cars 
likely contract, felt. 

Most dealers see little need for 
even smaller cars from mak- 
ers. They feel the compacts are 
built about small possible, 
view basic comfort, safety 
and performance needs, They 
feel, however, that compact 
car makers can make greater 
progress economy features 
these cars, achieving better gaso- 
line mileage and reduced main- 
tenance costs. 

The used-car market already 
feeling the effects compacts 
some extent. tending soften 
the price late-model tradeins, 
which are offered about the same 
price levels the new compacts. 
Many motorists who formerly 
shopped the used-car market for 
late models now are turning the 
compact market secure new 
car for the same price. 

Dealers emphasize that the en- 
tire compact-car operation 
still its embryonic stage far 
establishing selling trends 
concerned. They say really too 
early say what effects will 
have the overall market. But 
most signs point mushrooming 
growth demand for compacts 
this year, and probably for year 


* 


St. Louis 


here are sold both 
the present and future 
compact cars, but manufacturers 
will take their advice, they will not 
come out with “miniatures.” 

spot check dozen new 
and used-car dealers finds them 
almost unanimous their opin- 
ions. The compacts will con- 
tinue cutting larger piece the 
percent, according all deal- 
ers 

Should makers come out 
with even smaller cars? Eleven out 
said flatly, “No.” One dealer 
hedged bit and said, “Yes, long 
the Volks continues sell.” 


Dealers are happy with the gross 


Mercury Campaign— 

New York District Lincoln-Mercury Deal- 
ers Assn. has launched intensive news- 
paper advertising campaign behalf 
151 Mercury dealers New York, New 
Jersey and Connecticut. The pictured 


above, one five run within con-|. 


centrated five-week period conveys the 
campaign theme Mercury with 
the PDQ denoting Deal 
and The campaign concen- 
trated 126 newspapers and radio 
stations. 


profits compact-car deals. Three 
said that the profit comparable 
that larger car deal. 
complaints were heard although 
profit reports ranged widely from 
$100 $400. One dealer said profit 
consisted “whatever you can get, 
usually between $100 and $200.” 
* ve 

the sale compacts af- 

fecting the used-car market? 
“It hurts” was the most common 
comment; however, there were some 
exceptions. 

One dealer reported that will 
help the market bringing 
Fords, Chevies and Plymouths 
trade and “we seldom get those.” 
Another said that “specialty” cars, 
such hardtops, have not been 
affected all. 

Most dealers feel that the used- 
car market loss the compacts will 
concentrated the late-model 
medium and big autos. 

Typical comments were: “Quite 
bit stepping down from Buicks 
Chevies and Plymouths,” and, 
“They’re not even looking high- 
priced used cars Rog- 
ers.) 

* * * 


New York 


evident from conversation 
with both dealer and factory per- 
sonnel that the compact smaller 
car expected continue captur- 
ing more the total market. 
Dealers handling both the com- 
pact and car report 
buildups inventory the “big” 
cars, while compacts continue 
move brisk pace. 

The consensus opinion con- 
tinues that the compacts have 
opened new low-priced field, 
while the old low-priced field has 
moved replace the middle- 
priced market. 

Dealers and factory people the 
middle-priced lines are all talking 
about their 1961 compacts, particu- 
larly those cases where this year’s 
line hasn’t ignited any fire the 
breasts new-car buyers. 

One comment the increasing 
compact offerings was: “If next 
year’s crop medium-priced com- 
pacts priced like the Comet, just 
about $50 above the Falcon, this 
business will right back where 
has been. don’t know what they 
have mind Detroit, when they 
something like that. need 
return the old business dif- 
ferentiation between low, middle 
and high-priced lines. This overlap- 
ping not good for anybody.” 

* * 


increasing share business 
going compacts not equally 
shared. Falcon appears far out 
front the registration and sales 
race here, although the ex- 
pense the conventional Ford. 
Many dealers report large inventor- 
ies the bigger sizes and they are 


Valiant, because production 
not selling rapidly, 
although the demand for them ap- 
pears just high, not 
higher. Dealers are high praise 
the vehicle and the demand 
which has created. 

Corvair appears the problem 
the present time. some cases 


dealers report that they haven’t sold 


one taken order for one 


weeks. But they seem confident that 


once the public realizes that the 


service problems have been defeat- 


ed, will possible put steam 


behind the sales push again. 


Rambler appears moving 


along consistent clip, with rec- 
some cases, although reports 


from isolated spots which indi- 
cate dissatisfaction with sales re- 
sults and indicating that sales are 
suffering some extent. Certainly 
President George Romney’s sale 
American Motors stock, although 
probably smart business move, 
which way indicated his lack 
faith the company, was poorly 
timed, from public relations point 
view. Many dealers report public 
hesitancy because it. 

Lark V-8s continue strong 
mover this market, although 
the sixes are stockpiling some ex- 
tent. Dealers other compact-car 
lines say the higher-priced compacts 
are selling best. stripped compact 
rarity. dealers, this indicates 


that price not the deciding factor 
the market, whereas size is. 
OST dealers have been condi- 
tioned factory statements 
believe that would impossible 
for Detroit build smaller car 
than they are now producing, and 
still price lower than the present 
crop. Therefore, any real opinion 
the subject difficult obtain. 
However, seems that the gen- 
eral outlook would for small- 
car than the present compacts, 
priced the $1,200 range. 
This, dealers feel, would offer 
them whale new, big mar- 
ket. 

But price would most import- 
ant, and dealers are the opinion 
that car priced that range 

Average grosses compacts are 
reported anywhere from $47 $250. 
would appear that the honest 
average somewhere the neigh- 
borhood $175. 

advertising campaign has 
sprung here among some Chev- 
rolet dealers which the Corvair 
being offered for little $47 
gross Over tissue. 

One Chevrolet dealer said that 
ran into competition such 
deal, anything even remotely that 
low, would give his car tissue 
price, just that didn’t lose the 
service business, and also let the 
advertising dealers know that 
would compete their terms 
was necessary. 

few dealers said that the used- 
car market hasn’t been affected 
all the smaller cars. But the gen- 
eral opinion appears that the 
drop the used-car market, noticed 
here for some time, has been caused 
the compacts. 

“People prefer new car,” one 
dealer said, “and when they can buy 
new car for the price good 
used car, they will almost invariably 
after the new one, unless they 
had their hearts and minds set 
something like Cadillac from the 
beginning.” 

* * 
the most interesting 
development has been the effect 
compacts the import market, 
particularly the used-car market. 
New York dealer who has 
done some specializing used im- 
ports finds suddenly that much 
his used import activity has 
ground halt. have $7,000 
automobile out here (original 
price the import when new) 
which have priced sell 
$2,800. 

“It’s good clean 1959 model, and 
four months ago would have been 
sold similar cars all last year 
handsome profit. But this car has 
been sitting here for over two 
months without much nibble. 

“We find too,” continued, “that 
our sports car market beginning 
dry up. had couple 
these jobs sitting our showroom 
for about six weeks, that would or- 
dinarily have been snapped 
two three days. You know with 
sports car, it’s not too important 
the car well used. People who 
want them, want them regardless 
the service they have seen. And 
done good job with them 
the past. But right now find that 
even good clean sports car, 
price far lower than have sold 


Packing New Cars— 


Deck lids and roofs for Chrysler Corp. 
cars are packed atop number other 
body parts this line the 
Wyoming Ave. assembly plant Detroit. 
More than 24,000 parts are packed into the 
boxes which make automobiles. Oil 
injected into the portholes the fore- 
ground which protects the sheet metal parts 
their ocean going voyage. 


Olds Donates 


Oldsmobile has donated 
parts, including 1960 model Jetaway 
transmission, carburetors and distributors, 
the New Orleans Delgado Trade and 
Technical Institute. W. L. Hubbard, right, 
Oldsmobile Memphis zone service man- 
ager, makes the presentation Edwin 
Soule, center, trade school director, and 
Charles Cousley, left, head the 
automotive department. 


them the recent past, being 

passed completely.” 
They said wouldn’t happen 
here!—(Ed Brown.) 
* 


Atlanta 


and used-car dealers the 
Atlanta area expect com- 
pact cars take increasing 
share the market this year. Esti- 
mates this share range “from one 
percent higher than last year” 
percent the total new-car market. 
Falcon dealers say this make 
now taking about one-third the 
Ford market. One Valiant dealer es- 
timated compact will account 
for his total sales this 
year. 

Dealers were unanimous stat- 
ing there need for smaller 
cars. They believe extremely 
small cars, because their size 
speeds, contribute hazardous 
driving conditions. 

The average gross profit most 
compact cars currently ranges from 
$250 $300. Only Corvair dealer 
reported lower profit $150. 
Dealers expect this margin will drop 
more compacts become available 
and sales increase. 

Until now, compacts have had lit- 
tle effect the used-car market 
here. But some cases recently 
they have been credited with lower- 
ing prices late-model, high-pric- 
cars. Dealers hope this not 
trend.—(E. Bash.) 

* * 


South Bend 


INCREASING share the 

market foreseen dealers 
here for the compact cars. Custom- 
ers are interested economy but 
they also want power, performance 
and looks. 

Dealers who carry standard cars 
well the compacts report 
the compacts are accounting for 
percent sales now with 
these percentages expected 
higher the end the year. The 
dealer who gave the highest per- 
centage said thought the com- 
pacts would replace the smaller 
standards. 

Only one dealer said thought 
manufacturers would wise 
bring out still-smaller cars 
compete with imports. Other deal- 
ers said customers general want 
more than these offer. 

Figures given for average gross 
profit compacts vary from 
$300. One dealer said his figure 
$250 for the compacts was $150 
higher than what was for 
ards. also said that some price 
trimming the part other deal- 
ers might cut into this margin. Most 
dealers find their average 
profit around $200. 

The compacts are definitely af- 
fecting the used-car market. 
model used cars, which formerly 
moved well, are moving slowly be- 
cause the customer who buys this 
price class buying new compact 
Not only the price but the payment 
terms favor the new car. Older 
are selling better than late models, 
however. 

The small imports have not had 
good resale value had 
hoped, according one 
(Leslie Dunkin.) 

* 
New Orleans 


New Orleans dealers that 
(Continued on Page 49, Col, 1) 
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Nothing the Europe 


CHECKER 


can match the 


YOU ASKED FOR IT, HERE 
answer the question, doesn’t 
somebody design car that roomy 
and You, dealer, 
have heard this asked repeatedly 
your showroom. You’ve heard 
automobile shows. the Superba, 
Checker provides the answer! 


IMAGINE BEING ABLE SELL car that 
easy get into...and has full 
head-room. Imagine selling car under 
200” outside which can carry eight pas- 
sengers inside. Imagine chassis 
proven billions miles the 
toughest day-in and day-out operation 
powered economical 6-cylin- 
der overhead-valve engine that deliv- 
ers top performance regular gasoline. 


IMAGINE THESE AND SCORES other 
common-sense features all combined 
one car and you realize how different 
the Superba from any other Ameri- 
can foreign-built automobiles. You 
appreciate the unique salability 
Checker Motors’ distinctive new line 
cars. 


THE SUPERBA SEDAN. America’s first 
compact 8-passenger sedan. While 
has 120” wheelbase for top riding qual- 
ities, 18” shorter overall than 
standard cars, and has one-third more 
room inside. fits any garage, turns 
snug circle, parks tight places. 
Superba you find the comfort 
luxury limousine coupled with 
economy and handling ease. 


THE SUPERBA STATION WAGON. Combines 
sleek good looks with outstanding rug- 
gedness. Thanks wide-track rear 
wheels, the cargo-space behind the 
rear seat unbroken and wider than 
any other station wagon made. 


THE CHECKER TAXICAB (not illustrated). 
Proven over years, this America’s 
only built-for-the-purpose cab, taxi- 
cab that attracts the riding public for 
its comfort and convenience ... witha 
chassis proven stand through 
150,000 miles more! Cuts repair 
time, cuts costs, ups meter time for 
greater operator profits. 


AND 
TAXICAB 


EDERAL TAX 


Superba Special Station Wagon 


EXCLUSIVE POWER-OPERATED FOLD- 
ING REAR SEAT. touch dashboard 
button, rear seat folds down smoothly, 
quietly, completely. Optional extra cost. 


MOTORS 


FOR PROFIT-MINDED DEALERS! 


You'll find the Checker-Superba franchise profit franchise 
because involves modest investment cars and parts. This 
simplified line easy stock and service. With one basic 
chassis, offers three distinctive models the roomy 4-door 
Superba sedan, the smartly-styled 4-door station wagon and 
the world famous Checker taxicab. 

With this franchise you'll protected against overlap- 
ping constant model changing and obsoles- 
cence stock hand. 

more you'll protected marginal-profit 
deals because the Superba unique. stands alone totally 
new class itself. You can count sensible profit from the 
many discriminating car-buyers your territory who will find 
only Superba the common-sense car they've been looking for. 


Here’s how Don Smith, president Uptown 
Motors Huntington, West Virginia sums up: 
“For many years have been the automobile 
business. Most this time handled top U.S. 
make. recent years have had experience 
with most the foreign cars. The Checker- 
Superba franchise appeals because 
model changes are and because 
the individual retail sale offers exceptionally 
DON SMITH attractive profit margin.” 

Another profit angle—Checker Motors operates four stra- 
tegically-located factory warehouses which not only carry com- 
plete stocks parts but also maintain amazing record 
shipments full within hours after receipt order. 

For the facts about how profitably the Checker-Superba 
franchise can provide extra income for your present operation, 
write directly Checker Motors Corp., Kalamazoo, Michigan. 


DOORS ARE HIGHER AND SEATS, extra cost, 
—no squatting get squirm- allow eight ride comfort. space- 
ing get out, noneed for seats hump, awkward Extra 
swivel. room sit in, stretch out 


CHECKER MOTORS CORP. 
Kalamazoo, Michigan 


Our 38th year building extra value 
into quality motor vehicles 
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Average Price Used Cars Sold Auction 


(Compiled Automotive News from Auction Reports.) 


Feb. M 


Dee. 


June duly 


May 


Prices of ’60s added and ’52s dropped in December, 1959. Prices of '59s added and ’51s dropped in December, 1958. 


Prices marked with asterisk 
indicate unit equipped with 
automatic transmission over- 
drive, and (ps) indicates power 


steering. 


PORTLAND, ORE. 


Portland Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Feb. 16. 
BUICK—'57 Special 2-dr. Riviera, $1,400* 

(ps); Century 4-dr. Riviera, $1,360* 
(ps). 

56 Century 4-dr. Riviera, $1,035* (ps); 
Special 4-dr. Riviera, $895*. 

55 Century 4-dr. Riviera, $760*; Special 
conv., $700* (ps); 2-dr., $525*. 
OADILLAC—’'59 (62) 2-dr. hardtop, $4,- 

100* (ps). 

"BO (62) 4-dr., $175*. 

CHEVROLET—’'60 Impala (8) sport coupe, 
$2,680* (ps); Biscayne (6) 4-dr., $1,- 
990; Corvair (6) 4-dr., $1,945°*. 

'59 Parkwood (8) 4-dr., $2,180*, $2,095*; 


LEAD 


COLORADO 


Denver Auto Auction 
South Santa Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
11:00 A.M. 


Auctioneers: Geo. 
Titles and Checks Guaranteed 
TWIN RING SELLING 


CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange our year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


FLORIDA 
DAYTONA BEACH Florida Auto 


Auction. City Airport. 
A.M. Dealer-owned. Dealers only. 


Crossroads 


buyers and sellers new and 
used car dealers. They meet 
the dealer auctions the na- 


Automotive News. 


You will reach both groups 


News. 


Figures alongside bars represent dollars. (Copyright, 1960, by Automotive News) 


hardtop, $925*; Plaza (8) 4-dr., $570. 
Catalina sport coupe, §2,- 
070*. 
’57 Star Chief conv., $1,440* (ps). 
STUDEBAKER—’56 Golden Hawk (8) 2-dr. 
hardtop, $1,050* (ps). 
MISCELLANEOUS — '59 Chevrolet (8) 
Apache pickup, $1,545. 
’57 Chevrolet (6) %-ton pickup, $1,040. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
Feb. 15. The snow storm slowed us down 
to the lowest amount of cars offered since 
February of 1958. In spite of the storm we 
had a lot of eager car buyers, The mar- 
ket held steady with most of the grade 
A cars changing hands. Sold 56 cars from 
79 consignments. 
BUICK—’55 Special 2-dr., $400. 
CADILLAC—’56 (62) 4-dr., $1,300* (ps). 
CHEVROLET—’60 Bel Air (6) 2-dr., hard- 

top, $2,450*, 

Impala (8) 4-dr., $2,450*. 


130° (ps); 4-dr. Victoria, $1,525* (ps); 
Fairlane (8) 2-dr. Victoria, $1,495* 
(ps); 2-dr., $1,285*; $1,275* 
(ps), $1,190*. 

‘57 Thunderbird (8) 2-dr. hardtop, $2,- 
330*; Country Sedan (8) 4-dr., 2 at $1,- 
395* (ps), $1,380* (ps), $1,320*; Fair- 
lane 500 (8) 2-dr. Victoria, $1,300* 
(ps), $1,175* (ps); 4-dr., $925*; Cus- 
tom 300 (8) 2-dr., $1,075*; 4-dr., $965; 
Custom (6) 2-dr., $845, $820. 

56 Thunderbird (8), $1,995* (ps); Fair- 
lane (8) 4-dr., $820*, $775*. 

LINCOLN—’54 Cosmopolitan 4-dr., $460*. 
MERCURY—’57 Montclair 2-dr. hardtop, 
$1,295* (ps). 

’54 Custom 2-dr. hardtop, $445*. 

OLDSMOBILE-—’58 (88) Super 4-dr. Holi- 
day, $1,850* (ps); (88) 4-dr., $1,545* 
(ps). 

’57 (88) Fiesta 4-dr., $1,625* (ps). 

PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
$1,990* (ps). 

*58 Suburban (8) 4-dr., $1,295. 

‘57 Suburban (8) 4-dr., $1,125*; Belve- 
dere (8) 4-dr., $945*; Savoy (8) 2-dr. 


Bel Air (8) 2-dr., $1,935; 4-dr., 2 at 
$1,875* (ps); Bel Air (6) 4-dr., $1,810, 
$1,620; Brookwood (6) 2-dr., $1,760. 

‘58 Brookwood (8) 4-dr., $1,675* (ps); 
Biscayne (8) 4-dr., $1,425*, $1,400*, 
$1,395*, $1,345*, $1,345. 

57 Bel Air (8) station wagon, $1,580* 
(ps); sport sedan, $1,385* (ps); Two- 
ten (8) station wagon, $1,450* (ps); 
Two-ten (6) 2-dr. hardtop, $1,305* 
(ps); 2-dr., $1,090. 

CHRYSLER—’51 2-dr., $155. 
DeSOTO—’57 Firedome 2-dr. hardtop, $1,- 
350° (ps); 4-dr., $1,250* (ps). 

"55 Fireflite 4-dr., $600* (ps), $540* (ps). 

FORD—’60 Galaxie (8) starliner, $2,650* 


4-dr., 


(ps). 

’59 Thunderbird (8) conv., $3,200* (ps); 
2-dr. hardtop, $3,200* (ps); Country 
Sedan (8) 4-dr., $2,180* (ps), $2,090*, 
$2,075 (ps), $1,975*; Fairlane 500 (8) 
2-dr. Victoria, $1,950* (ps); Ranch 
Wagon (6) 2-dr., $1,790; Custom 300 
(8) 4-dr., $1,680*, $1,675* (ps); 2-dr., 
$1,585 


Fairlane 500 (8) 2-dr. Victoria, $2,- 


USED-CAR AUCTION 


INDIANA NEW JERSEY NEW YORK 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., noon. Established 1947. 


NEW YORK OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y. 
Every Monday O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 


Minutes from New York City 


AUTO AUCTION 


MICHIGAN NORTH CAROLINA 
: DETROIT'S EXCLUSIVELY FOR AUTO DEALERS i 
INSURED PICKUP AND 


Oldest, Largest and Very Best PENNSYLVANIA 


Wednesday Noon 


19241 Dix—Toledo Highway—Route 
Just mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated 


NORB RUCH 
Twin Ring Selling 


DELIVERY SERVICE 
MINIMUM RATES 
auction checks— 
titles. 
Dual Lane Sale—4 Auctioneers 
Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, 
EVERY THURSDAY 


ROUTE 
CALDWELL TOWNSHIP, 
8-0100 for Reservations 


OVER 500 CARS EVERY WEEK 


} sting the East's best-know 


HOUSE CARS! 


the Crossroads the East 


THREE WAY PROTECTION 


When You Do Business with the 
MANHEIM AUTO AUCTION 


You're protected from... 


Buying a lemon. You have the priv- 
lege of a trial drive, to assure you 
that the car you buy is as repre- 
sented, before the sale is final. 
Stolen or encumbered cars. Ali titles 
are guaranteed by the auction man- 
agement. 

Receiving a bad check because auc- 
tion checks are issued. 


Sale 10:00 A.M. every Friday 


Manheim Auto Auction, Inc. 


Rovte 72, Manheim, Pa. 
MOhawk 5-2401 


Every WEDNESDAY, 
NATIONAL AUTO 


is j \Xminst 


for Fast, Accurate Directions 
Leading Auto Auctions, Dealers 
LUCAD. 


NEW YORK 


LAFAYETTE—Syracuse Auto Auctio 
Center Empire State. Check 
Title Protection. (Wed.). 


s? Automotive News’ 


Need get 
results, 


Went Ads get qui 


ECTORY 
Frequency Rates: Listing (maximum: three lines 1-time; $4.00, 13-times; $3.50, 52-times. Display (minimum space, inch 
5-inches columns.) For display Rates contact Want Dept., Automotive News, Detroit Michigan. 


checks guaranteed. Mon. Sale time 11:00 A.M. Insured 


"58 Biscayne (8) 4-dr., $1,340°. $1,269. 

Biscayne (6) 2-dr., $1,115. . 
"57 Bel Air (8) conv., $1,050* Two-tey 
4-dr., $915; One-fifty (6) 2.4 


EDSEL—’58 Roundup 2-dr., $*50* (pa); 
Ranger 2-dr., $725°*. ‘ 
FORD—’59 Galaxie (8) 4-dr., 
$2,110* (ps); 4-dr., $1,900", 

Country Squire (8) 4-dr., $1,709 

’57 Country Sedan (8) 4-dr., $960*; Cus. 
tom 300 (8) 4-dr., $725*; Custom (6) 
4-dr., $670. 

"56 Country Sedan (8) 4-dr., 
Fairlane (8) 4-dr., $480*; Custom 
2-dr., $440. 

(88) Super Hoy. 
day, $1,770* (ps). 

"56 (88) 4-dr. Holiday, $820*; (98) 4.4 
Holiday, 
PACKARD Clipper station 
$800* (ps). . 
Suburban (6) 2-dr., 
000; 4-dr., 

Savoy (8) 4-dr., $490*. 


Victoria, 


PONTIAC—'57 Chieftain 2-dr. Cataling 
$940". 

STU DEBAKER—'56 Champion (6) 2-d 
$375. 

MISCELLANEOUS—'59 Ford %-ton pick. 
up, $1,050 


Chevrolet carry-all, $560. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are fo 
sale of Feb. 16. 

BUICK—’58 Special Estate Wagon, $}1,. 
785* (ps); Century 2-dr, Riviera, $1,. 


600* (ps). 
’57 Special conv., $1,250* (ps); 4-dr, 
Riviera, $1,030* (ps); Century cony,, 


$1,225* (ps). 

"56 Century conv., $915* (ps); 4-dr 
Riviera, $785* (ps); Super 4-dr, Ri- 
viera, $800* (ps); Special 4-dr. Riviera, 
$690* (ps). 

CADILLAC—’59 Eldorado conv., $4,810" 
(ps); de Ville 2-dr, hardtop, $4,700 
(ps), $4,550* (ps), $4,475* (ps); 4-dr 
hardtop, $4,495* (ps); (62) conv., $%,- 


345* (ps); 4-dr., $4,025* (ps), $3. 
925* (ps). 
"5S (60) Special 4-dr., $3,535* (ps); 


(62) Sedan de Ville, $2,850* (ps); 4 
dr., $2,665* (ps). 

’57 (62) conv., $2,450* (ps); Sedan de 
Ville, $2,230* (ps); 4-dr., $2,050* (ps); 
(60) Special 4-dr., $2,015* (ps). 

CHEVROLET—’60 Corvair (6) 4-dr., §2,- 
150*, $2,100*, $1,850*. 

59 Impala (8) sport sedan, $2,210* (ps), 
$2,110* (ps), $2,075* (ps); sport coupe, 
$2,195* (ps), $2,160, $2,150* (ps); 
Parkwood (6) 4-dr., $1,950*; Bel Air 
(8) 4-dr., $1,885*; Biscayne (8) 2-dr., 
$1,650*, $1,625; 4-dr., $1,335*, 

‘58 Corvette (8) conv., $2,275; Nomad 
(8) 4-dr., $1,785* (ps); Impala (8) 
2-dr. hardtop, $1,665* (ps); conv., $1,- 
585* (ps); Brookwood (8) 4-dr., $1, 
(Continued on Page 46, Col, 3) 


TENNESSEE 


JOHNSON AUTO 
AUCTION 


Formerly Lawrenceburg, Tenn. 
moving 
NASHVILLE, TENN. 


The New Sales Pavilion, 
Tenn. State Fair Grounds. 
Opening date: 
TUES., MARCH Ist, 1960 


300 cars under roof—weather problem. 


HUNTSVILLE, ALABAMA—FRIDAYS 


Leading Auto Auctions. 


TEXAS 


AMARILLO AUTO 
AUCTION, INC. 
10TH Phone: 2-9503 
PICK AND SELL 
FOR LEASING COMPANIES ANYWHERE 
Years Fair Dealing 
Auction Checks Issued. 


SALE EVERY FRIDAY 


Reference: American Bank 
Bobby Patterson 


3202 


North-East-South-West 
Automotive 


“Leading Used-Car Auction 
gives the sale day and time 
top Auto Auctions EVERY 


off 
the 
ne: 
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DEALERS EXCHANGE for 


Here’s dramatic new 
sales extra you 
can demonstrate 
the flick switch... 


AUTOMOBILE RADIOS 


Ready now for your design staff...new low-cost high performance all-transistor circuits utilizing 


industry-proved RCA transistors...for auto sets that play instantly, deliver full fidelity sound. 


car radio that plays the instant you turn on...a car radio that can play all day, motor 
off, with insignificant battery drain...a compact, ultra-modern car radio that incorporates 
the merchandising magic transistors—is available now add exciting new effective- 
hess your sales demonstrations. 

New low-cost all-transistor auto sets utilizing RCA transistors are already being pro- 
duced. These new radios exhibit excellent sensitivity—the ability pull distant 
stations and offer strong clear reception. They also provide overload-free reception 


strong local stations. Unlike conventional radios hybrid models, these radios require Our Sales engineering staff will gladly 


arm-up time. And they can designed for either 12-volt systems, negative 


positive ground. Chicago Area Call WHitehall 4-2900 
now wire Suite 1154, Merchandise Mart 
Check today with your engineering staff for the technical story instant-play auto 
using reliable industry-proved RCA transistors. For application assistance and 5-5600 
for price information RCA transistors, contact your local RCA Sales Office. Michigan. 


ANOTHER WAY RCA SERVES YOU THROUGH ELECTRONICS 


RADIO CORPORATION AMERICA 


SEMICONDUCTOR AND MATERIALS DIVISION SOMERVILLE, 


AUTOMOTIVE NEWS, FEBRUARY 29, 1960 


Current Prices Cars 


The following prices include the sug- 
fested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1960, by Automotive News) 

BUICK — LeSabre — 4-dr. sed., $2,870; 
2-dr. sed., $2,756; 4-dr. hardtop, $2,991; 
2-dr, hardtop, $2,915; conv., $3,145; 4-dr. 
2-seat stat. wag., $3,386; 4-dr, 3-seat stat. 
wag., $3,493. Invicta—4-dr. sed., $3,357; 
4-dr. hardtop, $3,515; 2-dr, hardtop, §$3,- 
447; conv., $3,620; 4-dr. 2-seat stat. wag., 
$3,841; 4-dr. 3-seat stat. wag., $3,945. 
Electra—4-dr. sed., $3,856; 4-dr. hardtop, 
$3,963; 2-dr. hardtop, $3,818. Electra 225 

—4-dr. hardtop (flat roof or sloping roof), 
$4,300; conv., $4,192. (Turbine Drive trans- 
mission standard on Invicta, Electra and 
Electra 225. Power steering and power 
brakes standard on Electra and Electra 
225.) 

CADILLAC—Sixty-Two — 4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan 
de Ville 4-dr. hardtop (flat roof or sloping 
roof), $5,498; Coupe de Ville 2-dr, hardtop, 
$5,252; Eldorado Seville 2-dr. hardtop, 
$7,401; Eldorado Biarritz conv., $7,401. 
Sixty Special—4-dr. hardtop, $6,233. Seven- 
ty-Five — 8-pass. sed., $9,533; limousine, 
$9,748. Eldorado Brougham—4-dr. hardtop, 
$13,075. (Hydra-Matic, power steering, 
power brakes standard on all models.) 

CHECKER—Superba — 4-dr. sed., $2,- 
542.42. (Price does not include dealer prep- 
aration charge.) 

CHEVROLET—(Prices are for six-cylin- 
der models. For V-8s, add $107). Biscayne 
Fleetmaster—4-dr. sed., $2,284; 2-dr. sed., 
$2,230. Biscayne—4-dr. sed., $2,316; 2-dr. 
ed., $2,262; utility sed., $2,175. Bel Air— 
4-dr. sed., $2,438; 2-dr. sed., $2,384; 4-dr. 
hardtop, $2,554; 2-dr. hardtop, $2,489. Im- 

-dr. sed., $2,590; 4-dr. hardtop, $2,- 
662; 2-dr. hardtop, $2,597; conv., $2,847. 
Station Wagons—2-dr. 2-seat Brookwood, 
$2,586; 4-dr. 2-seat Brookwood, $2,653; 
4-dr, 2-seat Parkwood, $2,747; 4-dr. 3-seat 
Kingswood, $2,850; 4-dr. 2-seat Nomad, 


$2,889. Corvette—hardtop cpe. or conv. 
(V-8 standard), $3.872. 
CHRYSLER—Windsor—4-dr. sed., $3,- 


194; 4-dr. hardtop, $3,343; 2-dr, hardtop, 
$3,279; conv., $3,623; 4-dr, 2-seat stat. 
wag., $3,733; 4-dr, 3-seat stat. wag., 
$3,814. Saratoga—4-dr. sed., $3,929; 4-dr. 
hardtop, $4,067; 2-dr. hardtop, $3,989. 
New Yorker — 4-dr. sed., $4,409; 4-dr. 
hardtop, $4,518; 2-dr. hardtop, $4,461; 
conv., $4,874.50; 4-dr, 2-seat stat, wag., 
$5,022; 4-dr. 3-seat stat. wag., $5,130.50. 
300-F—2-dr. hardtop, $5,411; conv., $5,- 
841. (TorqueFlite, power steering, power 
brakes standard on Saratoga, New Yorker 
and 300-F.) 

CORVAIR—500 Series—4-dr. sed., $2,- 
038; cpe., $1,984. 700 Series—4-dr. sed., 
$2,103; cpe., $2,049. 

DeSOTO—Fireflite — 4-dr. sed., $3,017; 
4-dr. hardtop, $3,167; 2-dr. hardtop, $3,- 
102. Adventurer—4-dr. sed., $3,579; 4-dr. 
hardtop, $3,727; 2-dr. hardtop, $3,663. 
(TorqueFlite standard on Adventurer.) 

DODGE—Dart—(Dart prices are for six- 
cylinder models. For V-8s, add $119). Dart 
Fleet Special—4-dr. sed., $2,296; 2-dr. sed., 
$2,245. Dart Seneca—4-dr. sed., $2,330; 
2-dr. sed., $2,278; 4-dr, 2-seat stat. wag., 
$2,695. Dart Pioneer—4-dr. sed., $2,459; 
2-dr. sed., $2,410; 2-dr. hardtop, $2,488; 
4-dr. 2-seat stat. wag., $2,787; 4-dr. 3-seat 
stat. wag., $2,892. Dart Phoenix—4-dr. 
sed., $2,595; 4-dr, hardtop, $2,677; 2-dr. 


hardtop, $2,618; conv., $2,868. Dodge 
Matador V-8 —4-dr. sed., $2,930; 4-dr. 
hardtop, $3,075; 2-dr. hardtop, $2,996; 


4-dr. 2-seat stat. wag., $3,239; 4-dr. 3-seat 
stat. wag., $3,354. Dodge Polara V-8—4-dr. 
ged., $3,141; 4-dr, hardtop, $3,275; 2-dr. 
hardtop, $3,196; conv., $3,416; 4-dr. 2-seat 
stat. wag., $3,506; 4-dr, 3-seat stat. wag., 
$3,621. 

3 FALCON—4-dr. sed., $1,974; 2-dr. sed., 

1,912. 

FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $113.) Custom 300 
(Fleet)—4-dr. sed., $2,284; 2-dr. sed., 
$2,230. Fairlane—4-dr. sed., $2,311; 
sed., $2,257; business 2-dr., $2,170. 
lane 500—4-dr. sed., $2,388; 2-dr 
$2,334. Galaxie—4-dr. sed., $2,603; 
sed., $2,549; 4-dr. hardtop, $2,675. 
Mner—2-dr. hardtop, $2,610. Sunliner — 
conv., $2,800. Station Wagons—2-dr. 2- 
seat Ranch Wagon, $2,586; 4-dr. 


Ranch Wagon, $2,656; 4-dr. 2-seat Country 


Talking 300-F— 


Three sports car figures discuss the new 
Chrysler 300-F display the 1960 an- 
nual meeting the Sports Car Club 
America Lovisville. John Kilborn, left, 
one leading competition drivers, 
details the finer points the Chrysler 
375-horsepower, ram-induction engine 
Arthur Gervais, New York, center, chair- 
man, SCCA rally board, and 
Donley, Pittsburgh, chairman, SCCA 
regional race development committee. This 
was the first showing the 300-F 
Louisville. was displayed Perkins Mo- 
tors (Chrysler), 


Sedan, $2,752; 4-dr. 3-seat Country Sedan, 
$2,837; 4-dr. 3-seat Country Squire, $2,967. 
Thunderbird—(V-8 standard)—2-dr. hard- 
top, $3,755; conv., $4,222. 

IMPERIAL—Custom—4-dr. sed., $5,029; 
4-dr. hardtop, $5,029; 2-dr, hardtop, $4,- 
922.50. Crown —4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. sed., $6,- 
318; 4-dr. hardtop, $6,318. (TorqueFlite, 
power steering, power brakes standard on 
all models.) 

LINCOLN—Lincoin—4-dr. sed., $5,441; 
4-dr, hardtop, $5,441; 2-dr, hardtop, $5.- 
253. Premiere—4-dr. sed., $5,945; 4-dr. 
hardtop, $5,945; 2-dr. hardtop, $5,698. 
Continental—4-dr. sed., $6,845.30; 4-dr. 
hardtop, $6,845.36; 2-dr. hardtop, $6,- 
598.30; conv., $7,056.20; town car, $9,208; 
limousine, $10,230. (Automatic transmis- 
sion, power steering, power brakes, radio, 
heater standard on all models.) 

MERCURY—Monterey—4-dr. 
730; 2-dr. sed., $2,631; 4-dr. 
$2,845; 2-dr. hardtop, $2,781, conv., 
077. Montclair—4-dr. sed., $3,280; 
hardtop, $3,394; 2-dr. hardtop, $3,331. 
Park Lane — 4-dr. hardtop, $3,858; 2-dr. 
hardtop, $3,794; conv., $4,018. Station 
Wagons—4-dr. 2-seat Commuter, $3,127: 
4-dr. 2-seat Colony Park, $3,837. (Mere-O- 
Matic standard on Montclair and Colony 
Park. Dual range Merc-O0-Matic, power 
a power brakes standard on Park 

ne.) 

OLDSMOBILE—Series 88 .— 4-ir. sed. 
$2,900; 2-dr. sed., $2,835; 4-dr. hardtop, 
$3,034; 2-dr. hardtop, $2,956; conv., $3,- 
284; 4-dr. 2-seat stat, wag., $3,363; 4-dr. 
3-seat stat. wag., $3,471. Super 88—4-dr. 
sed., $3,176; 4-dr. hardtop, $3,402; 2-dr. 
hardtop, $3,325; conv., $3,592; 4-dr, 2-seat 
stat, wag., $3,665; 4-dr, 3-seat stat. wag., 
$3,773. Serles 98—4-dr. sed.. $3,887; 4-dr. 
hardtop, $4,159; 2-dr. hardtop, $4,083; 
conv., $4,362. (Hydra-Matic, power steer- 
ing, power brakes standard on Series 98.) 

PLYMOUTH — (On six-cylinder models, 
add $119 for a V-8 engine.) Fleet Special 
Six—4-dr. sed., $2,277; 2-dr. sed., $2,227. 
Savoy Six—4-dr. sed., $2,310; 2-dr. sed., 
$2,260. Belvedere Six—4-dr. sed., $2,439; 
2-dr. sed., $2,389; 2-dr. hardtop, $2,461. 
Fury Six—4-dr. sed., $2,575; 4-dr. hard- 
top, $2,656; 2-dr. hardtop, $2,599. Station 
Wagon Six—2-dr. 2-seat Deluxe Suburban, 
$2,602; 4-dr, 2-seat Deluxe Suburban, $2,- 
668; 4-dr. 2-seat Custom Suburban, $2,761. 
Plymouth V-8 (On the following models, a 
V-8 engine is standard and a six-cylinder 
engine is not available.—Fury V-8—conv., 
$2,967. Station Wagon V-8—4-dr. 3-seat 
Custom Suburban, $2,990; 4-dr, 2-seat 
Sport Suburban, $3,024; 4-dr. 3-seat Sport 
Suburban, $3,134. 

PONTIAC—Catalina—4-dr. sed., $2,702; 
2-dr. sed., $2,631; 4-dr, hardtop, $2,842; 
2-dr, hardtop, $2,766; conv., $3,078; 4-dr. 
2-seat stat. wag., $3,099; 4-dr, 3-seat stat. 
wag., $3,207. Ventura—4-dr. hardtop, $3,- 
047; 2-dr. hardtop, $2,971. Star Chief— 
4-dr. sed., $3,003; 2-dr. sed., $2,932; 4-dr. 
hardtop, $3,136. Bonneville—4-dr. hardtop, 
$3,331; 2-dr. hardtop, $3,255; conv., $3,- 
476; 4-dr, 2-seat stat. wag., $3,530. 

RAMBLER — American Deluxe — 4-dr. 
sed., $1,844; 2-dr. sed., $1,795; 2-dr. 2-seat 
stat. wag., $2,020. American Super—4-dr. 
sed., $1,929; 2-dr. sed., $1,880; 2-dr. 
2-seat stat. wag., $2,105. American Custom 
—4-dr. sed., $2,059; 2-dr. sed., $2,010; 2-dr. 
2-seat stat. wag., $2,235. Deluxe Six—4-dr. 
sed., $2,098; 4-dr. 2-seat stat. wag., $2,- 
427. Super Six—4-dr. sed., $2,268; 4-dr. 
2-seat stat. wag., $2,562; 4-dr. 3-seat stat. 
wag., $2,687. Custom Six—4-dr. sed., $2,- 
383; 4-dr. hardtop, $2,458; 4-dr. 2-seat 


sed., $2,- 
hardtop, 
$3,- 
4-dr. 


$2,577; 4-dr. 2-seat stat. wag., $2,796; 
4-dr. 3-seat stat. wag., $2,921. Ambassa- 
dor Super V-8—4-dr. sed., $2,587; 4-dr. 
sed., $2,587; 4-dr. 2-seat stat. wag., $2,- 
881; 4-dr. 3-seat stat. wag., $3,006. Am- 
bassador Custom V 8—4-dr. sed., $2,732; 
4-dr. hardtop, $2,822; 4-dr. 2-seat stat. 
wag., $3,026; 4-dr. 2-seat hardtop stat. 
wag., $3,116; 4-dr. 3-seat stat. wag., $3,- 
151. 


STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 
stat. wag., $2,366; 4-dr. 2-seat stat. wag., 
$2,441. Lark Deluxe V-8—4-dr. sed., $2,- 


wag., $2,501; 4-dr. 2-seat stat, wag., & 
576. Lark Regal Six—4-dr. sed., 
2-dr, hardtop, $2,296; conv., $2,621; 
2-seat stat. wag., $2, Lark Regal 
—4-dr, sed., $2,331; 2-dr. hardtop, $2,431; 
conv., $2, 756; 4-dr. 2-seat stat. w, - 
$2, 726. Hawk V-8—5-passenger sport Cpe, 
$2,650. 
stat. wag., $2,677; 4-dr, 3-seat stat. wag., == 
$2,802, Rebel Super V-8—4-dr. sed., $2,- VALIANT 
387; 4-dr. 2-seat stat. wag., $2,681; 4-dr. 
3-seat stat. wag., $2,806. Rebel Custom 
V-8 — 4-dr. sed., $2,502; 4-dr. hardtop, 


4-dr. 2-seat stat. wag., $2,365; 4-dr. 
stat. wag., $2,488. V-200—4- dr. sed., $a 
130; 4-dr. 2-seat stat. wag., $2,443; ae ; 
3-seat stat. wag., $2,566. 


New Commercial-Car Registrations, 


All States for December, 1959-1958 


Truck rye by states are 
released 


ere weekly, as compiled 
state capitals. 


Stude- 


Mack baker White Willys Misc. 


181; 2-dr. sed., $2,111; 2-dr, 2-seat | 


Massachusetts ‘59 7; 4 34 186/27, 21 37 75 38 


Every reasonable precaution has been exercised to insuremm 


“The information in this report has been compiled from official state documents. 
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accuracy the extent the registrations the time the published. 


New Passenger-Car Registrations, All States for December, 1959-1958 
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den, Edwards Motor Co., has Philip Tolkan, Phi] Tolkan Pon- 
reelected president the vice-president; Donald 
kee County Automobile Don Rohn Rambler, secre- 
and Leonard Rohrbach, 


Assn. tary, 


included 


Other officers chosen the| Northwestern Ford, treasurer, 


PRODUGTION 

GREY GASTINGS 

ONE THE 
LARGEST AND MOST MODERN 
PRODUCTION 
ESTABLISHED 


AUTOMOTIVE NEWS, FEBRUARY 29, 1960 


Madden Heads Milwaukee Assn. 


MILWAUKEE.—John group’s annual meeting 


Used-Car Auction Prices 


(Continued from Page 42) 


550*, $1,370* (ps); Bel Air (8) 4-dr., 


$1,500* (ps); sport sedan, $1,235* 
(ps); Biscayne (6) 2-dr., $1,300*, $1,- 
250*, 


‘57 Corvette (8) conv., $2,050*; Nomad 
(8) sport coupe, $1,485*, $950; sport 
sedan, $1,425*; 2-dr., $1,050*; Two- 
ten (8) station wagon, $1,395*, $1,375* 
(ps); 2-dr., $1,150*; Two-ten (6) sta- 
tion wagon, $1,315; 4-dr., $900; One- 
fifty (6) station wagon, $1,000, 

'56 One-fifty (8) 2-dr., $895; Two-ten (8) 
4-dr., $860*; 2-dr., $805*; station wag- 
on, $785*. 

CHRYSLER—’59 NY Town & Country, $3,- 
220* (ps). 

'57 Saratoga 2-dr. hardtop, $1,450* (ps); 
Windsor 4-dr. hardtop, $1,190* (ps). 

Windsor 4-dr., $120* (ps), 

DeSOTO—’55 Firedome 4-dr., $465* (ps). 

DODGE—’'57 Coronet (8) 2-dr. hardtop, 
$1,150* (ps). 

FORD—’60 Thunderbird (8), $4,150* (ps), 
$4,000* (ps), $3,935* (ps), $3,535; 
Galaxie (8) starliner, $2,690* (ps); 
Ranch Wagon (6) 4-dr., $2,135, 

59 Thunderbird (8) conv.,, $3,250* (ps), 
$3,035* (ps); Country Sedan (8) 4- 
dr., $2,110* (ps), $2,000* (ps); Fair- 
lane 500 (8) 2-dr,. Victoria, $2,000* 
(ps); 4-dr., $1,875* (ps). 

*58 Thunderbird (8) $2,795* (ps); Fair- 
lane 500 (8) 2-dr, Victoria, $1,450* 
$1,425* (ps); 4-dr., $1,400* (ps). 

"57 Thunderbird (8), $2,460*, $2,250* 
(ps); Fairlane 500 (8) 2-dr, Victoria, 
$1,400* (ps), $1,220* (ps), $1,190", 
$1,130*; conv., $1,180* (ps); Country 
Sedan (8) 4-dr., $1,290*; Custom (8) 
4-dr., $675*, $600*. 

’56 Thunderbird (8), $1,340* (ps); Ranch 
Wagon (8) 2-dr., $735*, $675*; Cus- 
tom (8) 2-dr., $570*. 

HUDSON—'55 Wasp (8) 
$400". 

IMPERIAL—’58 Imperial conv., 
(ps). 

"56 4-dr., $1,295* (ps). 

LINCOLN—’59 Continental Mark IV 2-dr., 
$4,235* (ps). 

‘58 Continental 
725* (ps). 

MERCURY—’59 Park Lane 4-dr. hardtop, 
$2,370* (ps); 2-dr., hardtop, $1,825* 
(ps). 

"57 Montclair 2-dr., $1,330* (ps), $1,175* 
(ps). 

"56 Montclair 2-dr., $850*. 

OLDSMOBILE—’60 (88) 2-dr. Scenic, $2,- 
800* (ps), 

"5S (98) conv., $1,835* (ps); (88) 4-dr. 
Holiday, $1,575* (ps). 

"57 (88) 4-dr. Holiday, $1,275* (ps). 

"56 (88) 2-dr. Holiday, $875* (ps); (88) 
Super 4-dr. Holiday, $800*. 

PACKARD—‘55 Clipper 4-dr., $425*. 

'54 Clipper 4-dr., $255*. 

PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 
800*; Belvedere (8) 2-dr. hardtop, 
$1,700* (ps); Savoy (6) 4-dr., $1,110. 

‘58 Suburban (8) Sport 4-dr., $1,600* 


Custom 4-dr., 


$2,300* 


Mark III conv., $2,- 


Nice work you can get it, you say? You probably can. number choice territories are still open. 


Borgward dealers have easy, for this great West German import practically sells full 
markup that the highest the industry. Discover for yourself the tremendous prestige and profit 


that goes with being Borgward dealer. Phone, write wire today! 
FERGUS IMPORTED CARS, INC., 1717 Broadway, New York 


COlumbus 5-6494 


(ps), $1545* (ps); Belvedere (8) 4- 
dr. hardtop, $1,250* (ps), $1,210* (ps). 

’57 Belvedere (8) 2-dr. hardtop, $1,080* 
(ps); 4-dr, hardtop, $1,080* (ps); 
Savoy (8) 2-dr., $735; 4-dr., $675, 
$485; Plaza (6) business coupe, $325. 
PONTIAC—’57 Star Chief Safari 4-dr., 
$1,350* (ps); 4-dr, Catalina, $1,225* 


(ps). 
"55 Star Chief conv., $575* (ps). 
RAMBLER —’'59 Ambassador (8) Cross 
Country, $1,675* (ps); American (6) 
station wagon, $1,410. 
"55 Custom 2-dr., $590. 
STU DEBAKER—’59 Lark (6) 2-dr., $1,- 
350, 

MISCELLANEOUS—’59 Ford (8) Ran- 
chero, $1,865* (ps), $1,825*, $1,800. 
‘57 Ford (8) %-ton pickup, $1,060; (8) 

F-100 pickup, $1,010; (6) Ranchero, 
$875*; (8) %-ton pickup, $775; Chev- 
rolet (8) %-ton pickup, $910; (6) %- 

ton pickup, $835. 


NASHVILLE, TENN. 


Nashville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Feb, 17. 
Weak prices paid for most all makes and 
models. Sold 115 cars from 218 consign- 
ments. 

BUICK—'58 Super 4-dr., $1,590*, $1,540". 

’57 Special 2-dr. Riviera, 2 at $1,260*, 

$1,195*. 

56 Century 4-dr. Riviera, $990*, 2 at 

$875*, 
CADILLAC—’'56 (62) 2-dr., 2 at $1,565". 

"55 (62) 4-dr., 2 at $1,200*. 
CHEVROLET—’60 Bel Air (6) 4-dr., $2,- 

180*. 

‘59 Impala (8) 4-dr. hardtop, 2 at $2,- 
050*, $1,995*. 

‘58 Impala (8) 2-dr. hardtop, 2 at §1,- 
660*, 2 at $1,550; Biscayne (6) 4-dr., 
2 at $1,200, $1,175, 2 at $1,095. 

’57 Bel Air (8) 2-dr, hardtop, 2 at $1,- 
300*, 2 at $1,200*; Two-ten (6) 4-dr., 
2 at $950, 2 at $900. 

"56 Bel Air (6) 4-dr., 2 at $850, 3 at 

$700. 
CHRYSLER—’57 Windsor 4-dr., 2 at $875*. 
DeSOTO—’'57 Fireflite 4-dr., $875*, $825*. 
DODGE—’57 Coronet (8) 4-dr., 2 at $725. 

’56 Coronet (8) 4-dr., $695*. 
FORD—’59 Galaxie (8) 4-dr., 2 at $1,875*, 

2 at $1,700. 

’58 Fairlane 500 (8) 4-dr., 3 at $1,215*, 
2 at $1,175*. 

’5T Fairlane 500 (8) 4-dr. Victoria, 3 at 

$1,275*; Fairlane (8) 4-dr., 2 at $900*, 
2 at $800. 

‘56 Fairlane (8) 4-dr., 3 at $675. 
TMPERIAL—’57 Imperial 4-dr., $1,530*. 
MERCURY-—-'56 Monterey 4-dr., 3 at $800* 

(ps), $700. 
OLDSMOBILE—’59 (88) 2-dr. Scenic, $2,- 
105* (ps). 

’58 (88) Super 4-dr. Holiday, $1,875*. 
’56 (88) Super 4-dr., 2 at $900*, $825*. 
PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 

$1,705* (ps). 

"58 Belvedere (8) 4-dr., 2 at $1,105*. 

’57 Savoy (6) 2-dr., 2 at $700*, 3 at 

$660. 
PONTIAC — '57 Chieftain 4-dr. Catalina, 
$1,085* (ps), $990*. 

’56 Chieftain 2-dr. Catalina, $770*, $700*. 
RAMBLER—’58 Super (8) 4-dr., $1,495*. 

’56 Super (6) 4-dr., 2 at $750*, $675*. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of Feb. 17. 
BUICK—’59 LeSabre 4-dr. hardtop, $2,250* 

(ps). 
’58 Special 2-dr., $1,425*. 
’57 Special 2-dr., $800*. 
’56 Special 2-dr., $530*, $375*. 
CADILLAC—’'58 (62) 4-dr. hardtop, $2,- 
600* (ps). 

CHEVROLET—’60 Corvair (700) (6) 4-dr., 
$1,800*, $1,790*, $1,720*; Corvair (500) 
(6) 4-dr., $1,585. 

’59 Impala (8) sport sedan, $2,160* (ps), 
$2,160*, $1,950* (ps); Bel Air (8) 4- 
dr., $1,805* (ps), $1,730*, $1,600*; 
Brookwood (8) 4-dr., 2 at $1,750*, 
$1,750* (ps); Biscayne (6) 2-dr., $1,- 
470*. 


58 Nomad (8) 4-dr., $1,500*; Bel Air (8)! 


sport sedan, $1,230*; Delray (8) 2-dr., 
$1,000. 
’5T Two-ten (8) Delray, $1,150*. 


’56 Bel Air (8) 4-dr., $750*; 2-dr., $700*; | 


Two-ten (8) 2-dr., $685*, $560; Two-ten 
(6) 4-dr. hardtop, $525. 
CHRYSLER—’58 NY 4-dr., $1,525* (ps). 
’57 NY 2-dr. hardtop, $1,540* (ps). 
‘55 Windsor 2-dr., $400*. 
DeSOTO—'59 Firedome 4-dr. hardtop, $1,- 


900* (ps). 
’57 Firedome 2-dr. hardtop, $1,290* (ps), 
$930*. 
DODGE—’58 Coronet (8) 2-dr., $1,170* 
(ps). 


'57 Custom Royal (8) 4-dr. hardtop, $1,- 
095* (ps); 2-dr., $1,000*, 

’56 Sierra (8) 4-dr., $560*. 

FORD—’'60 Galaxie (8) starliner, $2,360* 
(ps). 

’59 Fairlane 500 (8) skyliner, $2,175* 
(ps); 2-dr., $1,710* (ps); Country Se- 
dan (8) 4-dr., $2,050*, $2,005* (ps); 
Country Sedan (6) 4-dr., $1,930* (ps); 
Custom 300 (6) 4-dr., $1,260. 

* °'58 Thunderbird (8) 2-dr. hardtop, $2,- 
440* (ps), $2,285* (ps); Country Sedan 
(8) 4-dr., $1,335*; Custom 300 (8) 4- 
dr., $1,140*; Fairlane 500 (8) 4-dr., 
$1,130*. 

’57 Fairlane 500 (8) skyliner, $1,335* 
(ps); conv., $1,250*, $1,210*; 2-dr. Vic- 
toria, $940*, $910*; Country Sedan (8) 
4-dr., $1,115*. 

56 Fairlane (8) 2-dr, Victoria, $660*; 
2-dr., $490*; Custom (8) 2-dr., $455*. 

MERCURY—’59 Park Lane 4-dr. hardtop, 
$2,350* (ps). 

’58 Montclair 2-dr., $1,310* (ps); Mon- 
terey 2-dr., $1,140* (ps), $1,125*. 
"57 Monterey 4-dr., $960*; 2-dr., $950*; 
Commuter 4-dr., $925*; Montclair 2-dr., 

$900*; 4-dr., $900*, $800*. 

’56 Medalist 2-dr., $460. 

OLDSMOBILE—’58 (88) 4-dr. Holiday, $1,- 
660*. 
’57 (98) 4-dr. Holiday, $1,300* (ps). 
PLYMOUTH—’59 Savoy (6) 2-dr., $1,360*; 
4-dr., $1,200. 

"58 Belvedere (8) 4-dr. hardtop, $1,100* 
(ps); 4-dr., $990*; Savoy (8) 2-dr., 
$950*; 4-dr., $880*, 

’57 Belvedere (8) 2-dr. hardtop, $975*; 
4-dr., $800* (ps); Savoy (8) 4-dr., 
$510. 


Model Breakdown 
Auction Averages 


Feb., Jan., 


ec., 
Model To Date 1960 1959 


Overall 
Average $1,109 


$1,133 


56 Suburban (8) 4-dr., $575; Plaza (6) 
2-dr., $400. 
Star Chief 4-dr., $695* (pg): 
Chieftain Safari, $610*. 
RAMBLER—’59 Super (6) 4-dr., $1,500 
’58 Super (6) 4-dr., $975*. 
’57 Deluxe (6) 4-dr., $590. 
STUDEBAKER—’59 Lark (8) station wag. 
on, $1,600; Lark (6) 4-dr., $1,170. 


CHICAGO 


Arena Auto Auction, Sale every Tueg. 
day. Prices are for sale of Feb. 16, Soig 
463 cars from 661 consignments. 
BUICK—'59 Invicta 4-dr. hardtop, §2,349* 

(ps); 4-dr., $2,295* (ps); LeSabre 4. 
dr., $2,055* (ps). 
(Continued on Page 47, Col, 1) 


TURNTABLE 


PORTABLE 


TURNTABLES 


PARAVANE for big cars 
PARAVANETTE for small 


MIN. 
SET 


SEND FOR FREE CATALOG 


MACTON MACHINERY COMPANY, INC. 
CONNECTICUT 


Attn: Dealers 
PROFIT SALES 
MONEY 


Another Big Year Starting Now with 
the Only COMPLETE Camper Line. 


CARDINAL COACHES 


One full year warranty against 
fective workmanship and materials. 
You are safe dealing with 
ally known company. 


some the dealers who 
have added greatly their profits 
and truck sales with Cardinal. 


MONEZ FORD, 1350 Texas, Fairfield, 
California; PARKWOOD CHEVROLET, 5059 
Lakewood Lakewood, California; SAN 
GABRIEL FORD, 600 E. Las Tunas Drive, 
San Gabriel, California; SANDS CHEVROLET, 
P. ©. Box 95, Glendale, Arizona; CAMPER 
MOTORS, 620 Camino Real, Redwood 
City, California; ESCOBAR FORD, 13227 
San Antonio Drive, Norwalk, California. 


Fits Any Truck 


Call, wire write collect for full 
details. Don't miss another year. 


Cardinal Camper Mfg. 


508 Stewart St., 
El Monte, California Gilbert 4-3594 
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Used-Car Auction Prices 


+58 Special 4-dr. Riviera, $1,780* (ps), 
$1,560° (Ps), $1,480* (ps); 4-dr., $1,- 
430*; Century 4-dr, Riviera, $1,725* 
(ps); Estate Wagon, $1,690* (ps); 
super 4-dr., $1,575* (ps). 

Super 4-dr, Riviera, $1,275* (ps), 
$1,250" (ps), $1,195* (ps); 4-dr., $1,- 
110°; 2-dr. Riviera, $1,035* (ps); RM 

. 4-dr., $1,180* (ps); 4-dr, Riviera, $1,- 

135* (ps); Century 4-dr, Riviera, $1,- 

(ps); Special 4-dr., 

dr., $4,800* (ps), $4,675* (ps). 

(60) Special 4-dr., $4,230* (ps); (62) 
conv.. $4,200* (ps); 2-dr., $3,890* 

(ps); 4-dr., $3,750* (ps), 

(ps), $3,690* (ps). 


58 (62) Sedan de Ville, $2,850* (ps); 
4-dr., $2,800" (ps); conv., $2,775* 
(ps); 2-dr., $2,725* (ps). 


(62) 2-dr., (ps), $1,965* 
$1,915* (ps); Sedan de Ville, $1,825* 
(ps); (60) Special 4-dr., $2,030* (ps), 
$2,005* (ps). 

CHEVROLET—’ 60 Nomad (8) 4-dr., $2,- 
630° 


59 Impala (8) conv., $2,330* (ps); sport 

‘ sedan, $2,155* (ps), $2,095* (ps); 
Parkwood (8) 4-dr., $2,095* (ps), $2,- 
030* (ps); Bel Air (8) 4-dr, hardtop, 
$1,900* (ps); 2-dr., $1,540*; Biscayne 
(6) 2-dr., $1,595*, $1,445; 4-dr., $1,- 
570*; Brookwood (8) 2-dr., $1,550. 

8 Impala (8) 2-dr. hardtop, $1,705* 
(ps), $1,695*, $1,625* (ps), $1,600* 
(ps), $1,580* (ps), $1,550* (ps); Bel 
Air (8) 4-dr., $1,450* (ps), $1,350*, 
$1,310*; 4-dr. hardtop, $1,400*, $1,- 
380°, $1,325* (ps); 2-dr., $1,365* (ps); 
Brookwood (8) 4-dr., $1,445*; Biscayne 
(8) 4-dr., $1,420* (ps), $1,330* (ps), 
$1,285*, $1,275*, $1,195, $1,085*, $1,- 
070; Biscayne (6) 2-dr., $1,260*; No- 
mad (8) 4-dr., $1,290; Delray (8) 4- 
dr., $1,235°*. 


Bel Air (8) conv., $1,315* (ps); 


dr, hardtop, $1,230*; 4-dr., $1,120*, 
$1,105*, $950*; Two-ten (8) 4-dr., $1,- 
125*, $1,000, $990; 2-dr., $1,015*, 
$960*; Two-ten (6) 4-dr., $1,075*; 2- 
dr., $970*, $920*; One-fifty (6) 4-dr., 


950. 

- Bel Air (8) 4-dr, hardtop, $1,000*, 
$870*, $730*; conv., $925*, $830*; 4- 
dr., $735*; Bel Air (6) 4-dr. hardtop, 
$905. $885: Two-ten (8) 4-dr., $680*. 

(HRYSLER—’58 NY 4-dr. hardtop, $1,- 
640* (ps); Windsor 4-dr., $1,200*. 

DeSOTO—'58 Firedome 4-dr., $1,450* (ps); 
2-dr. hardtop, $1,275* (ps). 

‘97 Firedome 4-dr., $1,050* (ps); Fire- 
sweep 2-dr. hardtop, $920* (ps). 

DODGE—’58 Coronet (8) 4-dr. hardtop, $1,- 
125°. 

‘57 Royal (8) 4-dr. hardtop, $955*. 

FORD—’60 Thunderbird (8), $3,675* (ps), 
$3,625* (ps). 

59 Thunderbird (8), $2,955* (ps); Fair- 
lane (8) 2-dr., $1,975*, $1,375; Country 
Sedan (8) 4-dr., $1,950* (ps); Galaxie 
(8) 4-dr. Victoria, $1,920* (ps); Cus- 
tom 300 (8) 2-dr., $1,600*; 4-dr., $1,- 
590*, $1,535*. 

‘58 Fairlane 500 (8) skyliner, $1,700* 
(ps), $1,600* (ps); Country Sedan (8) 
4-dr., $1,430*; Fairlane (8) 4-dr. Vic- 
toria, $1,190*; Custom 300 (8) 4-dr., 
$1,025*; Custom 300 (6) 2-dr., $895*; 
4-dr., $850*. 


Used Imported 


Cars 


ALBANY 
Oitroen—'58 4-dr., $660. 
Renault—’'58 Dauphine 4-dr., $550. 
Volkswagen—’56 2-dr., $800. 


Volkswagen—’55 4-dr., $370. 


BORDENTOWN, 
Fist—'57 4-dr., $520. 
Ford (English)—’58 Anglia 2-dr., $695. 
Hiliman—'53 conv., $150. 
Morris—'58 4-dr., $500. 
Renault—'58 4-dr., $770. 
"ST 4-dr., $500. 
Simea—’58 4-dr., $525. 
conv., $1,610. 
_'58 station wagon 4-dr.. $650. 
Volkswagen—’'60 station wagon 4-dr., $1,- 
785; 2-dr., $1,550. 
59 2-dr., $1,350. 
2-dr., $690. 


CHICAGO 
Volkswagen—'59, $1,415. 


DAYTONA BEACH, FLA. 

. | Austin-Healey—’58 conv., $1,050. 
Metropolitan—’59 hardtop, $970. 
4-dr. Dauphine, $520. 


DETROIT 
Ford (English)—Anglia, $660. 
conv., $1,100. 
2-dr. hardtop, $920. 
2-dr., $1,550, $1,500; sun- 
roof 2-dr., $1,470. 
$1,800. 
2-dr., $1,010. 


FLINT 

MG—'57 conv., $1,250. 
Aronde 4-dr., $910. 
4-dr., $675. 
4-dr., $1,015. 
LOS ANGELES 
Austin-Healey—’59 roadster, $2,250. 
55 roadster, $700. 
Ferd (English)—’52 Consul 4-dr., $125. 
2-dr., $525. 
4-dr., $1,295. 
59 Dauphine 4-dr., $1,050. 
Dauphine 4-dr., $550. 

elve—'57 station wagon, $990. 


PORTLAND, ORE. 
it—’'59 4-dr., $980. 
"58 4-dr., $700. 
—'58 station wagon 4-dr., $950. 
2-dr., $980. 
2-dr., $875. 


WAREHOUSE POINT, CONN. 
wagen—’'58 Karmann-Ghia 2-dr., $1,- 
400; 2-dr., $1,125. 


(Continued from Page 46) 


’57 Fairlane 500 (8) conv., $1,205*; 4-dr. 
Victoria, $1,070*, $1,050*; Fairlane 500 
(6) 4-dr. Victoria, $830*; 4-dr., $835*, 
$770*; Country Sedan (8) 4-dr., $1,- 
060*; Country Sedan (6) 4-dr., $730*. 
IMPERIAL—’58 Lebaron 4-dr., $2,440* 
(ps). 
’57 Imperial 4-dr. hardtop, $1,650* (ps). 
LINCOLN—’59 Premiere 4-dr. hardtop, $3,- 
180° (ps), $3,125* (ps), $3,095* (ps). 
‘58 Premiere 4-dr., $2,110* (ps). 
'57 Premiere 4-dr. hardtop, $1,585* (ps). 


MERCURY—’59 Monterey 4-dr. hardtop, 
$1,880* (ps). 
*57 Commuter 4-dr., $1,195* (ps); Mon- 


terey 4-dr. hardtop, $990*. 
"56 Monterey 2-dr. hardtop, $575*. 


OLDSMOBILE — '59 (98) 4-dr. Holiday, 
$2,795* (ps), $2,665* (ps), $2,390*, 
—" (ps); (88) Super 4-dr., $2,400* 
ps). 

"58 (98) conv., $1,930* (ps); 4-dr. Holi- 
day, $1,825* (ps), $1,820* (ps); (88) 
4-dr. Holiday, $1,830* (ps), $1,695* 


(ps), $1,665* (ps), $1,505* (ps); 4-dr., 
$1,755*, $1,495* (ps); (88) Super 4-dr. 
Holiday, $1,735* (ps), $1,700* (ps); 4- 
dr., $1,515* (ps). 

’57 (98) 4-dr., $1,325* (ps), $1,220* (ps); 
4-dr. Holiday, $1,205* (ps); (88) 4-dr. 
Holiday, $1,285* (ps); (88) Super 2-dr. 
Holiday, $1,100* (ps). 

PLYMOUTH—’58 Suburban (8) 4-dr., $1,- 
335* (ps); Belvedere (8) 4-dr. hardtop, 
$1,130*; Savoy (8) 2-dr., $800. 

’57 Fury (8) 2-dr. hardtop, $1,145* (ps); 
Suburban (8) Custom 4-dr., $900*; 
Suburban (6) 4-dr., $690*; Belvedere 
(8) 2-dr. hardtop, $860*. 

PONTIAC—’59 Bonneville 4-dr. Vista, $2,- 
750* (ps), $2,600* (ps); Star Chief 4- 
dr. Vista, $2,450* (ps), $2,160* (ps); 
Catalina 4-dr. Vista, $2,350* (ps). 

58 Star Chief 4-dr. Catalina, $1,500* 
(ps); Chieftain 4-dr., $1,295* (ps). 

‘57 Star Chief 2-dr. Catalina, $1,140* 
(ps), $825* (ps); 4-dr., $1,070* (ps), 
$1,025*, $750* (ps); Super Chief 4-dr. 
Catalina, $950*; Chieftain 4-dr. Cata- 
lina, $860*. 

RAMBLER — '60 Ambasador (8) Cross 
Country, $1,850; 4-dr., $1,710. 

’*59 Ambasador (8) 4-dr., $1,915; Ameri- 
can (6) 2-dr., $1,110. 

*58 Custom (8) 4-dr., $1,455*; 4-dr. hard- 
top, $1,300*; Super (8) Cross Country, 
$1,415*; Super (6) 4-dr., $850. 

’57 Super (8) Cross Country, $1,090. 

STUDEBAKER—’59 Lark (6) 2-dr. 
top, $1,365. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Inc. Sale every 
Friday. Prices are for sale of Feb. 19. Ter- 
rific sale. Sold 80 percent of 200 consign- 
ments. 

BUICK—’57 Century 4-dr., $1,150. 

"56 Special 2-dr., $640* (ps). 

Century 4-dr., $580". 
CADILLAC—’56 (62) Coupe de Ville, $1,- 

600* (ps). 
= Bel Air (8) 4-dr., $1,- 

* Impala (8) 2-dr. hardtop, $1,500* 

Ss 


hard- 


Ps). 

’57 Bel Air (8) 4-dr., $1,140*; Two-ten 
(8) 4-dr., $940*, 

’56 Two-ten (8) station wagon, $790*; 
Bel Air (8) 4-dr., $760*. 

FORD — '58 Fairlane 500 (8) 4-dr., 2 at 

$1,115*; Custom (6) 2-dr., $915. 

"57 Country Sedan (8) 4-dr., $1,250*, 


$1,190* (ps), $940*; Fairlane 500 (8) 
4-dr., $905* (ps); Custom 300 (8) 2- 
dr., $700*. 


’56 Fairlane (8) 4-dr., $720*; Fairlane 
(6) 4-dr., Victoria, $575*; Custom (8) 
_ 2-dr., $525; Custom (6) 4-dr., $400*; 


2-dr., $350. 

MERCURY — ’56 Monterey 4-dr., $690* 
(ps). 

OLDSMOBILE — '56 (88) 4-dr. Holiday, 


$860* (ps); 2-dr., $830*. 
"55 (88) 4-dr., $615*. 
PONTIAC-~'56 Chieftain 2-dr., $570. 
WILLYS—’53 station wagon, $200. 


MASON CITY, IA. 


Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Feb. 17. 
Another real live sale. A lot of sharp cars 
showing up and buyers willing and eager 
to take them home. Big demand for con- 
vertibles. 

BUICK—’57 Century 4-dr. Riviera, $1,100* 
(ps); 2-dr. Riviera, $1,010*; Special 
4-dr., $950*. 

Special 4-dr. Riviera, $690*. 
CADILLAC—’59 de Ville 2-dr. hardtop, $3,- 
975* (ps); (62) 2-dr., $3,725* (ps). 

"58 (62) 4-dr., $2,625* (ps). 

*57 (62) 4-dr., $1,950* (ps). 

’56 (62) Coupe de Ville, $1,425* (ps). 

’55 (62) 4-dr., $980* (ps). 

"54 (62) 4-dr., $845* (ps). 
CHEVROLET—’59 Impala (8) conv., $2,- 

350* (ps); 2-dr. hardtop, $2,060* (ps); 
4-dr., $1,985* (ps); Bel Air (8) 4-dr., 
$1,590. 

’58 Nomad (8) 4-dr., $1,600*; Biscayne 
(8), $1,355*; 2-dr., $1,130; Biscayne 
(6) 4-dr., $1,190; 2-dr., $1,025. 

Two-ten (8) 2-dr., $1,070*. 
CHRYSLER—'56 NY 4-dr. hardtop, $1,150* 
(ps); Windsor 4-dr., $605* (ps). 

DODGE—’57 Coronet (8) 4-dr., $990*. 

FORD—’60 Galaxie (8) starliner, $2,550* 


(ps). 

’59 Fairlane (8) 4-dr., $1,660*%, $1,650*; 
Custom 300 (8) 4-dr., $1,605". 

Country Squire (8) 4-dr.. $1,420* 


(ps); Fairlane (8) 4-dr., $1,- 
230*; 2-dr., $1,025; Fairlane 500 (8) 
4-dr., $1,265*; Ranch Wagon (8) 4-dr., 
$1,245*, $1,120*; Custom 300 (8) 2-dr., 
$1,175*, $1,100*; 4-dr., $1,075*. 

‘57 Fairlane 500 (8) 4-dr., $1,050* (ps); 
2-dr., $720*; Custom 300 (8) 4-dr., 
$940*, $740, $715; Ranch Wagon (8) 
2-dr., $900. 

LINCOLN—’56 Continental Mark II 2-dr. 
hardtop, $3,750* (ps). 
MEROURY — ’56 Monterey station wagon, 


$950*. 
OLDSMOBILE—’59 (88) Super conv., $2,- 
240* (ps). 
*58 (98) conv., $1,845* (ps); (88) 2-dr. 
Holiday, $1,560* (ps). 

(88) 2-dr, Holiday, $1,125*. 

'56 (88) 4-dr., $870*. 
PACKARD—’55 Clipper 4-dr., $405*. 
PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 

800* (ps). 
"58 Suburban (8) Custom 4-dr., $1,300*; 
Savoy (8) 4-dr., $1,220* (ps). 


"S57 Savoy (6) 2-dr., $865*. 
"56 Savoy (8) 2-dr., $620*; 4-dr., $600*, 
$595. 
STUDEBAKER—’55 Commander (8) 4-dr., 
$550*. 
MISCELLANEOUS—’54 Ford %-ton pickup, 
$475; 2-ton truck, $330. 
*53 Chevrolet 2-ton truck, $325. 


ARMONK, 


Banksville Auto Auction, Inc, Sale every 
Tuesday. Prices are for sale of Feb. 16. 
Clean cars still bringing top dollar. More 
buyers than sellers for the clean one. 
BUICK—’58 Super 4-dr. Riviera, $1,450* 

(ps). 
56 Super 2-dr. Riviera, $850* (ps). 


CADILLAC—’59 de Ville 2-dr. hardtop, 
$4,050* (ps). 

CHEVROLET—’60 Impala (8) 2-dr. hard- 
top, $2,300*. 

’59 Impala (8) 4-dr. hardtop, $1,940* 
(ps), $1,940* (ps), $1,800* (ps); Bel 
Air 2-dr., $1,460; Biscayne (8) 2-dr., 

58 Impala (8) 2-dr. hardtop, $1,425* 


(ps); Biscayne (8) 2-dr., $1,175*; 4- 
dr., $1,150. 

’57 Bel Air (8) 4-dr. hardtop, $1,125* 
(ps); 2-dr. hardtop, $990*; Nomad (8) 


2-dr., $1,050*; Two-ten (6) 4-dr., 
$650*. 
Two-ten (6) station wagon, $630", 
$580, 
DeSOTO — '57 Firesweep 2-dr. hardtop, 
$985* (ps). 


’56 Firedome 2-dr. hardtop, $700* (ps). 
DODGE—’57 Coronet (8) 2-dr. hardtop, $1,- 
050* (ps). 
FORD—’60 Thunderbird (8) conv., $3,900* 
(ps). 
"58 Custom 300 (6) 2-dr., $850. 
’57 Fairlane (8) 2-dr., $790*. 
°56 Fairlane (6) conv., $635* (ps); Cus- 
tom (8) 2-dr. Victoria, $550* (ps). 
LINCOLN—’56 Premiere 4-dr., $760* (ps), 
$700* (ps). 
MEROURY—’56 Monterey station wagon, 
$800* (ps); 4-dr., $535*. 
OLDSMOBILE—’57 (98) 2-dr. Holiday, $1,- 
260* (ps); (88) Super 2-dr. Holiday, 
$1,100* (ps). 
’56 (88) conv., $885* (98) 4-dr. 
Holiday, $600* (ps). 
PLYMOUTH—’58 Belvedere (8) 4-dr. hard- 
top, $1,100* (ps); Savoy (8) 4-dr., 
$935 


(ps); 


’57 Plaza (8) 2-dr., $610; Suburban (6) 

2-dr., $525. 

’56 Suburban (6) 2-dr., $475. 
PONTIAC—’58 Chieftain Safari, $935*. 
RAMBLER—’59 Rebel (8) 4-dr., $1,310. 
MISCELLA NEOUS—’54 Studebaker pickup, 

$340. 


FLINT 


Flint Auto Auction. Sale every Thursday. 
Prices are for sale of Feb. 18. Talk about 
a sale—we had a real one. Lots of buyers 
and good clean cars brought money. Sold 
228 cars from 385 consignments. 
BUICK—’59 Electra 4-dr. hardtop, $2,455* 

(ps); LeSabre 4-dr. hardtop, $2,305*, 
$2,190* (ps), $2,090* (ps); 4-dr., $2,- 
255* (ps); 2-dr. hardtop, $2,270* (ps), 


100°. 
*58 Super 4-dr., $1,755* (ps); 4-dr. Rivi- 


era, $1,740* (ps); Special 4-dr., $1,- 
580*, $1,220*; Century 4-dr. Riviera, 
(ps). 


"57 Century 2-dr, Riviera, $1,185* (ps); 
Special 2-dr. Riviera, $1,135*, $1,085°, 


$1,005*. 

"56 Super 4-dr. Riviera, $825* (ps); Spe- 
= 4-dr., $810* (ps), $710*, $675*, 


Century Riviera, $735*; 

(62) 4-dr., $3,685* (ps). 
(62) conv., (ps), 


(ps). 
'57 (62) 4-dr., $2,000* (ps). 


2-dr., $2,- Biscayne (6) 2-dr., $2,- 


"59 Impala (8) 4-dr. hardtop, $2,075*, 
$2,035", $1,945*; 4-dr., $2,040°; 2-dr., 
$2,015*; conv., $2,175* (ps); Bel Air 
(8) 4-dr. hardtop, $1,850°; 4-dr., $1,- 
710*, $1,655*; Biscayne (6) 2-dr., $1,- 
555, $1,460. 

Brookwood (8) 4-dr., (ps); 
Impala (8) conv., $1,515", $1,500*° 
(ps); 2-dr., $1,435* (ps); Biscayne (6) 
2-dr., $1,325*; Biscayne (8) 2-dr., $1,- 
265; 4-dr., $1,130*; Delray (6) 4-dr., 
$1,000*; 2-dr., $900. 

"57 Two-ten (8) 2-dr. hardtop, $1,150*; 
2-dr., $1,030* (ps); Two-ten (6) 4-dr., 

(Continued on Page 48, Col, 1) 


SELLING 


quick EXTRA! 


STAINLESS 
STEEL 


The 
look’’ overcome 
minutes! You 
net quick, 

trouble-free profit. 
Pre-assembled, ready 
for fast mounting. 

MUST for each car. 


Economically priced for volume sales. 


Grille 


Available through your distributor write for details to: 


FOXCRAFT PRODUCTS 


ASSEMBLIES 


notching 
drilling for 
cotter pins 


STRONG, NEAT 


without threading, 


Type 
PUSHNUTS 
One-piece, heav 
QA spring pr 


with powerful grip. 


Cover rod ends with 
smooth rugged cap. 


Always 
fectly. Various designs and finishes 
sizes for 3/16”, 1/4", 
and dia. unthreaded rod. 


Use plain, unthreaded rods, shafts, 
studs, rivets pins 
and simply push these low-cost 


Type 
PUSHNUT 
Retainers 


New low-cost, space- 
saving, spring steel 
retainers push on 
plain rod, providing 


strong, firm retention of parts, seated or 
unseated. Available for %”, 3/16”, 4%”, 
5/16”, %” and %” dia. rod. 


All PUSHNUTS apply manually with high speed air hammers 


Flat 
Type 


PUSHNUTS 


Acorn Type PUSHNUTS 


Easily, quickly pushed unthreaded 


studs to assure 


tight, vibration-proof 
assembly ornaments, medallions, name- 
plates. Sizes for 1/16", 
1/8” and diameter. 


Pleasing, 


decorative appearance 
strong spring grip for fastening covering 
ends rods, studs rivets. Sizes from 
.312” dia. 


and 


Write for free samples and data, stating type, size and application. 
THE PALNUT COMPANY, Road, Mountainside, 


and warehouse: 730 West Mile 20, Mich. 


LOCK NUTS 


FASTENERS 


Used-Car Auction Prices 


(Continued from Page 47) 


(ps); Monterey 2-dr., $1,665*. 
’58 Monterey 2-dr., $1,350* (ps). 


$900. 
566 Bel Air (8) 4-dr., $900*; 4-dr. hard- 


OHRYSLER—’57 Windsor 4-dr., $1,250*. 525*; (98) 4-dr., $2,460* (ps). 
"55 NY 2-dr., $600*; Windsor 4-dr., "5S (98) 4-dr. Holiday, $1,750*; 4-dr., 
$365*. $1,570* (ps); (88) Super 4-dr., $1,735* 
Windsor 2-dr., $365. (ps). 
DODGE — '59 Coronet (8) 2-dr. hardtop, ’57 (98) 2-dr. Holiday, $1,320*; (88) 
$1,560*. Super 4-dr. Holiday, $1,275*; (88) 4- 
°57 Coronet (8) 2-dr. hardtop, $960* (ps). dr, Holiday, $1,200* (ps). 
Custom Royal (8) 4-dr., (88) Super 4-dr., $605* (ps); (88) 


FORD—’59 Galaxie (8) conv., $2,100* (ps) ; 4-dr. Holiday, $570*. 


Custom 300 (8) 4-dr., $1,415°. Savoy hardtop, $775* (ps); 
Thunderbird (8) conv., 2-dr., $685*; Plaza (8) 4-dr., $570. 
) 2-dr., 50; Savoy ) 2-dr., 
Custom 300 (6) 4-dr., 
Thunderbird (8) conv., Coun-| Star Chief Safa 
try Sedan (8) 4-dr., Fairlane 
. 
jane (8) Custom 300 (8) Star Chief 4-dr. Catalina, $1,- 
110* (ps); Super Chief 4-dr., 
Custom (6) 4-dr., $1,005. 


’ -dr. 85*; 
56 Fairlane (8) 2-dr. Victoria, $785 ‘57 Super (6) 4-dr., $765. 


2-dr., $515*; Custom (8) 4-dr., $605*, 

$580, ieee, 2-dr., $525; Custom (6) | STUDEBAKER—’59 Regal (8) station wag- 

2-dr., $525; Ranch Wagon (6) 2-dr., on 2-dr., $1,450. 

$410. WILLYS—’55 (685) station wagon, $310. 
HUDSON—’55 Super 4-dr., $190*. MISCELLANEOUS — ’'60 Ford (8) %-ton 
IMPERIAL—’'58 Crown 4-dr., $2,340*. pickup, $1,655. 

Crown 4-dr., $415*. Chevrolet (6) Panel, $125. 

LINCOLN—’59 Premiere 4-dr., $3,030*. ’53 Chevrolet Panel, $100. 


’58 Premiere 4-dr. hardtop, $2,115*. 


Premiere 2-dr., $1,430*. 
Premiere WAREHOUSE POINT, CONN 
MERCURY—'59 Montclair 2-dr. hardtop, Southern Auto Sales, Inc, Sale every 

Commuter 4-dr., $1,870* | Wednesday. Prices are for sale of Feb, 17. 


$1,920* (ps); 


TRUCK HEATERS that REALLY WORK 


BRAND NEW SURPLUS GMC 
TRUCK HEATER KITS 


Way Below 


Gov't. Cost 
Post Paid 


Cab cold? the perfect answer— 
éxtra large core, high heat volume 
water heater. Variable speed, fits '/.-ton 
up, adaptable for ail makes. Complete 
with switch, hose, fittings, instructions. 
6-volt, easily adaptable to 12-volt.* 


p. pd. 


New Surplus! Universal Car Truck Heaters 


for cars, sport cars, trucks! Hi-volume, heavy-duty water 
heaters. Variable speed, 10'/."" wide, 9" high. 6-volt, adapts to 
12-volt.* Complete except for hose and clamps. 


*12-Voelt Adapter, $1 Extra—Check or M. O. Only—Volume Users, Write for Prices. 


APE SURPLUS and SUPPLY, Inc. 


Dept. B 3639 E. Waterloo Rd., Akron 12, Ohio MA 8-1612 


stor LOSING PLATES! 
FASTEN THEM QUICKLY, 
SECURELY with the world’s finest 


DEALER PLATE HOLDERS 


e Fits any bumper 

Hardened aluminum end clips. 
Will not spread open or rust. 
H.D. steel wire springs, 
tempered for long life. 

Simple and easy to attach 
...to remove 

Zinc plated for rust protection. 


SANDEE PRODUCTS CO. 
P.O. BOX 455 
Dept. A 
CONN. 
Please rush PLATE HOLDERS 
CHECK/M.O. for $____enclosed. 
Name 
Jobbers 
Agents Inquiries Address 
invited. City Zone State. 


top, $820; 2-dr., $675*; Bel Air (6) ’57 Monterey 2-dr., $835*; Montclair 4- 
4-dr., $780; Two-ten (8) station wagon dr. hardtop, $775* (ps). 

4-dr., $800*, $715; 2-dr., $695, $595, ’56 Montclair 4-dr. hardtop, $760*; 4-dr., 
$575, $480*; Two-ten (6) 4-dr., $740*, $645*. 

$690. OLDSMOBILE—’59 (88) 4-dr. Holiday, $2,- 


Special 4-dr. Riviera, $700* 
Century 4-dr. Riviera, $530* (ps). 
’55 Super 2-dr. Riviera, $675* (ps); 
cial 4-dr., $500*, $495°; 2-dr., $400*. 
’54 Century 4-dr.,” $410*, 
’52 Special 2-dr. Riviera, $100*. 


BUIOK—’58 Special 4-dr. Riviera, $1,525* 
(Ps) ; 


Spe- 


OADILLAC—’54 (62) 2-dr. hardtop, $725* 


AUTOMOTIVE NEWS, FEBRUARY 29, 1960 


’57 RM 4-dr. Riviera, $1,050*. 

’56 Century 4-dr. Riviera, $635*. 

Century 2-dr. Riviera, $475*, 
4-dr. Riviera, $275*; 


(ps). hardtop, $2,950* (ps). 
Impala (8) conv., (62) 4-dr., $135*. 
235* (ps); 4-dr. hardtop, $1,875* (ps); | CHEVROLET—’60 Parkwood (8) 4-dr., $2,- 
Bel Air (6) 4-dr., $1,800. 300*; Corvair (6) 4-dr., $1,700, $1,- 
’58 Biscayne (8) 4-dr., $1,320*; Biscayne 630. 
(6) 4-dr., $1,275* (ps), $1,250*, $1,- "59 Impala (8) sport coupe, $2,100*; 
150, 2 at $1,150*, $1,140*. Brookwood (8) 4-dr., $1,990*, $1,900; 


’56 Two-ten (6) 4-dr., $700; Two-ten (8) 


2-dr., $555*, 

'55 Bel Air (8) conv., $735*; 
2-dr, hardtop, $300*; 
dr., $540, $500. 


2-dr., $575*; 


54 Two-ten 2-dr., $450; Bel Air 4-dr., 
$335, $310. 

Bel Air 4-dr., $375, $230*; 2-dr. 
hardtop, $285; Two-ten 2-dr., $270, 
$175. 


‘52 Deluxe 4-dr., $105* 

Deluxe 4-dr., $110*. 
DeSOTO—’55 Firedome conv., 
’53 Firedome 4-dr., $265*. 
DODGE—’ 57 Sierra (8) 4-dr., 

’54 Meadowbrook 2-dr., 
dr., $150*. 
’53 Coronet 4-dr., $135*, $105*. 
FORD—’'60 Falcon (6) 2-dr., $1,760. 


$430* 


’59 Country Sedan (8) 4-dr., $2,155* (ps); 


Custom 300 (8) 4-dr., $1,625*. 
’58 Fairlane 500 (8) 2-dr., 
Custom 300 (6) 2-dr., $985*. 


Fairlane (8) 4-dr., $1,150*; 2-dr., 
$700; Custom (8) 2-dr., $780. 

’56 Custom (8) conv. $770*: 2-dr., $550", 
$355; 2-dr. Victoria, $525*: 4-dr., 
$475"; Fairlane (8) conv., $655* (ps); 
4-dr., $615*, $600, $550* (ps); Ranch 
Wagon (8) 2-dr., $630, $500*. 


55 Country Sedan (8) 4-dr., $715*; 
tom (8) conv., $525; Ranch Wagon (8) 
2-dr., $515; Fairlane (8) 2-dr., $320*. 

’54 Crest (8) conv., $400* (ps); 4-dr., 
$250*; Custom (6) 4-dr., $190, $145*. 

MERCURY — ’56 Custom 2-dr. hardtop, 
$500°*. 

’55 Montclair conv., 
dr. hardtop, $300*. 

’54 Monterey 4-dr. hardtop, $265*; 4-dr., 
$210*. 

’53 Custom 4-dr., $215, $135. 

OLDSMOBILE—'58 (98) 4-dr. Holiday, $1,- 


$480*; Monterey 2- 


725* (ps). 
"57 (88) Super 4-dr. Holiday, $1,300* 
(ps); (88) 2-dr. Holiday, $1,185* (ps). 


’56 (88) 4-dr. Holiday, $750*, $515*. 
’55 (88) 2-dr. Holiday, $420*, 
PACKARD—’54 Clipper 4-dr., $100*. 
PLYMOUTH—’59 Savoy (8) 2-dr., $1,625* 
(ps). 
"58 Savoy (8) 2-dr., 
4-dr. (Taxi), $170*. 
Savoy (6) 2-dr., 
dr., $460, $395*. 
56 Belvedere (8) 2-dr. hardtop, $575*; 
Plaza (6) 4-dr., $435. 
’55 Plaza (6) 2-dr., $335. 
PONTIAC—’59 Catalina 4-dr. Vista, $2,010* 
(ps), $2,000* (ps). 
’57 Chieftain 4-dr. Catalina, $1,100* (ps). 
’55 Chieftain 4-dr., $600*; 2-dr. Catalina, 
$355* (ps); Star Chief 2-dr. Catalina, 
$535* (ps). 
MISCELLANEOUS — ’59 Ford (8) Panel, 
$100* 


$1,075*; Savoy (6) 


$565; Savoy (8) 4- 


Studebaker (6) pickup, $345. 


DETROIT 


Motor City Auto Auction. Sale every 
Monday. Prices are for sale of Feb. 15. 
BUICK—’58 Special 2-dr. Riviera, $1,400*, 

$1,230, $900. 


Market This Year? 


Two- ten (6) 2- 


(ps). 


$1,075* (ps). 
$165; Royal 4- 


$1,275* (ps); 


Cus- 


Parkwood (8) 4-dr., $1,800; Bel Air (8) 


4-dr., $1,750, $1,530*; 2-dr., $1,605, 
$1,550*. 
’58 Brookwood (8) 4-dr., $1,430*; Impala 


(8) 2-dr. hardtop, $1, 355; Bel Air (8) 

. Sport sedan, $1,330* (ps); 2-dr., $1,100; 
Biscayne (8) 2-dr., $1,100, $1,070. 

’57 Two-ten (8) 4-dr. hardtop, $1,100; 
2-dr. hardtop, $900*, $800, $625; Bel 
Air (8) 2-dr., $900. 

’56 Bel Air (8) conv., $840*, $735*; 
hardtop, $770*; station wagon, $750*; 
4-dr., $720*; Two-ten (8) station wag- 
on, $800*, $790*; 4-dr., $700*; 2-dr., 
$655, $635, $615*, $575. 

’55 Bel Air (8) 2-dr. hardtop, $675*, 
$530*; 4-dr., $600*, $500; 2-dr., $415; 
Two-ten (8) station wagon, $550; Del- 
ray, $500*; One-fifty ‘S) 4-dr., $450*. 

‘54 Bel Air 2-dr. hari op, $450; 2-dr., 
$240*; Two-ten 2-dr., $340; 4-dr., $200. 

53 Bel Air 2-dr., $300, $260, $205, $170*. 

’51 Deluxe 2-dr., $240. 

CHRYSLER—’56 Windsor 4-dr., $780*. 

DeSOTO—’'55 Firedome 4-dr., $415*. 

’54 Firedome 4-dr., $325* (ps). 

DODGE—’59 Royal (8) 4-dr. hardtop, $1,- 

900*. 

’58 Custom Royal (8) 2-dr. hardtop, $1,- 
000*, $940* (ps). 

EDSEL—’59 Corsair 4-dr., $1,600* (ps). 
’58 Citation 4-dr. hardtop, $1,025* (ps); 

Corsair 2-dr. hardtop, $1,000*; Round- 
up 2-dr., $980. 

FORD—’60 Thunderbird (8) conv., $3,700* 
(ps), $3,600* (ps); 2-dr. hardtop, $3,- 
700* (ps); Galaxie (8) starliner, $2,- 
450* (ps). 

"59 Galaxie (8) 4-dr., $2,200* (ps), $2,- 
025* (ps), $1,570*; conv., $1,900*; 2-dr. 
Victoria, $1,775*; Country Sedan (8) 
dr., $2,000* (ps), $1,950*, $1,700*; 
Fairlane 500 (8) 4-dr. Victoria, $1,745*, 
$1,700; 2-dr., $1,445. 

‘58 Thunderbird (8) 2-dr. hardtop, $2,- 
600* (ps); Country Sedan (8) 4-dr., 
$1,200, $1,135; Ranch Wagon (8) 2-dr., 
$1,180, $1,170. 

’57 Country Sedan (8) 4-dr., $1,125, $1,- 


100*; Fairlane 500 (8) 2-dr. Victoria, 
$1,095* (ps), $975*, $620; conv., $925*; 
4-dr., $925* (ps); 4-dr. Victoria, $855* 
(ps); Ranch Wagon (8) 2-dr., $900, 
$870*; Fairlane (8) 2-dr., $900, $850*, 
$725. 

’56 Country Sedan (8) 4-dr., $700*, $645; 
Fairlane (8) conv., $690*;; Custom (8) 
4-dr., $625*; 2-dr., $475*. 

"55 Fairlane (8) 2-dr. Victoria, $505*; 
Ranch Wagon (8) 2-dr., $500, $420; 
Custom (8) 2-dr., $450*; 4-dr., $420; 
Main (8) 2-dr., $370. 


’54 Crest (8) 2-dr. Victoria, $400, $385* 
(ps); Custom (8) 2-dr., $350, $340, 
$205*, $235, $225; 4-dr., $275*. 

’53 Country Sedan (8) 4-dr., $225; Cus- 
tom (8) 2-dr., $225, $135; Main (8) 
2-dr., $200, $190. 

LINCOLN—’56 Capri 4-dr., 2 at $790* (ps). 

’55 Capri conv., $410*. 

MERCURY—’57 Montclair conv., $1,075* 
(ps), $1,06&*; 4-dr., $1,070* (ps); 2-dr. 
hardtop, $1,025*, $950*. 

OLDSMOBILE—’59 (98) 


4-dr. Holiday, 


Steam Comeback Seen 


SAN DIEGO, cars 
are not coming President 
Robert Lyon Chicago told 
some members the Steam 
Automobile Club America, 
“they’re here today. There will 
definitely modern steam car 
the market 1960.” 

According Lyon, steam car 
under development Besler 
Corp., Emeryville, Calif. cost 
has been established for the unit, 
which still the experimental 
stage. 

Williams Brothers, Fairhill 
Rd., Hatfield, Conn., offers steam 
engines for installation modern 
for $4,100. There are two mod- 
els, one for large cars, another for 
Ford, Chevrolets Plymouths. 


Most the club’s present ac- 
tivities revolve around restora- 
tion old steam cars. restor- 
able unit. costs from $1,000 and 
up. 

The club was formed Kent, O., 
1956 with members. There are 
now over 1,000. Not all members 

own cars, but estimated club 
members have over 2,500 steam 
cars under their control. 

Approximately 7,000 steam cars 
are known remain the 
with about 1,000 operating condi- 

tion. One man has cars, lady 
owns and sell one though 
she cannot drive. club publica- 
tion, Steam News, published 
from Greenwood Rd., Yonkers, 

Oldest car exhibited the meet- 
ing was 1898 Mobile steam 
buggy owned Hayden Taliaferro, 
San Diego, host chairman for 
the club. Most modern was the 
Doble E-14 roadster, $10,000 cus- 
tom built steamer used for daily 
transportation its owner, Ber- 
nard Becker; Walnut Creek, 


Calif. 1922 Stanley touring car 
was driven from Phoenix, Ariz., 
San Diego, Carl Guth. 

Club members visited atomic 
laboratories General Atomics, 
where researcher Dr. Harvey Sleep- 
jr., told the group: 

“We are taking brief look 
use reaction power (steam. from 
atomic heat) hover-craft type 
vehicles (Curtiss-Wright’s Aero-Car 
hover-type vehicle). 

Dr. Sleeper also asked the 
group for suggestions 
simple steam engine that could 
used with solar (sun) power 
for standby service place 
expensive diesel engines. 

the subject atomic powered 
cars, using steam engines, 
atomic submarines, Dr. Sleeper dis- 
appointed the group telling 
them requires eight feet con- 
crete safely shield the atomic 
reactor. Then grinned and add- 
that modern plastics can 
used with four feet lead re- 
duce shielding bulk from eight 
six feet. 

Later, Dr. Sleeper’s discussion, 
mentioned the use thermo- 
couples, which would bypass the 
steam engine source motive 
power, thermocouple, when heat- 
ed, produces minute amounts 
electricity. Experimental thermo- 
couples produce usable amounts 
current, and could well heated 
atomic energy, producing elec- 
tricity for direct consumption 
driving motors. However, the 
shielding problem: remains. 

Other club events during the San 
Diego meeting included “mock 
race,” discussion modern boil- 
ers, style show and round-table 
worldwide steam developments. 
The first 1960 meeting held 
South Carolina, May. 

CARROLL 


$430*; 
Special 4-dr., 


$435*; 2-dr. Riviera, $400*, $280*. 
’54 Special 2-dr. Riviera, $360*. 
CADILLAC—’58 (62) Coupe de Ville, $3,- 
150* (ps); 4-dr., $3,100* (ps); 2-dr. 


2-dr. 


$2,700*; 2-dr. Scenic, $2,610* (ps), 
2-dr. Holiday, $1,600* (ps); 
2-dr. Holiday, $1,220*. $1,095 
$1,055* (ps), $785*. 
(88) 4-dr. Holiday, $740* (ps); 
Holiday, $690*, $500* (ps). 
(88) 2-dr., $260. 
(98) 2-dr. Holiday, $450* (ps), 
(ps). 


PACKARD—’55 400 2-dr. hardtop, $165¢, 


PLYMOUTH—’59 Fury (8) 4-dr. hardtop 
$1,800* (ps); Suburban (8) 2-dr. 


400. 
Belvedere (8) 4-dr. hardtop, 


(ps); Suburban (8) 2-dr., $725*; Savoy 
(8) 4-dr., $500. 
’56 Savoy (8) 2-dr., $355*. v 
Savoy (8) 2-dr., Plaza 
dr., $265. 
’54 Plaza Suburban, $325. fe 
PONTIAC—’60 Bonneville sport coupe, $2. bi 
785* (ps). 
’59 Safari 4-dr., $2,700*; Bonneville 
Vista, $2,675* (ps), $2,570* (ps). 
Chieftain 4-dr. Catalina, $1,075*; Stay 
Chief 4-dr, Catalina, $985*. 
Star Chief 4-dr., $735*; Chieftain 
dr., $500. cal 
’55 Chieftain 2-dr., $365*. of 
RAMBLER — ’59 Ambassador (8) Crogs stc 
Country, $1,800*. 
’58 American (6) 2-dr., $880. d 
be 4-dr., $500; Cross Country, the 
490. 
STUDEBAKER—’59 Lark (6) 2-dr., $1,250, 
J J col 
BORDENTOWN, sel 
National Auto Dealers Exchange. Salk the 
every Wednesday (Feb. 17). Buyers were ! 
here mass for the third straight week 
taking home every clean, sharp car that was 0 
offered in every year and model. Sold 8 —t 
percent 512 consignments. 
vie 
ac 
30-60-90 Day 
Obsolete! 
har 
pra 
Dealers are gro 
spending large bit 
amounts 
mi 
money and 
lose 50% their 
owners within 
month 
on 
W- 
Can 
working? dec 
the 
hav 
you are looking ahead the 


new model and 1960 sales... 
you must plan having the 
good will your owners, and 
equally important, the present 
service business the owners 
your area. 


YOUR LOST OWNERS 
MUST RE-WON! 


PRINCIPAL 
ISLAND CITY NEW YORK 


OHIO 


NEW PORTABLE 
AUTO TURNTABLE 
LOWEST PRICE 
Only $349 f.0.b. Chicago 


FASTEST ASSEMBLY 
Takes one man minutes 


LIGHTEST WEIGHT 
USE INDOORS OUT 
WRITE FOR FREE FOLDER 


PEPCO 


PRODUCTS CORP. 
162nd and Vincennes, Harvey, 


line: 
con 
MOTO 
the 
less) 
ENGINEERING 


Dealers Convinced Small-Car 


used-car market, not due com- 
pacts, but the after-holiday 
period paying bills. should 
sell least percent compact 
cars. Our gross two-door Fal- 
con $357, but our average gross 
much less. could built 
fairly good sized American car 
sell for $1,500 $1,600, sell 
don’t think this possible.” 

Bradshaw, Tropical Chev- 
rolet, claims the compacts should in- 
crease slightly the overall picture 

“Competition will very keen 
and gross profits will down ac- 
cordingly,” said. “One 


(Continued from Page 40) 
bright future for the American 
made compact cars and that the in- 
troduction these cars was shot 
the arm for the industry. 

Dealers handling Falcon, Cor- 
and Valiant contend that the 
business will account 
for percent their total 
pusiness this year. Most these 
dealers believe that this will rep- 
resent additional sales. 

The sales impact these 
has not materialized yet be- 
cause low inventories. number 
dealers have less than three 


stock. 

All dealers except one expressed 
the thought that was not neces- 
sary for American manufacturers 
out even smaller car. They 
consider impossible for American 
makers compete with imports 
around $1,695. They also said 
the import car, with price tag 
$1,500 $1,700—with the exception 
Volkswagen and couple others 
thing the past. 

The sole dealer with negative 
viewpoint said his factory gave him 
acompact car, but not economi- 
cal one. contended that the fac- 
tories should meet the import prices. 

Rambler dealers believe that the 
introduction compact cars the 
Big Three has helped their business. 

* * * 


delivered price which know 
$10 less than actual cost. Cer- 
tainly the used-car market af- 
fected. Some people who might buy 


smaller car, need lower price.” 
Robert McGahey, president, Mc- 
Gahey Plymouth-Valiant, said 
too early discover trend. 
“About percent our sales will 
Valiants,” said. “Up till now 
only percent these sales have 
been Plymouth owners. get 
quite number two-car families. 
Very few imports come Val- 
iants. Our gross reaches $385 but 
this gradually decreasing. Our 
buyers seem very enthusiastic about 
the compact.” 


VERAGE gross profit, covering 

all compact car dealers, runs 
from $200 $225 per unit. Dealers 
handling one particular make with 
practically inventories reported 
grossing full profits. 

Opinion the dealers varies 
bit what affect the compact 
cars will have the used-car 
Dealers who reported 
that the smaller cars haven’t af- 
fected their used-car prices yet 
all believe that will come soon- 
later. 

Some dealers said that the prices 
late-model cars have already 
dropped, but not all attribute the 
decline the compacts. They say 
the market has been soft. Other 
dealers say that the smaller cars 
have changed the used-car price 
Hebert.) 


THE other hand, Stacy Row- 
ell, prominent veteran used-car 
dealer, said the compacts will hurt 
imports. 

little doubt the used-car 
market here, elsewhere, has been 
soft and not until recently has the 
wholesale market come down,” 
said. “But business has not been too 
bad for the reliable dealer. con- 
tinue sell our share because 
our reputation. already have 
few slightly used compacts our 
lot and the wholesale price re- 
markably high, think, because 
used-car dealer wants advertise 
them for publicity’s sake.” 

Jim Garrett, general manager 
for Abraham Ford, who early 
January thought percent 
sales would Falcons, now says 
the figure will more likely 
percent. 

can’t say exactly what our 
average gross is, but the whole 
entirely satisfactory,” said. 

“There’s doubt the used-car 
market off, but can’t attribute 
there’s need for smaller American 
car. The public used big cars 
and some them think even the 
compacts are hard get and out 
$1,500 car but that, evidently, im- 
possible.” 

Ned Bogar, Miami Lincoln- 


Miami 


consensus among Miami 
dealers the impact the 
compacts the automobile market 
here seems that too early 
distinguish real trend. 

the outset, with cars some 
lines scarce, the steel strike, the ten- 
dency dealers get full gross 
and abnormal apathy among 
the market was dead and 


February has shown decided 
pickup, except perhaps used 
ears, where sales are off. The Feb- 
increase probably due 
keen competition, better deals for 
the buyers with consequent lower- 
ing gross the dealer, and 
determined effort through greatly 
increased advertising stimulate 
the market. 

One dealer advertised new Cor- 
$1,699 delivered, downpay- 
Ment $99 and $39 month. 

Practically all dealers are stocked 
their ears with new cars. One has 
least three-month supply. 

When comes what effect the 
compacts have, few dealers will 
themselves. Summary 
their opinions might be, “There 
need for smaller domestic 
Make, there will increase 
the compact share the market, 
the average gross profit the com- 
Pact has receded from full gross 
less) and the compact cars have 
the used-car market some- 

a 


Automatic Parking— 


Electromatic Inc., San Fran- 
HERE are some specific opin-| cisco, has introduced new concept 
ions: tomatic parking and storing facilities. The 


first unit will constructed this spring 
San Francisco. Development this system, 
possible under patents covering the con- 
strained link chain which pushes well 
pulls. makes possible lateral and lon- 
gitudinal parking which the feature 
the system. Standard units this design 
may installed side side, back 
back, such geometric fashion lo- 
cation, plot area, shape and topography 
dictate. site which now parks cars 
can park 200 cars the new system built 
tiers high, said. 


Said, “There’s market for smaller 
cars but don’t believe American 
Manufacturers can build one 
Price compete with the imports. 
say gross average $300 
Falcons. might sell much 
percent compacts our total 

sales. wholesale percent 
used cars and our retail used- 
business probably off about 
percent.” 

Lou Kenner, Cecil Holland 
Ford, said, “There’s lull the 


competitors already advertising 


new compact. don’t need 


New Gains Seen for Compacts 


Mercury, has had one Comet for 


two days while the factory people 
were taking publicity pictures. 


world beater,” says Bogar. “It the 
same size the Ford, will sell 
for $100 more than the Falcon and 
kick-off with models March 
17. People who have seen read 
about the Comet are very enthusi- 
astic about it. will not classed 
compact. Right now our sales 
are spotty.” 

Frank LaPointe, general manager 
for Don Allen Chevrolet, thinks 
too early tell what impact the 
compact will have. sees need 
for smaller American car. 

“Thus far have been able 
gross satisfactory profit com- 
pacts,” said, “but with stiff com- 
petition, don’t doubt this will di- 
minish. will probably sell 
percent compacts. The used-car 
market has not been too good but 
really know whether the new 
compacts have had anything 
with it.” 

spokesman for Munroe-Zeder, 
Plymouth-Valiant, thinks the com- 
pacts—at least the 
gain increasing share the 
market. claims that his Valiants 
are bringing almost full gross, but 
believes the scarcity has had some- 
thing with this. 

Clay Meadows, used-car manager 
for Don Allen Chevrolet, said has 
overflow stock used cars, but 
that the market showing increas- 
normal little better March. 
doesn’t believe the compacts 
have had much with this. 


RED WESTERBROOK, assistant 

sales manager for Crane Bros. 
Rambler, thinks the compacts will 
gain much larger share the 
market, that there little need for 
smaller American cars, that the 
compacts have had little effect 
used-car sales generally and that 
the gross Ramblers run low 
$100. 

Henry Oxell, sales manager for 
Fincher Olds-Lark, believes com- 
pact sales will soar. said there 
need market for smaller 
domestic car. 

Charles Grentner jr., Grentner 
Bros., and Tony Paigo, Paigo Mo- 
tors, both English Ford dealers and 
both claiming America’s larg- 
est English Ford dealers, least 
agreed one subject: “No Ameri- 
can manufacturer can build small- 
domestic car compete with the 
Anglia.” 

They both hope the English Ford 
quota for the will increased, 
they think the Miami area could 
absorb many 10,000 1960. 
The total sold here 1959 was 
4,426. 

head 
Hertz headquarters here, said 
there has been rush drive the 
compacts. 

“Usually, people who fly Miami 
want splurge little with car— 
larger one—although have had 
fair demand for compacts,” 
said. “As rule they don’t ask for 
particular make, although man 
owning Chevrolet, for instance, 
home, may wish try the Corvair. 

“The Miami used-car market 
right now isn’t too good, but else- 
where the prices are fair. 
had dealers from far away 
Oregon buy cars Miami and 
transport them home.” 

Oddly enough, practically every 
compact dealer has had least one 
compact buyer return and trade for 


larger regular car. And one fi- 


nance company has already repos- 
sessed compact.—(Trescot Goode.) 
* * 


Chicago 
sales picture Chicago 
dealerships handling compact 
cars varied, say the least. 
Tom Todd, general manager 
Yarnall Chevrolet, said seems 
certain that Corvair take 
little bigger” share the Chevro- 
let market than has during the 
past few months. feels that 
constant increase for all compacts 
will not evident, but that sat- 
uration point the number 
compact-car owners will reached 
fairly soon, 
While the compact market will 
always with us, said, 
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probably will never exceed per- 
cent the total. 


There doesn’t seem future 
smaller 


for S.-made car 


than the present models, Todd said, 


for there “limit” what the 


American people will stand for. 
“To make compact,” said, 
“we have take too many things 
out car, Oddly, buyers for- 
eign cars will put with incon- 
veniences they wouldn’t stand for 
comparable American model.” 


gross profit, Todd was 


agreement with other dealers that 


average gross was about the same 


per sale regular car. 
Yarnall’s used-car sales have not 
been affected the advent the 
compacts, said. Many used-car 
dealers have been blaming the com- 
pacts deterrent their sales, 
but Todd feels they’ve been using 
this excuse for poorly or- 
ganized sales program. 
* 


LITSINGER MOTORS, 
major Chicago Ford dealer, 
Sales Manager Harry Sharp said 
expects the Falcon keep 
percent the compact market. 
even smaller compacts, Sharp 
said, “Definitely Makers have 
reached the right size and “should 
kept that way,” 

said average gross profit 

Falcon equals that stand- 
ard Ford, and this “good, be- 
cause work smaller mar- 
gin profit.” But his views 
the used-car market were not 
cheerful others called. 
Sharp’s opinion, the compacts 
have affected all late-model cars 
and the point suf- 

fering. 

Joe Levy jr., partner Walton 
Motors, said that Valiant sales are 
“very good.” Valiants are outselling 
Plymouth and Simca (also their 
showroom), and the Dodge Dart 
outselling the Plymouth, with in- 
creasing sales every month. 

need smaller compact? 
Levy answered saying that the 
public wants smaller price, not 
smaller size. 

“We could sell 20-foot car 
retailed $1,600,” said. 

Gross profits compacts? “Good, 
Levy said. “And amazed 
the number ‘conquest’ this 
year. Many professional people are 
trading Cadillacs, Imperials and 
other big cars Valiants and 
Darts.” 

Levy’s eyes, Walton’s used-car 
sales have not been affected the 
Valiant any other compact. 

Lark and Rambler dealers, who 
wished nameless, were the 
general opinion that their models 
will capture greater share the 
compact market 1960, that cars 
shouldn’t any smaller, and that 
gross profits were “beautiful, de- 
pending your individual 
(David Atchison.) 


Rhode Island 


HODE ISLAND dealers are 
united their belief the fu- 
ture compact cars this area. 
One dealer, handling Falcon 
three locations, sees continuing 
demand for compact cars, says 
their impact both the new-car 
and used-car market should con- 
tinue. 

One the largest Chevrolet 
dealers the state “not too 
impressed” with compact cars, 
says, although admits they 
have found their place the 
American market. 

noted that after the first rush 
for compact cars, demand subsided 
because what termed disil- 
lusionment economy. Motorists, 
said, are finding that the margin 
economy and roominess the 
compacts, compared with stand- 
ard cars, not sufficient make 
the sacrifice space the com- 
pact 

the whole, dealers Rhode 
Island are optimistic about the fu- 
ture the compact and agree that 


Forbes.) 
+ * 
Minneapolis 


EALERS Minneapolis feel 
that the compact cars are going 
take increasing share the 
new-car market although they were 
not willing forecast any percent- 
ages. One dealer, however, said that 
the compacts eventually would ac- 
count for percent the 
total. 

All dealers fee] that the cars 
are enough now; they see 
need for even smaller car 


the size the imports. One deal- 
said that eventually Ameri- 
can may have 
meet the competition the 
smaller cars, but could see 
ediate need for the tiny mod- 
els. 

Average gross profit the var- 
ious compact-car dealers Minne- 
apolis ranged from $225 $400, 
with $300 the most representative 
One dealer noted that “we 
don’t have too much work with 
the compacts.” 

There seemed unanimous 
opinion that the compacts are af- 
fecting the used-car market, which 
has not been good Minneapolis. 
One dealer said feels that the 
Twin Cities’ used-car market be- 
hind the rest the country, Late 
models and the heavier used cars 

Other factors which have affect- 
the used-car market are the cash 
grain crop the area (bins cannot 
sealed because moisture 
the crops) and the iron mining in- 
dustry Northern Minnesota, 
which was hurt the recent steel 
strike. This area normally absorbs 
many the surplus used cars. 
(Donald Lyons.) 


* * * 


Midwest 


ANY Midwest dealers see the 

compacts taking bigger share 
the market, but also see need 
switch prospect larger cars 
whenever possible because many 
dealers fear that compacts will cut 
profits and slow sale standard- 
sized cars. 

Little interest exhibited 
these dealers for cars smaller 
than the current compacts and 
some debate the wisdom the 
domestic manufacturers getting 
into the compact field with 
much enthusiasm, 

and large, gross profits 
compacts have been disappointing 
most dealers, There are excep- 
tions, course, but most these 
exceptions refer the early mar- 
ket. 

Used-car dealers vary largely 
their opinions domestic compacts 
and not many are much interested 
them trades. 

* * 

and Lark dealers are 

most optimistic about their lines 
and justly so, because the im- 
pressive volume and the heavy de- 
mand the present market, The 
public apparently showing 
great deal loyalty Rambler 
and Lark and the other three com- 
pacts are having considerable trou- 
ble weaning away any these cus- 
tomers. 

One the troubles with trying 
measure the present market 
that one dealer will report com- 
plete lack interest his com- 
pact, while not far away another 
dealer reports booming business. 

This seems reflect the efforts 
and thinking the dealers. deal- 
who enthusiastic about his 
compact, sells lot them, The 
dealer who thinks makers shouldn’t 
have cluttered already messy 
field with smaller car, doesn’t get 
his sales off the 
Houck.) 


Chevy Dealers Get 
Price Case Delay 


DETROIT.—The trial De- 
Chevrolet dealers and 
their trade association price-fix- 
ing charges has been postponed 
Federal Judge Thomas Thorn- 
ton. The trial was have begun 
tomorrow (March 1), new date 
has been set. 

The defendants sought the post- 
ponement after local Ford deal- 
ers pleaded nolo conteridere sim- 
ilar charges mid-February. The 
Chevrolet group felt that the pub- 
licity given the Ford proceedings 
would prejudicial their case. 

The Chevrolet dealers were in- 
dicted January, They are 
charged with conspiring restrict 
competition violation the 
Sherman Antitrust Act adopting 
uniform retail prices and establish- 
ing minimum gross profit $225 
new cars. 


Miami Gets New L-M Deal 

MIAMI.—Miami Lincoln-Mercury 
has opened 222 S.E. Second Ave. 
Carl Browning general man- 
ager and Bell general sales 
manager. 
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Truck Sales Year Fifth Best 


Columbia reported 1959 sales ex-, cember 1959 and 1958 were: 


(Continued from Page 2) 


ers failed match the overall in- 
crease sales. 
the sales figures for De- 
cember only and there en- 
tirely different story. Registrations 
totalled 61,985 for the worst Decem- 
ber since 41,006 trucks were sold 
December, 1941. 

The December figure was 15.97 
percent below the 73,762 registra- 
tions November and 17.06 per- 
cent below the 74,738 for Decem- 
ber 1958. Six producers saw 
their sales slip below the total 
for December, 1958, touching off 
wild scramble the sales race 
for the month. 


Ford sales were down but not 


much while Chevrolet sales were 


most cut half. Result: Ford was 
the top-selling truck December 
for the fourth straight month. 
Willys jumped from its usual sixth 
place sales take fourth place 
with GMC fifth, instead fourth, 
and Dodge sixth, instead fifth. 
Diamond moved ninth place 
while Studebaker dropped tenth. 
+ * 
producers and their sales for 
December 1959 and 1958 were: 


1959 1958 
21,612 21,714 
Chevrolet 13,623 26,571 
9,440 7,603 
5,643 
4,180 
1,033 
988 
230 
Studebaker 232 364 
Brockway 108 
Miscellaneous 3,582 3,181 
61,985 74,738 


study truck registrations 
states shows that California was the 
top truck-buying state for 1959 with 
Texas second place. the other 
hand, December, Texas was first 


and California was second. 


top states and their regis- 


trations for 1959 and 1958 were: 


1959 1958 
1—California 
64,942 
4—Illinois 
39,980 
26,396 20,340 
10—Indiana 25,629 17,979 


the national upswing 
sales, all states and the District 


for 


RAMBLER DEALERS 


THE AUTHENTIC REPLICA 


1902 


UNIQUE SPRING PROMOTION IDEA 
Write for details today 


Gaslight Motors Corporation 


P.O. Box 1902 Lathrup Village, Michigan 


ceeded those 1958. 
+* * 
top states for December 
and their registrations for De- 


Chevy-Olds Deal Bought 


Sawyer Elko, Nev. 
ELKO, Nev. Paul Sawyer, 
Plymouth-Chrysler dealer here 
since 1945, purchased DeVore 
Chevrolet Co. from Carl DeVore 
and Manford Glock. will 
known Sawyer Chevrolet 
Sawyer has announced plans 
move the Chevrolet-Oldsmobile 
dealership his building, 180 
Idaho St.; and Hawk Pontiac-Ca- 
dillac slated occupy the build- 
ing used DeVore 329 Idaho 


Dec., 
1959 
5,555 
3—New 3,896 
3,417 
5—Pennsylvania 
6—Alabama 
9—Oklahoma 
10—Michigan 


Just the 1959 theme was 
upswing, the December theme was 
the downside. Only eight states 
reported December sales topped the 
year-earlier total. Meanwhile, 
states and the District Columbia 
reported declines. 


Farewell Cronin— 


President John Gordon (left) and 
Chairman Frederic Donner (right) 
General Motors present silver tray bearing 
inscribed signatures GM's top officers 
retiring vice-president John Cronin. 
Cronin served for 


‘Make Creed 


DETROIT. Quality suffers un- 
less supervision harps con- 
stantly, says veteran years 
with General Motors manufactur- 
ing. 

John Cronin’s eyes sparkled 
recalled his long service with 
Fisher Body, which first joined 
1918 stock clerk. Now 65, 
Cronin retires tomorrow (March 
after having served years 
manufacturing vice-president. 

“The Fisher brothers,” Cronin 
said Automotive News in- 
terview, “preached quality. They 
instilled into their foremen, who 
turn hammered the work- 
ers without letup. 

don’t agree with those who say 
American workers don’t care any- 
more their best building 
cars other commodities. But su- 
pervision has quality-minded 
for controls effective. Maybe 
that’s one the secrets GM’s 
success.” 

Cronin, who joined the corpora- 
tion the same year Chevrolet Motor 
did, recalled that those days wood 
was commonly used body manu- 
facture. 

“Wood was beautiful material 
use,” said. “Too bad higher horse- 
power engines and poor roads made 
drop it, but wasn’t rigid enough 
stand faster speeds.” 

Cronin voiced the belief that 
the always would offer ad- 
vancement opportunities for indi- 
viduals “who don’t tie their lives 
the 40-hour week.” 

“The 40-hour week has been 

dangerous thing when has curbed 


initiative,” explained. “But men 
with deep-seated desire for suc- 
cess, who pay attention 9-to-5 
hours, still will our future lead- 
ers.” 

Speaking his colleagues 
retirement party, Cronin noted that 
this year offering college 
graduates $480 month start. 
World War when Cronin came 
with the company, the prevailing 
rate was cents hour. 

“Higher pay about all that’s 
basically new between the 1960s 
and the 1920s,” said. “Even au- 
tomation just new word for 


something manufacturing 
have always searched for—better 
and easier ways doing the same 
old things. 

“So long the communications 
arts insists that our basic freedoms 
are untouchable, should have 
fear the Communists surpassing 
us.” 

Cronin, who was chairman De- 
troit’s 1959 United Foundation char- 
ity drive, expects take part 
comparable work again after re- 
turns from golfing trips Florida 
and 


Sales Record for Imported Cars 


Pct. Gain Pct. Gain 
in Pene- in Pene- 
tration tration 
Pet. of Over Pre- Pet.of Over Pre- 
Units Industry vious Month Units Industry vious Year 
35,806 8.54 17.15 1948 16,133 1433.33 
Feb, 40,132 9.47 10.89 1949 12,251 
March 48,926 9.85 4.01 1950 16,336 4.00 
Apr. ...... 53,359 9.30 1951 20,828 57.69 
dune ...... 57,211 9.78 1953 28,961 
Aug. ...... 56,187 10.56 6.24 1955 58,465 38.98 
53,787 11.36 1956 98,187 1.65 101.22 
51,923 9.73 1957 206,827 3.46 109.70 
...... 47,430 14.18 378,517 8.13 134.97 
54,609 12.71 14.40 609,539 10.11 24.35 
@ 1960, Automotive News 
* * 
Imports ASIA Realigns 


(Continued from Page 2) 


from No. No. and Volvo 
ousted from the Top Ten 
No. position. 


Among the Top Ten, Opel 
Simca more than doubled their 1958 

Record months for makes the 
Top Ten during 1959 were: Volks- 
wagen, 15,434, December; Renault, 
9,439, September; English Ford, 
4,070, April; Opel, 3,814, April; Fiat, 
3,767, August; Simca, 3,681, March; 
Hillman, 2,816, June; Triumph, 2,308, 
August; Vauxhall, 2,180, August, and 
Volvo, 1,805, June. 

For the total import market, rec- 
ord month was 57,211 June. 

December, month which 
found sales domestic cars de- 
pressed, imports rebounded 54,- 
609 units, fourth-highest month 
history for imports. 

* * 


Sales Score 
For Imports 


New imported-car registrations 
for December: 


1959 1958 
Pos. Make Pos. 
1—15,434 Volkswagen 6,457— 
2,898 Fiat 2,404— 
Volvo 
Total All Makes 
54,609 37,864 


Executive Duties 


CHICAGO.—At the meeting 
the board the Automotive 


Service Industry Assn., the admin- 


istration the association was 


Ruark 
consolidated consistent with recom- 
mendations contained report 
pendent auditing and consulting 
service. 


has been appointed new office 
assistant the president 
make his time available for field 
research the preparation for 
study and recommendation the 
board help make the association 
greater service its members. 

Wiggins was appointed act- 
ing executive secretary admin- 
ister all the functions and services 
the association. 


Dealership Roof Folds 


Under Weight Snow 

AUBURN, Y.—The roof and 
walls portion the service 
department Henderson Lath- 
rop, Inc. (Ford), collapsed under 
the weight snow. 

About cars were trapped. The 
damaged pait the building was 
wooden structure built 1917. 


Banquets 


DEARBORN.—The top one 
cent the car and truck salesmen 
across the country beginning 
March. 

The Top Hatter Award the 
highest sales honor accorded 
Ford division and will 
salesmen. 

addition Top Hatter recog. 
nition, 300-500 Club 
salesmen for excellent retail sale 
performance keyed the size 
the dealership. 

Honor banquets are scheduled 
follows: March 5—Buffalo and Day. 
enport, Ia.; March 12—Des 
and Cleveland; March 
and Memphis; March 
and Hollywood, Calif.; March 
Orlando, Fla., and Oklahoma City, 

March 19—Rockford, 
lotte, C.; Omaha, New Orleans, 
Salt Lake City, Denver, Columbus, 
O., and Jacksonville, Fla.; March 
nati, Lansing, Moorhead, Minn., and 
Atlanta; March 22—Minot, 
and Phoenix, Ariz.; March 24—In- 
dianapolis; March 25—Dallas and 
Tallahassee, Fla.; March 26—Pitts- 
burgh, Washington, St, Paul, Hous- 
ton, Seattle, Boise, Id.; Albuquer- 
que, M.; St. Petersburg, 
and New York. 

Birmingham, Ala.; March 
Wichita, Great Falls, Mont., and 
Billings, Mont.; Apr. 2—Virginia 
Beach, Va.; Louisville, and San 
Francisco; Apr. Louis, 


Rootes Expects 
New Automatic 


Double Sales 


DETROIT.—R ootes Motors 
lieves its new automatic transmis- 
sion will furnish answer 
compact-car competition and 
bolster its share the American 
import decline. 

The statement was made John 
Panks, Rootes managing 
tor, the occasion press and 
equipped Hillmans Detroit, New 
York and Los Angeles. 

“With the new automatic trans- 
mission,” Panks said, “we would 
not surprised see Hillman 
sales double over the next two 
years.” 

Rootes Group’s 32,000 
sales last year, Hillman accounted 
for 27,835. The new three-speed 
tomatic will also offered 
Humber and Singer, but not 
Rootes’ new roadster, the Sunbeam 
Alpine. 

The automatic priced $19, 
bringing the East Coast p.o.e. price 
Hillman Minx four 
door sedan $1,994, including 
heater. Panks called the package 
the only one anywhere under 
coupling automatic transmission 
and heater. 

Panks urged foreign-car dealers 
upgrade their operations the 
and said Rootes was engaged 
programs designed help 
American dealers survive 
competition. 


Studebaker Offers 
Champ, Transtar 


tory list prices for Studebakers 
1960 Champ and Transtar trucks 
range from $1,652 for the 
priced Champ $3,409 for the 
Transtar two-ton, heavy-duty, 
000-pound GVW chassis and cab. 

The figures not include Federal 
tax, handling charges, freight 
tional equipment. 

The Champ new pickup which 
offered half-ton and three 
quarter-ton models with GVW 
ings 5,000, 5,200 and 7,000 pounds. 
The three-quarter-ton models 
122-inch wheelbase, while the half- 
ton units may ordered with 
122 112-inch wheelbase. 
cab optional all models. 

The Transtar series includes 
dium and heavy-duty and 
wheel-drive models one-ton, 
ton and two-ton classes. 
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description and type lease. 
would show the actual mainte- 
nance cost per month and what 
had been budgeted, the minimum 
profit budget and minimum profit 
price per month, and the mileage. 

This how the minimum profit 
determined: 

Add the anticipated profit the 
total depreciable cost the vehicle. 
Then from this 

deduct each month’s budgeted net 

The monthly minimum profit 
price arrived either adding 
subtracting from the mini- 
mum profit budget the actual main- 
tenance costs for the particular 
month. 

maintenance runs less than the 
estimated cost for the month, the 
difference subtracted from the 
minimum profit budget. main- 
tenance exceeds the estimate, the 
difference the m.p.b. 

* 
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THE lease contract contains 
clause stipulating that the 
lessor may replace the vehicle be- 
fore the lease expires, there may 
additional advantages keeping 
the detailed monthly 

“At any time the vehicle will 
bring the ‘minimum profit price’ 
more,” the factory points out, 
“it may sold and new lease 


The NADA manual suggests 
“good transportation survey” before 
starting compute the monthly 
rate. 

lists these five factors the 
basis the lease rate: Lessor’s 
expected return money, the ve- 
hicle—make, model and equipment 
—use the vehicle, the lease term 


Chrysler Creates 
Two New Fleet 


Sales Offices 


DETROIT.—Formation new 
fleet sales organization Chrysler 
Corp. has been announced 
dent. 

The new organization, created 
increase the sales emphasis in- 


R. H. Mead 


E. R. Noble 


dividual line offerings the corpo- 
the growing fleet market, 
Provides for two new fleet sales of- 
fices and managers. Mead 
will direct sales Plymouth, De- 
Soto, Valiant, Chrysler and Impe- 
tial cars, and Noble will direct 
the sale Dodge cars and trucks. 
Seidel, corporate fleet sales 
will continue that capac- 
Mead joined Chrysler Corp. 
1945 trainee the fleet sales 
department. 

Noble joined Chrysler 1948 


fleet sales representative New 


Allison’s Newill Ends 
31-Year Career 


INDIANAPOLIS, Retirement 
March Edward Newill, Gen- 
eral Motors vice-president and gen- 
eral manager the Allison divi- 
announced last week. 

65, has been with since 


Newill started with Westing- 
house, His first job was head 
General Motors Radio Corp. 

1930 was promoted chief 
and director research 
for 

1941 became assistant 
the group executive charge 
household appliance and avia- 
tion divisions, Newill was appointed 
Allison’s general manager Au- 
1943, and was elected 
Vice-president July, 
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Setting the Monthly Lease Rate 


and the division lessor-lessee re-| selves difficult situation when 


sponsibility for various expense 


items. 


the most important con- 
siderations how the vehicle 
will used, NADA 

study the prospect’s oper- 
ation and inspection ve- 
hicles already use will indicate 
whether the prospect takes good 
the vehicle whether 
unloads “rolling repair bills,” 
the association says. 

Other points considered 
the survey are: 

The vehicle and its equipment. 
NADA advises the lessor strive 
place the vehicles and equipment 
that will have the greatest resale 
value the end the lease. 

Prospect’s rating. The lessor 
urged make sure the pros- 
pect’s credit rating not only for 
the current lease, but for any an- 
ticipated added requirements the 

“Some lessors have found them- 


> | GENERAL MOTORS ACCEPTANCE CORPOR: 


TIME PAYMENT 


PLAN 


the lessee’s requirements increased, 
but their line credit did not in- 
crease sufficiently cover the ex- 
tra equipment,” NADA says. 
* * 
lease period. Most leases to- 
day are for months, 

and most new leases and renewals 
are negotiated the eight months 
following new-model introduction. 

“This done bring the used 
vehicle back into stronger used- 
car market,” the NADA manual 
says. 

its closing remarks the 
rate schedule, NADA cautions: 

direct presentation lease com- 
pany representative lease pros- 
pect. Because the many vari- 
able factors, should evident 
that bad practice advertise 
rate quote rate the 
phone, 

“Because each lease individual, 
and each prospective 
quirements unique some degree, 


EXPERIENCE RUN 


7 


Falcon Wagons Start Economy Run— 


Starting from Ford's Kansas City assembly plant, fleet Falcon station wagons 
fanned out across the nation special cross-country “experience run" establish 
that under normal driving conditions new Falcon models get the best gas mileage 
any station wagon built The week-long “experience provided 
many Americans with their first glimpse the new model. The seven wagons, fueled 
with regular grade gasoline, were driven normal highway speeds and passed 
through each field sales headquarter cities—from Boston Los Angeles and 
from Seattle Jacksonville, 


the lessor who has done stronger position 
cal job tailoring the lease pack-| make intelligent presentation 
age the prospect’s needs cer-| prospect.” 


ATION 


pst? 


‘ 


Winning MORE TIME BUSINESS comes from better Time Sales 


Management. 5-Step Program used General Motors 


Dealers who are “stepping” results from time sales control. 


Ask your GMAC representative for complete information. 


Available Dealers CHEVROLET PONTIAC OLDSMOBILE BUICK CADILLAC new cars and used cars all makes 


starts the profit cycle over 


AUTOMOTIVE NEWS, FEBRUARY 29, 1960 


Rate 1.4 Percent Best Since 


Dealer Profit $70 Per Unit 


(Continued from Page 1) 


models available, and the dealers’ 
gross was further bolstered fac- 
tory ‘buildout’ bonuses and incen- 
tives taken the books the 
final 
* * 
absorption, the percent 
fixed expenses covered wash- 
out gross minus selling expenses, 
fell the last half 1959, although 
remained well above the 1958 fig- 
ure. 

The absorption figure reached 49.6 
percent the first half 1959 but 
fell 44.3 percent for the full year. 
1958, the comparable figure was 
33.5 percent. 

The net worth dealers— 
money invested inventories, 
cash and facilities for doing busi- 
ness—average $118,921 per dealer 
Dec. 21, which would make the 
dealer investment the auto-re- 
tailing industry near $4% billion. 
year earlier, the average net 
worth was $116,499. 

Looking ahead, NADA sees 
uncertain future for 1960. 
The association said: 

“Off slow start this 
written, most predictions for the 
automobile business 1960 have 
been extremely optimistic. Regard- 
less general conditions, history 
records that there will the usual 
ups and downs, which are inevit- 
able and must 

of * 


Flexibility Needed 


THERE any one lesson that 
always emerges from the dealer 
figures that make this re- 
port, that the priceless ingredi- 
ent for any dealership flexibility 
the ability ‘rock with the 
punch.’ 

“This means, course, the kind 
day-to-day awareness and con- 
trol the cost doing business 
that enables dealer take full 
advantage any upturn sales 


without corresponding increase 
expenses. 

“Even more 
works reverse bring about 
quick adjustment overhead 
meet the periods declining vol- 
ume.” 

The improvement the average 
dealer’s profit showing can 
traced, large measure, the 
fact that the volume new cars 
and trucks sold increased drama- 
tically between 1958 and 1959, 

@ 
increased volume gave the 
average dealer more sales ab- 
sorb his expenses, leaving more 
money the profit total. 

also possible that efforts 
expenses paid off higher 
profit totals. 

There was some variation 
the profit among dealerships 
different sizes. 

Dealers Group those who 
sold one 149 new units 1959, 
showed profit $73 per new unit 
sold. Group with sales 150 
399 units showed profit $64 per 
unit. 

Group III—400 749 units 
sold—averaged profit $74 per 
new unit sold. Group IV, dealers 
with sales 750 more units, re- 
ported earnings $71 per unit. 

* 
SEE how changes volume 
and the fruits expense con- 
trol can pay off profit, consider 
how the average dealership operat- 
1959, compared with 1958. 

1958, the average dealer had 
gross profit $774 per new unit 
1959, this figure slipped 
$763, giving the dealer $11 less 
work with each unit sold. 

Selling expenses amounted 
$185 per new unit sold 1959, 
compared with $198 1958, sav- 
ing the dealer $13 per unit. The 
dealer saved another $57 per unit 
because fixed expenses, which 


New Capital Dealer Controls 
Stir National Echoes 


William 
Washington Bureau Chief 

WASHINGTON.—That small seg- 
ment District Columbia used- 
car dealers who, because alleged 
gyp selling practices, got tangled 
with the law here few weeks ago 
may have started something that 
will have repercussions throughout 
the nation before Congress 
through with its examination the 
charges against them. 

recent news stories and columns, 
the national legislature has stepped 
into the picture and all sorts cor- 
rective measures have been pro- 
posed, with the prospect that Fed- 
eral legislation will shortly en- 
acted. 

Meanwhile, the District 
Columbia, its own authority, 


Sales, Income 
Set Records, 


White Reports 


Motor 
Co.’s net income 1959 almost dou- 
bled that 1958 and net sales in- 
creased percent, establishing new 
alltime highs, according 
Bauman, president. 

Net income totalled $14,209,244, 
compared with the previous alltime 
high $7,191,352 1958, Bauman 
said. 

Net sales were $333,101,125, 
added, compared with the previous 
record $269,476,766 1958. 

The 1959 sales record was achiev- 
despite decline about $20 
million sales the govern- 
ment, which were less than per- 
cent the company’s sales for the 
year, Bauman said. 

Each division White Motor— 
White, Autocar, Reo and Diamond 
truck divisions and White Supe- 
rior diesel engine division—in- 
creased both its dollar sales volume 
and net income over the previous 
year, said. 


tomorrow—March 1—will put into 
effect strict new dealer and sales- 
men regulations covering the in- 
nocent and guilty alike. 

Under them, for the first time, 
salesmen must have licenses and 
dealers must show they are “trust- 
worthy.” 

Last week these steps were taken: 

The District sent out notices 
304 new and used-car dealers re- 
minding them that their salesmen 
must apply for licenses before 
March 31. 

Arrangements were completed 
check the police records—if any 
—of all dealers and officers dealer 
corporations. Salesmen will 
checked for criminal records they 
apply for licenses. 

The dealers will get letter 
advising them that they must sup- 
ply additional information, re- 
quired the new regulations, 
before they can get their licenses. 

addition trustworthiness, the 
new regulations require that the 
salesman’s name put the sales 
contract; that the dealer must oper- 
ate under the trade name for which 
licensed; that name any 
person who exercised direct in- 
direct control over the dealership, 
and that show substantial experi- 
ence selling cars managing 
employe with this qualification. 


Willys Income 
Rises Percent 


TOLEDO. Net earnings 
Willys Motors, Inc., 1959 amount- 
percent over the previous year’s $6,- 
488,000, according Kaiser Indus- 
tries Corp., parent firm. 

Edgar Kaiser, KIC president, 
reported that both domestic and ex- 
port sales Jeep vehicles increased 
substantially last year over 1958. 

Consolidated net earnings KIC 
and its wholly owned subsidiaries 
totalled $15,740,000 compared 
with $14,951,000 the previous year, 
said. 


1959, compared 1.77 1958. 


amounted $565 per unit 1958, 
cost only $508 per unit 1959, 

The 1959 expense items amounted 
$693 per unit. When these are 
deducted from the gross profit total 
$763, the dealer left with $70 
profit per new unit sold. 

The 1958 expense items come 
the higher total $763. When these 
are subtracted from the 1958 gross 
profit $774 per unit, the dealer’s 
profit amounts $11 per 


Make-Ready, Bonuses 
the individual items 
dealership expense, with two 
exceptions, declined 1959 from 
the 1958 figures when the expense 
items are expressed percent 
sales. 

Preparation and delivery ex- 
penses went from 0.40 percent 
sales 1958 0.41 percent 
1959. All the increase came 
from dealers selling less than 150 
new units 

Employes’ bonuses, might 
expected relatively good year, 
also went 1959. Bonuses 
amounted 0.14 percent sales 
1958 and 0.18 percent 1959. 

When expressed dollar terms, 
all items expense went down 
1959 with the exception the bonus 
total, Bonuses took $9.35 per new 
unit sold 1959, compared $7.33 
per unit 1958, 

washout gross new and 
used units combined increased 
from $387 1958 $410 last year. 
Dealers all sizes shared the 
boost the washout gross. 

The Group washout gross went 
from $407 $422, Group II, 
was from $416 $432; Group 
from $376 $409, and Group 
IV, from $295 $341. 

the inventory situa- 
tion brought the steel 
strike, the average dealer finish- 
1959 with 11.6 cars stock. 
Truck dealers had average 
2.8 units hand. Combined car 
and truck inventories were good 
for 30.1 days selling. 

Dec, 31, 1958, the average car 
inventory was 13.9 units and the 
average truck inventory was 5.5 
units, These inventory totals were 
40.3-day supply. 

* 


report used-car condi- 
tions reflected, least the 
surface, happy condition. The 
average selling price used units 
sold 1959 was $843, from the 
$804 

the other hand, the average 
used car inventory cost less than 
had year earlier. The average 
used unit stock Dec, 31, 1959, 
cost $768, compared $816 year 
earlier. The selling price the 
units stock, course, will de- 
termine just how happy the used- 
car picture is. 

Dealers sold average 1.62 
used units for each new unit sold 


The average dealer’s used-vehicle 
stock Dec, was good for 
37.8 days selling; year ear- 
lier, the average dealer’s stock 
was good for 35.0 days selling. 
Dealers showed fewer parts sales 
per new unit sold 1959 and 
little change other figures the 
(Continued on Page 53, Col, 4) 


How Dealers Are Faring 
Sales, Profits 


(Taken from report NADA Business Management Committee) 


New Cars and Trucks 
Inventory Per Dealer 
Days’ Supply 


Group 


Group 


Group 


Group 
Industry 


Average 


Group 
Group .... 
Group III 


Group 
Industry 
Average 


Group 
Group 
Group 
Group 


Industry 
Average 


Group 


Group 


Industry Average.. 


(Per Truck Dealer) Cars and Trucks — 


Dee. Dee 
31 31 

1959 1958 
34.9 46.0 
28.4 39.0 
28.7 31.7 
22.5 35.2 
30.1 40.3 


No. Days’ Supply 
in Inventory 
Dec. 31 Dec. 31 


1959 
47.8 
33.1 
25.9 
22.0 


37.8 


Trucks 
Cars 
Dec. Dec. Dee. Dee. 
31 31 31 31 
1959 1958 1959 1958 
7.8 1.9 2.2 
17.0 22.2 3.1 4.8 
39.3 46.0 8.2 8.4 
64.7 93.7 14.6 17.6 
11.6 13.9 2.8 5.5 
Used Vehicles 

Selling Price Ratio Used-Unit 
Per Unit Sales to New 
1959 1958 1959 1958 
$764 1.88 2.15 
858 824 1.64 1.79 
887 867 1.42 1.44 
858 826 1.15 1.20 
843 804 1.62 1.77 
Parts 


Average Sales 


1958 
42.3 
32.0 
26.6 
23.4 


35.0 


(Accessories Not Included) 


Percentage of 


Months’ 


Per New Unit Gross Profit Supply in 

Sold to Sales Inventory 
1959 1958 1959 1958 1959 1958 
$478 $531 30.8 31.2 5.2 5.5 
395 452 31.1 30.4 4.3 4.2 
371 416 29.7 29.2 3.9 3.5 
274 332 28.2 26.8 3.9 3.3 
407 457 30.5 30.2 4.6 4.5 


Customer Labor Sales 


Average Sales 
Per New Unit Sold 


1959 


1958 
$356 
319 
273 
193 
305 


Washout 


on New, Used 


Units 
Dec. 31 Dee. 31 


1959 1968 
$422 $407 
432 416 
409 376 
341 295 
410 387 
Average Cost 
Per Used Unit 
in Inven ‘5 
Dec. 31 Dee. 31 
1959 1958 
$694 $745 
811 840 
909 990 
1,072 985 
768 816 
Annual 
Turnover of 
Investment 
1959 1958 
2.3 2.2 
2.8 
3.1 3.4 
3.1 3.7 
2.6 


Percentage of Gross 


Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles.) 


Average Sales 
Per New Unit 


835 986 

784 844 

538 645 

872 986 


Percent of 
Gross Profit 
to Sales 

1959 1958 
31.6 31.9 
35.2 35.0 
36.1 35.3 
35.2 33.6 
33.6 33.5 


Profit to Sales 
1959 1958 
39.5 40.4 
45.7 45.3 
46.6 47.6 
47.5 48.5 
43.1 43.9 


*Percentage of 
Service 
Absorption 
1959 1958 
58.5 58.0 
56.1 59.4 
58.8 58.2 
55.8 58.7 
57.6 58.5 


* The percentage of operating (or fixed or semifixed) expense covered by gross profit 
from all survice and parts operations. Officers’ or owners’ salaries included. 


Percentage Departmental Sales Total Sales 


Group III 
Group 


Industry Average 
* 


New Cars Used Cars , 
and Trucks and Trucks 

1959 1958 1959 1958 

52.3 49.9 28.3 29.1 

56.3 53.6 27.4 27.8 

58.5 57.4 25.5 25.4 

63.8 61.1 23.4 23.6 

55.9 53.6 27.0 27.4 

* * * 


and Parts 
1959 1958 
16.0 
128 153 


Breakdown Dealer Expense 


1959 vs. 1958 
(PERCENTAGE TOTAL SALES) 


Preparation and delivery 

Warranty and policy 

Salaries, commissions, other 
compensation salesmen 

All other salaries, wages 
(except mechanics’) 

Employes’ bonuses 

Shop tools and supplies 

Rent and expense rent 

*Advertising, local 

Insurance, other than building 

Interest paid 

All other expense 
TOTAL 


3.32 
14.94 


Group 0 


1959 


2.17 


4.77 

1.05 

3.11 

14.17 


1958 


1959 


2.22 


5.50 

1.25 

3.08 

15.25 


13.80 


Group Ii 


1958 


2.28 


5.19 

1.17 

2.77 

14.49 


* Includes travel, promotion and service training for Ford and Lincoln-Mercury dealers. 
t Includes all owners’ salaries, employes’ bonuses and interest paid. 


Group IV 


1959 


2.30 


3.95 
-98 

2.19 

12.28 


1958 


2.06 


4.26 

2.34 

12.58 


3.04 


13.63 14.67 


—From NADA Survey 


q 
Industry Average 265 
Group 
Group 
Group III 
Total Service 
saw 
ma 
Cor 
elec 
firn 
and 
tim 
: 
dent 
men’ 
1.05 1.25 1.07 
was 
3.03 
13.60 
fee. 


week strike over work 


AUTOMOTIVE NEWS, FEBRUARY 29, 1960 
assignment difficulties, but date 


Production Shares Shifted 
had been set for the strike, offi- 


Car, Truck Output Estimates 
Automotive News 


Totals for 1959 include Edsel production. 


| *Revised. 


Borg, 71, former chairman Borg- 
Warner Corp. and inventor 
auto clutch bearing his name, died 
Feb. 22. 

invented his clutch 1911 and 
saw his company grow into Borg- 
Warner. retired B-W chair- 
man 1940 head George Borg 
Corp, maker automotive and 


electronic components. The latter| 


now Borg-Amphenol Corp., 
and Mr. Borg was chairman the 
time his death. 
a 
Sindelar 
CLEVELAND.—W, A, Sindelar, presi- 


dent of National Clearing House Adjust- 
ment Corp., died Feb, his return 


Kentucky Governor Gets 


Inspection-Fee Proposal 

FRANKFORT, Ky. bill 
authorizing sheriffs populous 
collect fee for in- 
motor vehicle before 
licensed has been sent Gov. 
Bert Combs. 

law requiring the inspections 
into effect Jan. but fee 
authorized and cars went un- 

Spected. The new bill refers only 

sheriffs counties with cities 
the first second class. other 
counties, any peace officer may per- 
the inspection and collect the 


PASSENGER CARS 
(U. PRODUCTION ONLY) 


Week 


COMMERCIAL CARS 
(U. PRODUCTION ONLY) 


and Canada....197,694 162,905 200,241 1,297,243 1,643,759 


Obituaries 


from the Associated Service Industries 
k 


RUSSELL, Kans.—The body of Robert 
G. May, 30, a used-car dealer who had 
been missing for two weeks, was found 
in his car 11 miles from town on a coun- 
try road. He had been shot through the 
heart with a pistol, which was found on 
the car seat. 


June Vaughan 
DENISON, Tex.—June B, Vaughan, 68, 
Denison auto salesman for 21 years and a 
former dealer ‘n Durant, Okla., died Feb. 


(Kirk) Kirkman 
GREENSBORO, N. C. — A, T. (Kirk) 
Kirkman, 51, owner of Kirk-Sineath Motor 
Co,, died Feb. 13 after suffering a heart 
attack. 


Curtis Boozer 
LONGVIEW, Tex.—Curtis H, Boozer, an 
auto dealer, died Feb. 14, He was 44 and 
had lived in Longview 20 years. 
* 


James Barringer Sr. 
ROCHESTER, N. Y.—James E_ Barrin- 
ger sr., 71, a former auto dealer, died 
Feb. 15. He had operated Elwood & Bar- 
ayer (Buick-Oldsmobile) in Fairport, 


* * * 


Henry Calvin Stovall 
ATLANTA.—Henry Calvin Stovall, 76, 
president of Stovall Motor Co, and Stovall 
Tractor Co. of Cornelia, Ga., died here 
Feb. 18. He had been a Ford dealer for 
42 years. 


Claude Coffey 
ASHEVILLE, N. C.—J. Claude Coffey, 
62, Asheville automobile dealer, died Feb. 
19, Before World War II, he was with 
Richbourg Motor Co., Matthews Motor Co. 
and Sams Motor Sales. After the war he 


(Continued on Page 54, Col, 1) 


Offset Big-Car Cuts 


schedules when returns oper- 
ation today (Feb. 29). addition, 
Buick has announced will work 
some short workweeks March. 

+ 


UMS Council 


DETROIT.—Seventeen the na- 
tion’s key automotive replacement 
parts distributors have been named 
the 1960 United Motors Service 
Distributor Council. 

They will meet Detroit March 
17-18 with top UMS officials. Pur- 
pose the meeting discuss 
future sales and advertising pro- 


Roazen, Boston; John Bless- 
ing, Harrisburg, Pa.; Emory 
Young, Charleston, Va. 

Melvin Fine, Hartford, Conn.; 
Howard Hout, Albany, Ga.; Don 
Allbright, Riverside, Calif.; Vic- 
tor Toft, Omaha; Dunbar Ab- 
ston, Memphis; Volkens, Dav- 
enport, Ia.; Hamilton, Okla- 
homa City. 

Barron, Cedar Rapids, Ia.; 
John Duncan, Houston; Kenneth 
Allen, Meridian, Miss.; 
Myers, Joplin, Mo., and 
Erman, Hayward, Calif. 


1.4 Pct. Rate Best Since 


Dealer Profit 


much the same pattern those 
parts. general, there lit- 
tle change from 1958 but sales 
are down when expressed re- 
lation new units sold. 

Customer labor sales amounted 
$265 per new unit sold 1959, down 
from the $305 per unit 1958, Total 
service sales were $872 per unit last 
year and $986 the preceding year. 

Gross profit customer labor 


last year and 33.5 percent 1958. 
* 


absorption, the percent 
fixed expense covered 
gross profit from all service sales, 
slipped bit 1959. The absorption 
figure was 58.5 percent 1958 and 
57.6 percent 1959, 

The upswing sales new ve- 
hicles aiso increased the proportion 
dealership sales the new-ve- 
hicle departments while cutting the 
proportion sales the parts and 
service 

The new-car and new-truck de- 


* * * 


assemblies declined from 31,138 
units week earlier estimat- 
29,929 units last week, but still 
were well above the year-ago week, 


‘ontinued from Page 1) 
MOTORS Chevrolet, hovering near its 
1,000 8,432 41,488 725,000, now appears that first-|the newest entry the alltime high 12,550 assemblies 
200 169 160 1,177 assemblies will miss the| scene, Comet. during the week ended June 30, 
CHRYSLER CORP. .... 25,150 alltime high that looked “sure Comet, boosting output daily, 1951, turned out estimated 
2,550 1,599 2,518 thing” year’s turned out estimated 1,450 12,400 trucks last week, marking 
1,373 1,324 5,226 8,071 10,888 cars last week, compared with the second consecutive week that 
rising inventories and| 596 units week earlier, and Chevrolet truck output topped the 
Total 108,938| keep have scaled March predic-| moving along 500-unit- Other truck makers showing out- 
6,899 31,367 tions the 650,000 range. This| clip. put gains over the previous week 
41,142 would give the industry two-mil-| Among the other makers were Diamond Dodge, Ford, In- 
FORD 169,460 310,717 lion quarter, but the first two 1955| showed output gains were ternational and Studebaker. 
Ford Division 33,500 32,585 33,319 148,702 262,810 quarters were much higher. 
Ford (Standard) .... 23,775 103,925 250,704 operations five from 6,131 6,250; Thunder-| CROSS the border, 
bird, 1,450; Lincoln auto makers had the bigges 
L-M 6,125 4,581 4,923 20,758 worked only one its 338 400; Mercury, from 10,555 cars and trucks 
2,121| lines (San Jose, Calif.) six days the 4,200, and Checker, from 
Lincoln 689 338 past two weeks. Lincoln and Thun- 160 200. with week 
Mercury derbird were scheduled assemble| showing declines from 9,841 vehicles during the final week 
GENERAL MOTORS 78,035 cars last Saturday, but daily previous week were Rambler, February 
7,200 7,085 for both cars had been down from alltime high 11,012 
Division .... 48,100 which worked its Dodge, from 8,432 erations showed the makers 
8214 30,708 Detroit assembly unit only four from 7,694 7,000; turning out estimated 8,605 
Chevrolet (Stand.).. 40,055 148,522 291,980 days the last two weeks, lost as- cars and 1,950 trucks last week, 
changes forced the introduc- 9,802 9,505; Studebaker,| Canadian vehicle output for Feb- 
from 3,956 3,780. compare car and truc 
*Revised. Detroit and will work “adjusted” 


$70 Per Unit 


Week Week Jan.1 Jan. 
same period year ago. The three- 
CHEVROLET 12,400 12,060 87,922 car the year (Continued from Page 52) 
will built this Friday (March parts operation. The sales figure is| partments the average dealer- 
1,943 1,700 7,399 The comparable car the 1959 probably reflection higher sales| ship made 55.9 percent the 
30,852 model run didn’t roll from the new vehicles, rather than company’s sales last year, com- 
assembly lines until last March 25. parts sales. pared 53.6 percent 1958, 
3,402 11,935 18,242 23,551 last Saturday, the industry| any rate, parts sales averaged The used-vehicle departments did 
364 1,367 2,883 had assembled 2,857,910 current- $407 per new unit sold 1959, 27.0 percent the business 1959, 
Model cars, compared with 2,539,086 $457 per unit changed from the 27.4 percent 
2,512 3,152 10,642 18,400 20,401 year, compared 30.2 percen and service departments, however, 
101 405 601 804 makers show did 17.1 percent the business 
gains last week were standard average dealer had 4.6| the average dealership 1959, down 
Total Trucks, S..... 29,929 119,587 198,411 242,049 months’ supply parts in-| from 19.0 percent 1958. 
Total Cars, Trucks, ecker ventory the end 1959, com- 
187,139 153,064 190,196 753,460 1,224,802 1,564,913 pared 4.5 months’ supply year 
Total Cars, Trucks, trib 1959, the parts supply and Names Unit 
Canada 10,555 9,841 78,846 was being turned over 2.6 times per 
and Trucks, the total service operation show Aids for Selling 


NEW YORK.—A new “brand 
selling program,” providing 
monthly service retailers, has 
been launched Brand Names 
Foundation. Evolved the retail 
program committee the founda- 
tion’s board, the service will pro- 
vide enrolled dealers monthly 
packet promotional ideas, sug- 
gestions, actual materials, mer- 


George Borg, 71, Assn, show New Yor 
grams. Members the council are: 48.1 perc 1959 and 


help the dealer planning and 
carrying out vigorous, profitable 
brand policy. The service free 
dealers enrolling through 
member firms, comprising nearly 
1,000 companies nearly every 
consumer-goods field, well 
media and advertising agencies. 
The new activity has already 
elicited enthusiastic approval, the 
foundation said. More than 100,000 
printed informational pieces telling 
this service were either proc- 
ess had already been distributed. 


How Dealers Fared Expenses, Profits 


The following figures are taken from the NADA bulletin, “Operating Averages for 


the Automobile Retailing Industry.” 


OPERATING PROFIT BEFORE TAXES, 1959-1958 
OPERATING PROFIT BEFORE TAXES 


*Group I Group II 


Group III 


Group IV Industry Average 


Pet. Total Sales Pct. Total Sales Pct. Total Sales Pct. Total Sales Pct. Total Sales 


1959 
100.0 
15.3 
4.0 
9.8 
13.8 


1959 
100.0 
15.4 
4.0 
10.2 
14.2 


1958 
100.0 
15.4 
4.2 
11.0 
15.2 


1958 
100.0 


1959 


TOTAL SALES 
GROSS PROFITS 
Selling Expense 
Operating Expense 
TOTAL EXPENSE 
OPERATING PROFIT 


Including Finance Reserve .... 1.5 


0.2 


100.0 


1958 
100.0 


1959 
100.0 


1958 
100.0 
13.4 
3.8 
8.8 
12.6 


1959 
100.0 
14.0 
4.2 
8.1 
12.3 


1958 


15.0 

10.4 
14.5 


3.6 
10.0 
13.6 
0.8 


0.5 1.7 


* Groups are based on the volume of 1959 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; 


Group II, 150 to 399 units; Group ITI, 400 to 749 units, and Group IV, 750 units 


and more. 


0.2 


q 


Obituaries 
(Continued from Page 53) 


owned and operated his own business, Cof- 


fey Motor Co. 
* * 


Harry Pelphrey 
DETROIT.—Harry Pelphrey, 57, director 
of research of Michigan Tool Co., died Feb. 
18 at Mt. Carm2! Hospital, Detroit, He was 
with Ford from 1929, 
* 


Irvin Zimmerman 
DAYTON, O.—JIrvin Zimmerman, 63, 
used-car manager at Borchers Ford here 
from the mid-1920s to 1958, died Feb, 1 
at his home. For some years he and his 
wife, Ella, operated a stable of show 


horses. 
* * * 


Thomas Crosby 

BANGOR, Me.—Thomas J. Crosby, 65, 
operator of Crosby Buick, Inc., here for 
approximately 10 years, died of a heart 
attack on Jan. 24. Mr, Crosby was em- 
ployed by General Motors for 30 years, 
having been associated with B-O-P division 
and then with Buick in various capacities. 

In 1944 he to 


Anthony Casciola 
KANSAS CITY.—Anthony Casciola, 51, 
an auto dealer here for 13 years, died 
Feb. 9 at his home. He was a partner in 
Quality Motors, St. 


Hansen 

CHICAGO.—Daniel J. Hansen, 67, a past 
president of Associated Business Papers, 
died here Feb. 6. He was also a past pres- 
ident of Chicago Business Papers Assn. 
and was active ip the Audit Bureau of 
Circulation. 

+ * * 
Carneal 

PADUCAH, Ky.—Jesse Carneal, 68, a 
pioneer used-car dealer here, died Feb, 14 
in a Paducah 


Corlis Keyes 
OTTAWA, Ont.—Corlis G, Keyes, Keyes 
Supply Co., Ltd., died recently in Scot- 
land while on a visit with a group of 
Canadian curlers. He was a former presi- 


dent of the Canadian Automotive Whole- 
salers Assn. 
* * * 
Harrison 


LOS ANGELES.—Ed Harrison, Harrison 
Finance Co., died recently, He started in 
Los Angeles nearly 40 years ago as an 
auto dealer. 


Clifford Whyte 
BAY CITY, Mich.—Clifford J, Whyte, 

62, DeSoto-Plymouth dealer here for the 
last 20 years, died Feb. 6 in a local hos- 
pital after a three-month illness. He opened 
his first dealership at the end of World 
War I, handling Chevrolet, He handled 
Studebaker and, later, Oldsmobile, before 
moving to the Canyeue lines, 


Deck Davis 
MOUNT HOPE, W. Va.—Deck Davis, 
an automobile dealer, is dead, He was 66. 
* 


Arthur Wilker 
SANTA BARBARA, Calif.—Arthur V. 
Wilker, retired president of National Car- 
bon Co., died Feb. 7, He was 71. Mr. 
Wilker was elected president of National 
Carbon in 1944 and became a vice-presi- 
dent of its parent firm, Union Carbide & 
Carbon Corp., the following year, He re- 
tired in 1953. 
* * * 
George Sammis 
PORTLAND, Ore.—George L. Sammis, 
64, past president of the Portland Automo- 
tive Trades is 


* 
Gottfried Weber 
SCRANTON, Pa.—Gottfried Weber, 69, 
partner-owner of National Auto Radiator 
Co, for 30 years prior to his retirement, 
died Feb. 7 attee a long illness. 
* 


Ward Arey Jr. 
CHARLOTTE, N. C.—Ward H, Arey jr., 
45, who was in the auto business in Char- 
lotte for 20 years, died at a Charlotte 
hospital. Recently he had been associated 
with Gathings 


William Walker Sr. 
ALEXANDRIA, La.—William Walker 
sr., 64, pioneer Alexandria auto dealer and 
former owner of Walker Oldsmobile Co., 
died Feb. 10. Mr. Walker started Alexan- 
dria Auto Co. in 1919 and handled various 
types of cars until 1929, when he became 


the Oldsmobile dealer, He retired from 
active management in 1957, being suc- 
ceeded by his son. J 

* 


David Franske 
VANCOUVER, B, C.—David E, Franske, 
52, president of Scott Motors and B. C. 
Automobile Finance, is dead, 
* 


Sam Simmons 
VICKSBURG, Miss.—Sam 8. Simmons, 
52, who owned and operated Simmons 
Oldsmobile Co. for the past 25 years, died 
Feb. 3 at a local hospital after a short 


Want Ads 


HELP WANTED 


Cla 


SALES MANAGER for import franchise, 


full line including economy and sports. 
Must have import experience. Compensa- 
tion commensurate with ability and ex- 
perience. Mid-south city of one half mil- 
lion population. Box 1240, c/o Automo- 
tive News, Deiroit 7. 


EXPERIENCED MAN to manage new car 


get-ready and bump and paint depart- 
ments. Must have estimating experience. 
Starting salary $500 month. Write qualifi- 
eations to Box 1207, c/o Automotive 
News, Detroit 7. 

SALES MANAGER for Detroit Ford dealer. 
Must be capable of building and maintain- 
ing a high caliber sales force, training 
new men, and be able to handle a fairly 
high volume. Must have a reputation for 
fair dealing. We will offer top earnings 
with fringe benefits for the right man. 
Write background and capabilities to Box 
1213, c/o Automotive News, Detroit 7. 


AUTOMOTIVE NEWS, FEBRUARY 29, 1960 


RATES: 
PER WOR 


HELP WANTED 


WELL ESTABLISHED southern Indiana 
automobile dealership has excellent op- 
portunity for aggressive man with auto- 
motive experience, sales or service, or 
both, This opportunity presents chance 
of a lifetime for the right person, privi- 
lege of buying into corporation if desired. 
Ample salary while becoming established. 
Advancement limited only by your own 


ability, effort, initiative. Box 1152, c/o 
Automotive News, Detroit 7. 
EXPERIENCED, EDUCATED, ambitious 


automobile men who will work for op- 
portunity and future security. We need 
‘Indians’ and ‘‘Chiefs’’ in all depart- 
ments of our automobile businesses and 
our daily rental and lease business. Earl 
Hayes Enterprises, Inc., P. O. Box 23005, 
Dallas 3, Texas. 


EXPERIENCED AUTOMOBILE FIELD 
REPRESENTATIVE, preferably 25 to 
40 years old, to represent Renault dis- 
tributor in Virginia, West Virginia and 
the Carolinas. Excellent future for ag- 
gressive man. Liberal salary, Send res- 
ume to Box 1131, c/o Automotive News, 
Detroit 7. 


MEN WANTED: Are you making over 
$20,000 per year? We want men to dem- 
onstrate and sell simple device that stops 
shimmy and shake in cars, eliminates all 
wheel balancing and most front end 
work, Requires less than 30 minutes per 
car. Instrument costs dealer $159.00 
complete, Write for details to: J, Lavin- 
ger, B & B Manufacturing Company, 
Box 816, Sioux City, Iowa, 


SALES MANAGER WANTED for Rambler 
dealer established twenty-five years. 
Only requirements are ability to super- 
vise new car salesmen and increase new 
car sales. No detail or administrative 
work. Salary plus per car bonus and 
percentage of profits. All inquiries con- 
fidential. Write or phone: A. R. Ralph, 
Ralph Rambler, Inc., 626 W. Main Street, 
Rochester, New York. Phone BEverley 
5-3635. 


AUTOMOBILE DIRECT MAIL CONCERN: 
Owner follow-up plan, sales representa- 
tives—§7,000 plus to start. Several open- 
ings, exclusive territory. Excellent future. 
Box 1217, c/o Automotive News, Detroit 

EXPERIENCED AUTOMOBILE DISTRICT 
SALES REPRESENTATIVES for leading 
imported car manufacturer. Good start- 
ing salary, expenses and benefits. One 
person selected will live in Nashville and 
travel Kentucky, Tennessee and a portion 
of Mississippi; another person selected 
will live in Atlanta and travel Georgia, 
Alabama and a portion of Mississippi. 
Send resume and photo to Box 1218, c/o 
Automotive News, Detroit 7. 


SERVICE MANAGER—Assume full re- 
sponsibility in dealership established for 
36 years, selling five hundred fifty new 
and nine hundred fifty used cars per year. 
Three General Motors’ lines, located in 
the finest town in southern Minnesota. 
Top salary, commission, hospitalization, 
life insurance and use of new automo- 
bile available to the man who can pro- 
duce. Present service manager, a twenty 
year employe, is ready to retire. Box 
1219, c/o Automotive News, Detroit 7. 


Position Wanted 


encourage this classification for the 
benefit of those seeking employment, 
Position Wented Ads are eccopted at 
namely: lice per 


half reguier rates, 
ter each $1.00 per in- 
sertion for use of a box number. Cash 
in advence. (Holf-rate does not apply 
to displey eds in this section.) 


EXPERIENCED GENERAL MANAGER or 
sales manager. Proven ability to increase 
your profits. Want a location to raise my 
family. General manager of a 700 car 
planning potential, advanced to a 2,500 
car planning potential as general man- 
ager — all with Chevrolet. Relationship 
with present employer excellent, valid and 
understandable reason for wanting to re- 
locate. The best references you have seen, 
both personal and factory. The size of the 
deal not important but the possibility of 
making money is. Would consider any 
size deal, would like opportunity to buy- 
in. Please no promises. I can keep the 
factory happy and also make you money. 
Age 39. Box 1198, c/o Automotive News, 
Detroit 7. 


SERVICE MANAGER: Extensive experi- 
ence service management, customer rela- 
tions, Ability to motivate service, Un- 
questionable integrity and sobriety, Top 
mechanical knowledge and background. 
Phone 73176, Vero Beach, Florida. 

AMERICAN AUTOMOTIVE ENGINEER 
with extensive experience and executive 
ability, familiar with U. 8. and European 
cars and trucks sales, service and parts 
in South America and Middle East. Six 
languages, member SAE and AOA, fin- 
ishing tour overseas with U. 8S. manu- 
facturer. Available May, interested in 
challenging position U. 8. A. or abroad. 
Excellent references. Box 1242, c/o Au- 
tomotive News, Detroit 7 


OFFERING 15 YEARS substantial auto- 
metive wholesale and retail management 
experience. Desire general managership 
domestic or import outlet or responsible 
factory or finance company sales or staff 
position. Any location—-preference south- 
east. College degree law. Write Box 1187, 
c/o Automotive News, Detroit 7. 


TWENTY-TWO CENTS PER WORD FOR EACH 
PAYMENT ADVANCE INSERTION REQUIRED. Ads may signed with full name 
rates. Add One ($1) per insertion for use box nember. Replies 
Box Number ads are forwarded advertiser, Display ads: $12.30 per inch. CLOSING: 
TEN DAYS ADVANCE PUBLICATION Contract rates supplied request. 

WANT DEPT:, AUTOMOTIVE NEWS, 965 EAST JEFFERSON DETROIT MICH. 


POSITION WANTED 


POSITION AS BUSINESS MANAGER for 
car dealership. Have had considerable 
experience with all of the ‘‘Big Three’’— 
operating controls, budgets, forecasts, 
office management and subsidiary con- 
trols. Would like to associate with a 
live, progressive organization. Salary, 
bonus and fringe benefits commensurate 
with position and responsibilities. I am 
not interested in mediocre compensation. 
Please give sufficient details in reply for 
consideration. Box 1241, c/o Automotive 
News, Detroit 7. 


VICE-PRESIDENT and general manager, 
fully qualified automobile executive now 
operating a large Chevrolet metropolitan 
dealership. If you keep only one set of 
books and you can use a $25,000 or bet- 
ter a year manager who is bondable for 
any amount—also if you want your gross 
profit increased and overhead reduced by 
organizing an efficient hard-hitting deal- 
ership that has no room for nonproduc- 
tive employes or hangers-on, my operation 
is based on making money, not being a 
factory hero. My ability and reputation 
will pass the acid test, and one of my 
best recommendations will be from my 
present employer. Also will consider deal- 
ership with option to purchase in five 
years. Box 1231, c/o Automotive News, 
Detroit 7. 


MANAGER OF OPERATIONS U. §&., 
Canada, Mexico—for foreign car manu- 
facturer. Twenty years’ experience sub- 
sidiary management, strong technical 
background, promotion, advertising, 
sales, financing, factory and dealer level, 
top banking and finance company re- 
lations — seeking similar position. Box 
1232, c/o Automotive News, Detroit 7. 


GENERAL MANAGER —thoroughly experi- 
enced all phases, administration, sales, 
financing, service. Strong on imports, top 
banking and finance company relations, 
excellent business and persenal refer- 
ences. Seek participation in dealership 
in sovtheast, southwest or west where 
the owner contemplates retirement but 
wishes to retain semiactive and/or fi- 
nancial interest. Box 1235, c/o Automo- 
tive News, Detroit 7. 


VOLKSWAGEN PARTS MANAGER, 40 
years, married. Factory trained, 15 years’ 
car experience service and parts, Em- 
ployed with 800 cars a year VW dealer 
—would like to relocate. Box 1220, c/o 
Automotive News, Detroit 7. 


ACCOUNTANT-OFFICE MANAGER. Age 
34, 12 years’ GM experience. Excellent 
references. South or southwest preferred. 
a 1221, c/o Automotive News, Detroit 


SALES OR GENERAL MANAGER—West- 
ern half of country only. Hire, train and 
supervise an aggressive operation using 
sound business methods. Control variable 
expenses. Experience includes office, sales, 
management, with last ten years volume 
GM dealership. Family man, age 45. 
a 1222, c/o Automotive News, Detroit 


EXPERIENCED AUTOMOBILE MAN, age 
33, degree Business Administration, mar- 
ried. Eight years’ experience as used car 
dealer, five years’ in the auto finance and 
insurance field. Interested in buy-in prop- 
osition in Chevrolet or Ford dealership— 
Have $20,000 cash. Would consider posi- 
tion with manufacturer where previous 
experience and training would be utilized. 
Will relocate wherever opportunity exists. 
Available ncw. Box 1223, c/o Automo- 
tive News, Detroit 7. 


GENERAL MANAGER—Assistant to deal- 
er. 35 years old, 12 years’ experience as 
office manager, general manager and 
sales manager, 2 years’ as used car man- 
ager. Prefer GM line, west coast only. 
Thoroughly familiar with all phases of 
the business. Aggressive, hardworking 
and ready to do someone a top job. A-1 
references. Box 1224, c/o Automotive 
News, Detroit 7. 


DEALERSHIPS AVAILABLE 


AGENCY HANDLING DODGE-DAR in 
Missouri, Small ad — big opportunity. 
Write for information; you won’t be 
sorry. Asking $22,500. Box 1193, c/o 
Automotive News, Detroit 7. 


DEALERSHIP AVAILABLE — South Ala- 
bama, handling a ‘‘Big Two’’ line in 
prosperous area, will sell 150-200 units 
this year. Inventory and tools will be 
under $17,000. Write Box 1120, c/o Auto- 
motive News, Detroit 7. 


WELL ESTABLISHED DEALERSHIP 
handling Pontiac and Rambler, midwest 
city 10,000. Excellent farm area, Finest 
sales and service building in city. Terms. 
Write: Broker, Box 1158, c/o Automotive 
News, Detroit 7. 


SUNNY SOUTHWEST DEALERSHIP han- 
dling Chrysler, Plymouth, Imperial, Val- 
fant, 60,000 trading area, excellent mod- 
ern facilities, adjoining car lot. Best loca- 
tion in town, reasonable rent, 240 car or 
higher planning potential. Tremendous 
sales and service profit potential. You will 
love the year around healthy climate and 
the lovely town. Sportsman’s paradise, 
big game, fishing. Industrial, oil and tour- 
ist center. Tremendous payroll, wealthy, 
irrigated cotton farming, ranching. Quick 
sale price $27,000. Immediate availability. 
Should pay out in one year. Box 1209, 
c/o Automotive News, Detroit 7. 


SINGLE POINT DEALERSHIP handling 
Oldsmobile in central Indiana city of 
40.000 with zone of influence 100,000. 
Many industries including big new GM 
plant. Handling 150-200 new cars per 
year. Always a money maker, will sell or 
lease buildings—no blue sky. Write Box 
1233, c/o Automotive News, Detroit 7. 


POSITION WANTED 


mic 


DEALERSHIPS AVAILABLE 


DEALERS NOW 
BEING APPOINTED 


for the group econ- 
omy LLOYD and the fabulous new 
ARABELLA the states of: 


NORTH CAROLINA 
SOUTH CAROLINA 
GEORGIA 


Distributor appointments 
considered. 


LEWIS 
IMPORTING CORP. 


LLOYD—Importers—ARABELLA 
Phone: 4-4421 


Savannah, Georgia 


DEALERSHIP HANDLING MERCURY— 
Location New Jersey. Will have Comet. 
100-125 potential. Inventory approximate- 
ly $14,000 plus $8,800 for equipment and 


leasehold improvements. Low rent. Box 
1243, c/o Automotive News, Detroit 7. 


DEALERSHIP HANDLING BUICK— 
Texas Gulf Coast area, handling Buick 
and Opel, 300-400 car potential, Seaport 
town with rapid development, highly in- 
dustrialized. Will sell at inventory. Box 
1203, c/o Automotive News, Detroit 7. 


DEALERSHIP FOR SALE—Handling Chev- 
rolet—800 car planning potential—in mul- 
tiple city set up. Dealer retiring, 30 years 
in same location, Modern building avail- 
able either by purchase or lease. Factory 
requires $150,000 capital. Location north- 
ern Ohio. Equipment offered at consider- 
able sacrifice. Box 1205, c/o Automotive 
News, Detroit 7. 


TEXAS — HANDLING CHEVROLET, 150 
unit dealership, approximately $40,000— 
Handling Ford, 150 unit dealership, ap- 
proximately $30,000 — Handling Buick, 
100 unit dealership—Handling Olds dual, 
150 unit dealership—others—Excellent 
opportunities for factory approvable op- 
erators. Prices are based on inventory. 
Confidential personal interviews only. 
Village Hotel, Suite 210, Eastland, Texas. 


SKODA 


Money Making Dealerships Open 


ILL., IND., MICH., OHIO, 
IOWA 
fast selling 5-passenger sedan for 
$1,595 P.O.E., and 4-passenger con- 
vertible for $2,095 P.O.E. Would also 
consider distributors for some 
these states. 


Contact once. 


MARTIN KELLY, INC. 


411 E. Ohio St. Chicago 11, Illinois 


WELL ESTABLISHED DEALERSHIP han- 
dling Lincoln-Mercury et al. Chicago top 
dealer established 30 years. 1959 volume— 
5 million, handling approximately 2,300 
cars annually. Owner would like to re- 
tire. All buildings and lots owned, Lucra- 
tive and profitable business. Will lease or 
sell—principals only, Honest opportunity 
for sincere group. Box 1211, c/o Automo- 
tive News, Detroit 7. 


HIGH VOLUME DEALERSHIP HAN- 
DLING RAMBLER, Metropolitan and 
GMC truck in fast growing southwest, 
nice livable town 30,000 population. Na- 
tional tourist attraction, ranching, farm- 
ing, industry, oil. Arid climate attracts 
many for health. Roomy, modern, in-town 
location. Low rent and overhead. Top 
profit returns with two hot lines. $15,000. 
a 1204, c/o Automotive News, Detroit 


CHICAGOLAND AREA — Dealer handling 
Rambler within 40 miles of Chicago— 
Large industrial area, over $1,000,000 
sales in 1959. Complete service shop, 
showrooms, used car lot. $25,000 will 
handle, Long term lease of premises, 
$1,500 per month, H. L. Passman, Attor- 
ney, 77 W. Washington, Chicago 2, IIli- 
nois. 


EXCELLENT ESTABLISHED DEALER- 
SHIP handling Chevrolet—since 1923 un- 
der present ownership —-in Jamestown, 
New York. Largest furniture manufac- 
turing city in the east. Dealer-owned real 
estate, fire-proof building consisting of 
more than 43,000 square feet of floor 
space, modern, up-to-date 100 unit black 
topped used car lot. Planning potential 
700 units. Real estate may be purchased 
or leased, parts and equipment at mar- 
ket. No reasonable offer refused. Imme- 
diate possession. Contact: A. E, Putney, 
Jamestown, New York. 


DEALERSHIPS AVAILABLE 


FOREIGN CAR DEALERSHIP, big yal 
ume, finest north Jersey highway Joes 
tion, unusual opportunity. Box 1234 t 
Automotive News, Detroit 


SOUTH FLORIDA DEALERSHIP handliy 
Plymouth - Valiant. Excellent potenti 
fast-growing ‘‘Gold-Coast’’ town Nea; 
Miami. used cars, receivables 
$19,000 full price for good, current papy 
inventory and complete, modern shop— 
and office equipment. Excellent locatig 
low rent, adequate space. Enjoy life — 
make money in America’s favorite pigy 
ground, Write—phone: Mr. Barrow, Th 
Southland Companies, 1612 Poncey 
Leon Bivd., Coral Gables, Florida, g@ 
4-4633.) 


Comet, Well established, single p ojny 
dealer, good trading area, good lea» & 
$30,000 buys everything clean. 


Automotive News, Detroit 7. 


DEALERSHIP WANTED 


WILL PAY TOP CASH PRICE for Gem. 
eral Motors, Ford or Chrysler dealership 
of 500 or more new car potential. Hay 
sufficient operating experience to asguy 
factory approval. Please send details 
confidence. Box 1174, c/o Automotiy§ 
News, Detroit 7. 

CHEVROLET, GM DUAL or Ford in smaiff 
Michigan city. Mail complete details 
Confidential. Box 1226, c/o Automotiy 
News. Detroit 7. 


WANTED CHEVROLET OR FORD frap- 
chise. Must have zone of influence po.3 
tential of 60 units a month or mor. 
Indiana, Ohio first choice, others will } 
given strong consideration, Factory ap. 
proval assured, Box 1227, c/o Automo 
tive News, Detroit 7. 


GM, FORD AGENCY—FLORIDA, coag 
area preferred. Pay your price, Cash 


Factory approved. Confidential. Box 1228, 
c/o Automotive News, Detroit 7. 


GENERAL MOTORS FRANCHISE WANT 
ED—Must have an in area market po 
tential of 25 units a month minimum, 
A dual GM operation in the midwest pre. 
ferred, Have factory approval. Box 1229, 
c/o Automotive News, Detroit 7. 

WANTED: GM DEALERSHIP 150 to 
units in Michigan, Indiana, Ohio or Ii 
nois. Confidential. Box 1238, c/o Aute 
motive News, Detroit 7. 

GM, FORD, RAMBLER AGENCY in mié 
west. Top price for good deal, especially 
Cadillac dual. Factory approved, Con 
fidential. Box 1236, c/o Automotive News, 
Detroit 7. 


DEALER SERVICES 
DETAILED FINANCIAL ANALYSIS and § 


terly thereafter $50; monthly $25, No 
one will call. Send statement and check 
to: Profit Analysis, Post Office Box 664, 
Altoona, Pennsylvania. 


Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


you make more auto sales to Military perg 
sonnel . . because: 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or @® 
finance, anywhere in the world, at low, 
money-saving rates, for officers and not & 
commissioned officers of pay ne =} 
and above . . . on a simplified, nor 
recourse basis. 


MILITARY ACCEPTANCE 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone CApitol 5-678 
“Worldwide Financing for Military Personnel 
(USAA Insurance available 
to qualified officers) 


1960 Auto Costs! 


Discover how much your competitors’ can 
really cost. The book, "AUTO COSTS," give 
you the factory invoice prices all 


trucks, and all their equipment. 
dealers and banks Order 
edition today for only 
subscription $18 (including all 


AUTO COSTS, Spencer Publishing 
Liberty, N. Y. 


HAVE CREW, WILL 


Specially trained ALLIED men give 


Certified physical inventories of pats 
accessories and equipment. 


Model year reports for obsolescen® 
and return parts plan. 

Bin space for new model parts. 
Reports for dealer terminations. 
Certified reports for tax, insurance one 
bank. 


The Service That Counts 


ALLIED INVENTORY CO., INC. 


7508 So. Cernell Ave. Chicago 49, 
TEL.—-NOrmdl 7-0065 


TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar 


APPRAISAL SERVICE 


For Buy/Sell Agreements, Annual 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning 


AUTOMOTIVE INVENTORY APPRAISAL 
10040 Freeland Ave. Detroit 27, 
3-6445 
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BUSINESS OPPORTUNITIES NEW LINES WANTED 


TOR WANTED for leading 
French imported car in mid-eastern 
states. One who can the job. Highly 
profitabic and handles a complete model 
For further information write Box 
1237, c/o Automotive News, Detroit 


IDEAS 


WANTED FROM MANUFACTURERS — 
Repeat order products that will sell by 
direct mail. We are equipped to mail into 
40,000 new car dealerships in the United 
States, Canada, Alaska and Hawaii. 
Box 1230, c/o Automotive News, Detroit 


ING'S BEEN SAID over and over 
dealer advertising but columnist 
type ads are different. enjoy volume 
readership reached only feature writers, yet 
do forceful, subtle selling job for all depart- 
ments. Although inexpensive, dealers report 
wonderful 90% dealers renew for 
service each year—proof of unusual value. 
Exclusive rights may available you. 
Write: ward Fiske Co., 2 Depot Plaza, 


White Plains, 


CARS FOR SALE 


1960 Ford Galaxies 
1960 Chevrolet Impalas 


1960 Valiants 


All fully equipped, rental fleet being sold. 
Mail wire bids and number interested in. 
AIRPORT CARS RENTAL, 1350 Federal 
Hwy., Fort Lauderdale, Florida. 


g, selling, trading miscellaneous auto- 
items? Get quick results through 
Automotive News’ Want Ads. 


CARS FOR SALE 


MERCEDES-BENZ 1960 

import and distribute direct. VOLKSWAGENS 

an- Cars are serviced and cleaned, ready 

for resale. Supply hand. INC. 

IMPORTS, INC. 1415 HAINES STREET, PHILADELPHIA 26, PA. 
Box 508, Montgomery, New York PHONE: 7-3500 

28, Telephone Newburgh JOhn 1-2248 DARLINGTON, SOUTH CAROLINA 

CARS FOR SALE 

50 

1960 VOLKSWAGENS 
IMMEDIATE DELIVERY 

NEW YORK AND NEW ORLEANS 

EXCISE TAXES PAID 

FOR BEST PRICES 

Wire, write, phone 

277 Clinton Ave. ESsex 1-2880 Newark, New Jersey 
North Carolina call: Stafford Auto Auction, 2615 Wilkinson Ave., 


Charlotte, C., Ask for Jimmy 


CARS FOR SALE 


NEW 


DODGES-PLYMOUTHS 
1959 MODELS 


DISCOUNTED BELOW COST 


BROE, INC. 


412 South Fourth 3-5685 Springfield, 


CARS FOR SALE 


sharp used cars! 


HERTZ 


has 


1958 and ’59 models are now available Hertz offices 
across the country. All cars top shape, clean and sharp! 


Chevys, Fords, Plymouths, Buicks, Cadillacs, Pontiacs. 
Sedans, hardtops, wagons and converts you name it, 
got it! 


Good colors power steering, automatic trans- 
mission, many with power works! 


CALL YOUR LOCAL HERTZ OFFICE TODAY 


contact: Mr. Spatig, Hertz Car Leasing Division, 


125 Wabash, Chicago Tel. 2-0420 


CARS FOR SALE 


CADILLAC LIMOUSINES—NEED CLEAN 
‘56, '57 and Franz Ridgway, BEl- 
mont 4-6611, 2836 N. E. Sandy, Portland 
12, Oregon. 


AVIS TEXAS 


Cadillac Limousines 
Clean—Fully Equipped—Low Mileage 


Don Housewright 


Dallas 


1960 
VOLKSWAGENS 


direct shipment any port 
Our prices will quoted you includ- 
ing cost, freight, insurance, customs 
duty and 


EXCISE TAXES PAID 


Equipped as Follows: 
leatherette interior tool kits 
mile speedometers ASI wind- 
shields heaters turn signals 
for sealed beams. 


Write, Phone or Wire 


CIRCLE DISCOUNT CORP. 


4505 Wisconsin Ave., N.W. 
Washington 16, EMerson 2-7000 


Buy Your 


MERCEDES 


New York 


All Models from 1955 
1959 Stock! 


Let put you our mailing list! 
FOREIGN AUTO 
WHOLESALERS, INC. 


1501 Jerome Ave. Bronx, N. Y. 
7-4036 


Volkswagens 


Latest Models, Serials No. 2,800,000/and 
up. Immediate delivery, attractive prices, 

Buyers interested in continuous and steady 
supply for a specific area in any state, 
please write on your letterhead requesting 

our special form No. Fé0. 
Will ship and deliver 1/100 cars 
anywhere 


ALL COMMERCE 
TRADING CORP. 


120 Wall Street, New York 5, N. Y. 
BOwling Green 9-0636, TWX-NY 


AVIS TEXAS 


1958-59 Chevrolets, Fords 
and Ramblers 
Best Cars—Lowest Prices 


DON HOUSEWRIGHT 


Volkswagens 
1960 Models 


Immediate Delivery Fully 
Americanized. ASI 


stery, double bumpers, di- 
rectional signals, all models. 


Wholesale The Trade 


Call write: 


LAINE MOTORS 


711 Springfield Ave. 
Newark, 
ESsex 2-9698 


ACCESSORIES WANTED 


WANTED: 1958 Fiymouth MoPar radio. 
Pettit Brothers, Louisa, Virginia. 


PARTS FOR SALE 


AUTOMOTIVE BULB #1034, price $14.00 
per hundred; 67 bulb $7.00 per hundred; 
57 bulb $5.50 per hundred—packed 10 
to box. Postage prepaid. Acme Sales Co., 
Box 949, Camden 5, New Jersey. 


BRITISH FORD PARTS—closing out 
$2,700 stock. Best offer over $700, 90% 
interchange with models through '59. 
Must sell. Waco Motors, 1301 West Flag- 
ler St., Miami 35, Florida. 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000. 

LLOYD PARTS—Discounts to dealers and 
garages, Pioneer Distributors, 2323 South 
Jefferson, St. Louis, Missouri. 

PORSCHE PARTS—$18,000 in fresh stocks 
offered substantially below dealer cost, 
or will job lot $500 minimum orders at 
40% off. We have scarce body panels 
for late conv. ‘‘D’’ and good quantity of 
sheet metal. Must sell, need room. Waco 
Motors, 1301 West Flagler St., Miami 35, 
Florida. 


HAVE A CHEVROLET ‘‘tied up’’ for 
parts? Try Fuller-White Chevrolet, Tulsa. 
$250,000 inventory perpetually controlled. 


For Sale 
WILLYS—JEEP 


1946-1956 Coverage 
Parts and bins, $6,000 inventory. Owner 
has terminated franchise. Will sacrifice for 
quick sale. 
Contact: Parts Manager 


Poinsatte Auto Sales, Inc. 
514 East Wayne St. Fort Wayne, Indiana 


TRUCK EQUIPMENT WANTED 


NEEDED — AUTOMOBILE TRANSPORT 
TRAILERS. Phone or write particulars: 
Interstate Transit Company, Box 9524, 
Portland 10, Oregon. CApital 2-9841, 

SHOP EQUIPMENT FOR SALE 


WANT A BARGAIN? Brand new Delco- 
Remy 12-volt engine starters. Complete. 
Original cases. List $250—Price $39.95. 
Limited quantity. W. Roscoe Slack As- 
sociates, Crown Point, New York. 


DeVILBISS SPRAY BOOTH — dismantled 
spray booth with Infra-Red bake oven 
complete, 14’ wide—28’ deep—9’ high. 
New unit cost $5,800—priced to sell. Box 
1239, c/o Automotive News, Detroit 7. 


MISCELLANEOUS 


CAR RECORD BOOKS, forms for work- 
sheets, bills of sale, powers of attorney, 
affidavits, installment notes, automobile 
purchase orders, statements of motor 
vehicle sales, metal rimmed key tags. 
Suckert Loose Leaf Cover Co., 11911 
Grand River, Detroit 4, Michigan, 


MOTORCYCLE ENGINES — Brand new 
Harley-Davidson Model 1-40M engines. 
V type, twin cylinder, air cooled, 24 H.P. 
at 4200 R.P.M. Includes carburetor, dis- 
tributor, generator, voltage regulator, 
spark plugs, sprocket. List price $330— 
Our price $95. Temple Motor Sales, 13230 
Grand River, Detroit 27, Michigan. 
Phone: TExas 4-5800. 


MISCELLANEOUS 


NEW and 


SUPERIOR 
BLUE CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
BRAKE CABLE 
LEADS SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List 
Dealers’ Special Discount 25%. 17.45 


Net with Standard 


plus Large Adapter 
Federal Excise Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel 


Action 
Four Clamp Hook-Up 
Dealers’ List Price....... 


Special Discount 25%. 14.95 


Net with Standard 


plus Large Adapter 
Excise Tax Included 


Liberal Quantity Discounts 
Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK MICH. 


Phone WO. 2-5257 All Depts 
“Leaders the Industry 
Since 


Canadian Distributors 


Eastern: Western: 
Five Wheels Ltd. Five Wheels 
599 Yonge St. (Western) Ltd. 
Toronto, Ontario = 
Manitoba 


TUCKER AUTOMOBILE FACTORY LIT- 
ERATURE, pictures, etc. Collectors 
items. $1.00 bill postpaid. Moore’s Hobby, 
16 W. Fulton, Grand Rapids, Michigan. 


SEE PAGE 
for the nation's 
TOP AUTO AUCTIONS 


CARS FOR SALE 


VOLKSWAGENS 


SEDANS AND SUNROOFS—LATEST MODELS 
Only $1,365 


East Coast and Gulf delivery. 


All other Models and Types suppliable—Also other German cars 
such Mercedes, Opel, Taunus, all spare parts. 


will pay you write to: 


FISCHER HUTTER K.G. 


Glockengiesserwall 
HAMBURG GERMANY 


Cables: Hamburg 


Bank and trade references available. 


Car Dealer 


Jobber 


AUTOMOTIVE NEWS, 965 JEFFERSON, DETROIT 


TRADE CONNECTION: 
Truck Dealer 


New Subscription 


Send Automotive News Address Below 
S., Canada and Possessions 
One Year Two Years $16 


All Other Countries One Year $13 Two Years $22 


Manufacturer 


Financial Supplier 


2-29-60 


4%, 4 + 


SEALED POWER 


KromeX Ring Set 
with the 


RING 
things 
other ring 
can 


Stainless steel resists corrosion— 
makes virtually impossible for 
troublesome sludge and carbon de- 
posits build up. Overcomes oil 
ring plugging—oil pumping. 


Stainless steel maintains its original, 
built-in tension indefinitely de- 
livers better oil control far longer 
than ordinary rings. 

The unusually high number 
spring tension points assures positive 
oil control even tapered and out- 
of-round bores. 

Side seals piston groove—stops 
oil going around back ring— 
eliminates smoking. 


End-abutment design produces 
ring tension independently con- 
tact with bottom piston groove— 
eliminates groove depth problems. 

Chrome-plated, factory-seated 
side rails give instant oil control. 
Sealed Power Corporation, Muske- 
gon, Michigan. 


Preferred 
Performance 


ealed 


PISTON RING SETS 


PISTONS PINS SLEEVES AND 
SLEEVE ASSEMBLIES VALVES 


STAINLESS STEEL OIL RING 
PAT. NO. 2,789,872 


Ba 


5 
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i 
ty 
4 
| 


